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GAIN this advertising will play 
up the dealer’s store as fence 
headquarters. The value of fence 
from the standpoint of better and 
more profitable farming will be ham- 
mered home. Only page and half- 
page advertisements will be used— 
many of these are in colors. Further- 
more, these advertisements present 
the need for fence in a startling, 
action-compelling manner. New, 
but tested ideas dominate through- 
out the copy from beginning to end. 
If you are not handling Zinc In- 
sulated Fencing or our Steel Fence 
Posts, write for full details. 


American Steel & Wire Company 
Subsidiary of United States Steel Corporation 



















JA Zinc \ 
Insulated Fences 








a 208 So. La Salle St. 30 Church St. 
MIs. Chicago New York FA 
Prebester UNITED STATES STEEL PRODUCTS CO. 






San Francisco, Los Angeles, Portland, 
Seattle, Honolulu 





Poultry Fence 
Union Lock 
Poultry Fence 

Banner 
Poultry Fence 
Poultry Netting 
Nails Staples 
Barbed Wire 
Wire of all kinds 
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Viande Knife 

(Pat. Applied For) 
The new knife shown to the left is 
called Viande. Created by Saarinen. The 
regular dinner and dessert knives are 


also made in the new Silhouette pattern. 


18A7 








sworn SILHOUETTE 


Wise business experts have pointed out that women influence the purchase of 85% 


of all commodities. If it’s 85° of all commodities . . . imagine what it must be in 


an ultra-feminine article like silverware. You can estimate it at 98% and never be 
accused of the slightest exaggeration. Therefore, the new Silhouette pattern follows 
the most feminine slant in the world for its theme .. . fashions. Silhouette brings, 
in silverware, the same basic Paris-inspired lines women demand in frocks, hats, 
handbags, shoes . . . every article of fashion. For certain identical, right, true lines 
run through all things of beauty and good taste. Clean, stream lines. And these are 
the lines of fashion, and of Silhouette. The dressing table and the dinner table 
aren’t far apart in a woman’s eyes. . . We lock them closer together than ever upon 
the pages of the Ladies’ Home Journal, Woman’s Home Companion, McCall’s, House 
& Garden, Vogue, Vanity Fair and Harper’s Bazar. . . For illustrations and prices of 
Silhouette pattern write for booklet JH to Sales Promotion Dept., Factory E, Interna- 
tional Silver Co., Meriden, Conn. Salesrooms, New York, Chicago, San Francisco. 


ROGERS BROS: 


i. FA ee 











INTERNATIONAL _STLVER Cay 
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ealers, 


/ Tell your painter customers 


to enter the 2nd 


EAGLE MODERN WALL FINISH CONTEST 


At last the 2nd Eagle Modern 
Wall Finish Contest is ready to 
be announced to all painters 
and painting contractors in 
the United States and Canada. 

The First Contest, held last 
year, was extraordinarily suc- 
cessful. It attracted much atten- 
tion to the use of many new and 
very beautiful painted wall fin- 
ishes. To the many painters who 
entered the contest last year, and 
to the hundreds of others who 
saw the results of the contest 
at the International Convention, 
we offer a chance to compete in 
this second contest. 

This year’s contest will be 
more extensive than last. There 
will be 21 handsome silver cups 
awarded to the winners—3 prizes 
in each of seven major divisions 
into which the entries will be 
grouped. We know from expe- 
rience that these cups will be 
much coveted. 

The purpose of this contest is, 
of course, not merely to award 
prizes. It is an endeavor in the 
interest of the finest craftsman- 
ship in the painting profession. 
It will be educational and useful, 
not only to those who enter, but 
to the entire profession as well. 

The winners will be an- 
nounced, and the results exhib- 
ited, at the International Con- 
vention at Minneapolis, February 
18-21, 1930 — winners to be 
picked by an impartial Com- 
mittee of Judges. 


ae a 


21 handsome silver cups will be awarded as prizes—three in each of seven groups 


We urge every painter to mail the coupon below, and get full details of this interesting 
contest at once. The Eagle-Picher Lead Company, 134 North La Salle Street, Chicago. 


Mail this coupon for full information! 


The Eagle-Picher Lead Company, 134 North La Salle Street, Chicago 
Please send me full information about the 2nd Eagle Modern Wall Finish Contest. 


Name 


Address. 











City. State 
Tama [] Master Painter es Journeyman (J Apprentice 
(Please check which) 
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The 6 to 48 inch sizes 
have steel handles. The 
6to 14 inch sizesare also 
made with wooden han- 
dies. All the handles 
are RED. 


WALWORTH 


Walworth Company, General Sales Offices: 51 E. 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIll.; Greensburg, Pa.; and Attalla, Ala. 


Walworth International Co., 11 Broadway, New York, Foreign Representative 


fim Te, 
~—_i-| 17 
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Use or Abuse....What’s the difference? 


Use is one thing. Abuse is supposed to be another. But some- 
times, in doing hard work with a pipe wrench, you can’t have one 
without the other. 

The Genuine Walworth Master Stillson is made so that it can 
take the day’s work as it comes, It has harder teeth and a tougher 
jaw and bar than years of ordinary use require in a wrench. But the 
user always knows that if a job (or a life) depends on something 
more, he can always know that a Walworth Master Stillson will 
come throuth in the emergency, 

The new red handle and the old STILLSON trade mark iden- 
tify the Walworth Master Stillson as the genuine. 


. « « Distributors in Principal Cities of the World... 
Walworth Company Limited, 620 Cathcart St., Montreal, P. Q. 
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Drop 








in matched sets. 


Forged 
Wrenches 


A complete, estab- 
lished line of Drop 
Forged Carbon Steel 
wrenches. Wrenches 
you can truly recom- 
mend as the “best. 
Finished in black 
enamel, heads ground 
bright. Sold singly or 


QUALITY 
TOOLS 


} pie USERS buy with 
confidence where the name 
ARMSTRONG is prominent- 
ly displayed. For over 37 
) years it has stood for inherent 

quality in tools. Armstrong 
tools make profitable lines for 
Hardware Dealers. They are 
nationally advertised ; effective 
dealer helps are furnished; 
they give complete satisfaction 
and build steady repeat busi- 
”» ness. 


Catalog B-27 shows and describes all 
ARMSTRONG tools. Write for it today. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 





Ratchet Drills 


The ARMSTRONG Line 
of Ratchet Drills is the most 
complete line made. 13 dif- 
ferent styles. All parts drop 
forged or hardened steel. 





CHICAGO 


314 N. Francisco Ave. 




















Engineers Wrenches 
Obstruction (90°) 
Wrenches 
“S” Wrenches 
Improved 
Tappet Wrenches 





ARMSTRONG 
VANA 


DIUM 


ARMSTRONG-VANADIUM 


forged fro m\ 


CHROME- 
VANADUM STEEL 


Lighter, Longer, Thin- 
ner, Stronger.  Fin- 
ished in nickel over 
copper—heads buffed 
bright. Guaranteed 
not to break or 
spread. 








“C” Clamps 


Drop forged 
“C” Clamps, ac- 
curately ma- 
chined, heat 
treated. All prac- 
tical sizes and 
shapes. 





ARMSTRONG BROS. 
Better Pipe Tools 


A full line of pipe tools, each em- 
bodying the best features of its 
type. Made of better stuff (alloy 
steels are freely used), Jess bulky, 
yet stronger, cleaner cut and easier 
to work. New designs—the all 
Steel Pipe Wrench (patented) has 
10 major improvements, the chain 
vise, 5; the Heavy Pipe Cutters, 6 
and so on through the line each is 
an improved tool. 
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Osborn Blue 
Handle Radiator 
Brush No. 1207 


Osborn Blue 
Handle Im- 
proved Sanitary 
Brush No. 1200 


Osborn Blue 

Handle Polished 

Fl Dust Mop 
No. 1203 


Osborn 
Blue Handle 
Split Duster 

No. 1204 


Osborn Blue 
Handle Im- 
oved Wall 
rush No. 1202 














Blae Handle 
Protit-Makers 












OME MANAGERS” have displaced 
“housewives” in the home-making 
business. Today, more than ever before, 
women of homes want well-made household 


appliances and tools. 
Osborn Blue Handle Household and Per- 


sonal Use Brushes are accurately made to 
meet the demands of the most efficient of 


home-managing women. 

Take advantage of this demand and sell 
the complete line of Osborn Blue Handle 
profit-makers. 


TWE OSBORN MANUFALTURING LOMPANY 


INCORPORATED 
5401 HAMILTON AVENUE CLEVELAND, OHIO 
+ San Francisco - Los Angeles 


Branch Offices: New York + Detroit + Chicago 


The Complete Blae Handle Line 

















1200—Improved Sanitary Brush 
1201—Cloth Brush 
1202—Improved Wall Brush 
1203—Polished Floor Dust Mop 
1204—Split Duster 
1205—Improved Vegetable Brush 
1206—Bottle Brush 
1207—Improved Radiator Brush 
1208—Pan Greasing Brush 





1209—Percolator Brush 
1210—Refrigerator Brush 
1211—Improved Dust Pan Brush 
1212—Dish Mop 

1213—Bath Brush [large} 
1214—Bath Brush {small} 
1215—Skirt Brush 

1216—Nai] Brush {medium} 
1217—Nail Brush {stiff} 
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oull be 
§ urprised 
at what this /iflle fellow’ can do. 


Here is a new Friction Catch. 
Its simple construction as- 
sures easy installation and 
trouble-free operation. Its 
octagonal glass knob lends 
beauty to any door on which 
it is used. Its wide variety of 
uses assures a volume of sales. 


The No. 727 Friction Catch 
can be installed by boring 
one hole and sinking two 
screws. It can be used on 
doors up to 114” in thickness. 


No. 901 Cabinet 
Bet 4s com- 
prised of one 
pair of butter- 
fly hinges and 
ey fe s 4 
Priction Catch. 
PREE mode 
with initial 


one dozen or- 
der. 








































The spring catch may be 
placed either on the shelf or 
the door stop as desired. 


This unique Catch is a most 
convenient and attractive 
latching device for 
doors on kitchen 
cabinets, book cases, 
china closets, bath 
room cabinets, 
smoking stands, 
divider cases, tele- 
phone niches, 
chests, cupboards 
and similar storage 






















The New No. 727 Friction 
Catch is a fast-selling item. 
Merely suggesting it to your 
customers will sell a surpris- 
ing number of them. Write 
Dept. H-1129 for 
prices. A Counter 
Demonstration 
model is given 
FREE with initial 
orders of one dozen 
or more catches. 





spaces. 





With 


TRADE MARK 


Gusunkd Builders Hardware 


Frantz Manufac- 
turing Co., Ster- 
ling, Ill. 












































Whether or not the “Inside 
Story of Nicholson Files” has 
a profitable ending depends 
to some extent upon you. 


The continued chapters 
of this story will appear 
in practically every im- 
portant publication 
*that tool users read, 
during the remain- 
ing months of the 
year. 
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Story of NICHOLSON FILES: 
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bd 

























This advertising will suggest 
that the reader obtain Nichol- 
son Files from his local hard- 
ware dealer. If you will 
carry Nicholson Files in 
shapes and sizes for every 
demand, you can write 
your own ending to 
this advertising story. 


It will read “More 
Sales, More Profits 


For You.” 





Providence, 
R.1., U.S.A. 


A File for 


Every 
Purpose 











FIL 
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TRADE MARK REG. U.S. PAT. OFF. 


Made of fine plied yarn and guaranteed free from flaws. 
For use in the best class of work. Will last at least a genera- 
tion and is the most durable for any class of work. 


PHOENIX CORD 





Made of yarn not quite as fine. A smooth firmly braided 
yarn . 

cord, very serviceable for ordinary work, and for many pur- 

poses “good enough”. 


Je 0) 5 05)\) OOO) .9 DB 


Made of coarser yarn but not Roving. A cord we are not 
ashamed to manufacture for use where first cost is the main 
Peresatte(ae-tateler 


“There IS a difference in Sash Cord” 


HESE brands, which have We also make Clothes Lines, 

a long established manu- Small Lines and Braided Cot- 
facturer’s reputation behind ton Cord up to 1 inch diame- 
them, save you from com-_ ter for all purposes; also 
plaints and lost customers. Glazed Cotton Twines. 


Send for catalogues, samples and information to help sales 


SAMSON CORDAGE WORKS, 89 BROAD ST., BOSTON, MASS. 
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WHICH? 


Put yourself in the customer’s place. 
Which chisels would you prefer—those 
which have made a name for them- 
selves, or those of unknown quality? 


UNION 
Hardware Chisels 


have a well earned reputation for qual- 
ity and service. Carpenters know they 
are safe in buying them. 


The steel used is Al. The blade holds 
a keen edge. The blade and socket are 
made in one solid piece. The handles 
are of seasoned white hickory, care- 
fully turned and fitted with heavy caps 
of live leather. The finish does full jus- 
tice to the construction. The price 
makes them a wonderful buy. Tool 
users know it. 











































If your Jobber cannot supply you— 
write to us and we will refer you to the 
nearest Jobber who will. 





















Reg. U. S. Pat. Off. 


Torrington, Conn., U. S. A. 
New York Office 151 Chambers Street 
Established 1854 Incorporated 1864 
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HE big fellows are concentrating their 
buying on fewer lines. And they’re mak- 
ing more money. Fall in line with the times! 


Select one line of mechanics tools—and do a 
real job—push it for a fare-thee-well, be- 
cause it’s money made to do so. 


But be sure that you select the right line, the 
logical line, the PEXTO line. 


Because it’s complete , a price 
range and selection of merchandise that cover 
the whole field. When a customer comes 
through your door and goes over to your tool 
counter, you are sure you have the merchan- 


Big F Slows 
are concentrating 


£ as 
i 4 
“KG 






dise he wants at a price he will be glad to 
pay—whether he is a skilled mechanic or a 
man who just wants a hammer for home use. 


Catalogue No. 26T is one that should be 
on your desk. Let us send you a copy to- 
day. 


Your Jobber has PEXTO in stock: 


Hammers Screw Drivers Snips 

Pliers Pruning Shears Squares 

Chisels Braces Wrenches 
THE PECK, STOW & WILCOX CO. 
SOUTHINGTON, CONN. U. S. A. 





IT PAYS TO CONCENTRATE ON PEXTO 
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Do You Like Pie? 


T dinner—a juicy, luscious pie is put before you: you cut it, serve it 
and crave a piece for yourself—then you find that none of it is for 
you—not enough to go around—and you’re disappointed. 


Just so with national advertising. When a manufacturer’s representative 
puts before you a “pie” of great national advertising—a long list of 
media, six figure appropriations, and adds a tempting selling talk—that’s 
the time to ask “‘how big a piece of that pie am I going to get?” 


Ask him “Is this advertising going into the homes in my town? Is it 
going to reach the people that I want it to reach? Is it going to move mer- 
chandise out of my store, and leave hard, cold dollars in its place?” 


The American Weekly is the one publication that cuts the pie so that 
there’s plenty for all. It is the one publication that combines national 
coverage with local effect—the one magazine that does just as much for 
you as it does for the manufacturer. 


What is [he American Weekly? 


The American Weekly is the magazine distributed through seventeen great Hearst 
Sunday newspapers from seventeen principal American cities.* It concentrates 
and dominates in 485 of the Nation’s 784 towns and cities of 10,000 population 
and over. 


—In each of 153 cities, it reaches one out of every two families. 

—In another 119 cities, it reaches from 40 to 50%. 

—In an additional 108 cities, it reaches from 30 to 40%. ° 

—In 105 more cities, it reaches from 20 to 30%. 

And in thousands of other populous areas, almost 2,000,000 additional families 
buy and read The American Weekly—making a colossal national total circula- 


tion of 5,646,898, the greatest and the most responsive circulation of any publica- 
tion in the world! it 


A 
Pi 
oe 
Pi 
oe 
*Albany THE < 
Atlanta Circulation oa” The 
Baltimore inthe World (@) American Weekly 
Boston < 9 East 40th Street 
Chicago c& New York City 


Pe 6 





Detroit 
Los Angeles Main Office: 9 East 401TH Street, New York City eo Please send me a copy of the 
Milwaukee American Weekly and a state- 
a et ment of its circulation in my 
corer eal ‘BRANCH opricus: Ns trading territory. 
Rochester Wrigley Bldg., Chicago oe 
San Antonio 5 Winthrop Square, Boston lin MMI e es ciccasccaxcosacradotasnaache tobvanioecopmntiaea eae 
San Francisco 753 Bonnie Brae, Los Angeles a 
Seattle 222 Monadnock Bldg., San Francisco oa Adis 
Syracuse 1138 Hanna Bldg., Cleveland — 
Washington 101 Marietta Street, Atlanta P 

12-231 General Motors Bldg., Detroit ie Fn STON OR ee CERNE ee ee 
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© 1929 by American Weekly, Inc. wa 
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N their daily work skilled 


mechanics are not always 
, a. 
called upon to conform to limits of 


thousandths of an inch. However, 







even for their less exacting measurements 
they want tools of dependable accuracy. 


They have learned from experience that Brown & 
Sharpe Accuracy is what they want in the tools 

they use in their less exacting work as well as in 

their work where the finest precision measurements 





Z | Ne. IL RS 







are required. 


More and more hardware dealers are realizing 
that the Brown & Sharpe line offers them under 
one universally recognized name a complete and 
profitable line of precision tools which are readily 
accepted by their trade. Have you a copy of our 
new Small Tool Catalog No. 31? We shall be 
glad to send you one. Brown & Sharpe 
Neen Mfg. Co., Providence, R. I. 


4 > . & 
BROWN & SHARPE TOOLS 
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What are the real 


long-profit hardware items? 


































| depends of course, on how you figure. 
On a one-sale basis, they’re the items that 
offer an extra-fat discount. But not if you’re 
figuring profits for the year. Get out a pencil 
—if you haven’t already—and you'll see in a 
hurry that the items that turn over oftenest 
are the real long-profit makers for you. 


Take Bassick casters and NoMar furniture 
rests for instance. Month in and month out 
they keep moving. There’s no off-season for 
floor guarding. Every man or woman who 
takes pride in a home, is a prospective buyer 
of Bassicks. All you have to do is display 
your stock——keep it complete—and the 
profits keep rolling in. 


Easy? It couldn’t be easier! No high-power- 
ed selling—no heavy stock investment—no 
space-eating display stands. 


The Bassick floor-protection “department” 
requires only a small stock of low priced 
items and two or three square feet of table 
or counter space where your customers can 
see them as a reminder. Bassi ck 
The Bassick line is 
complete. There isan 


item to meet every 
customer’s needs. 


Bassick 


Put in this complete new service. Watch it 
work, At the end of six months you'll 








recognize it for one of the most consistent 
money makers in your store. 


We'll send a list of the items you need to 
make your floor-protection service complete. 
Just send us your name and the name of 
your jobber. 





Mail the coupon to Dept. HA-8 
THE BASSICK COMPANY 
Bridgeport Connecticut 


For 33 years leading makers 
of casters and furniture rests 
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Send me information about Floor-Protection Department to address written in margin below 
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T1ke THE “HARD” 
ouT oF “HARDWARE” 


To THE average woman, shopping in the old-fashioned 
hardware store was a task. Stocks were disorganized. 
Instead of finding things spread out on a counter, she 
had to ask for what she wanted. Often she was em- 
barrassed by trying to describe an unfamiliar article. 
So she found it easier to step across the street to the 
“5 and 10” for what she needed. 

When you consider that wo- 


Retail Hardware Association has studied Lupton 
equipment and suggested many of these improve- 
ments. Their opinion of Lupton equipment should be 
interesting to you. 

With Lupton equipment, you save time for clerks, 
and swell profits by helping customers to remember 
many extra items which they need. You can quickly 

balance your stocks, and re- 





men buy 85% of the nation’s 
goods; and when you remem- 
ber that women shoppers pass 
by your door all day long, you 
understand how important it 
is to cultivate their good-will. 

The only way to compete 
with the chain-store is to bring 
your place up to date. Some 
years ago, Lupton shelving en- 
gineers saw the need for mod- 
ern steel equipment in the 
hardware store. So they de- 





place sold-out items. Low in 
initial cost, Lupton equipment 
has a permanent investment 
value. 

Lupton engineers have stud- 
ied your problems as a hard- 
ware dealer. Have them sur- 
vey your store and recommend 
an up-to-date and efficient ar- 
rangement of your stock with 
Lupton fixtures, working with 
the clever miniature units 
which they carry around with 








signed shelves and counters 
that automatically presented 
a complete catalog of hard- 
ware items to the customer’s 
eye. Each year has brought 
improvements, Your National 


This Display Table, made of steel, is a typical Lupton product 
designed to take the “hard” out of “hardware.” 


LUOUPTON 


WHERE STEEL IS FUSED WITH SINCERITY 


them. Write to David Lupton’s 
Sons Co., 2211 E. Allegheny 
Ave., Philadelphia, Pa. In the 
meantime, ask your jobber to 
let you see a copy of “Bigger 
Profits.” 











PRESENTING 


REDSTREAK 


ALL HARD AND HARD EDGE 


NG OY \ | 





The 

Dawn of a New 
Method of Hack 
Saw Merchandising 


IMONDS, whose products 

have been the standard for 
nearly a century,now introduce 
the *“‘Red Streak’? Hack Saw 
with important improvement 
in design and construction. 


A new idea which will change 
the consumers’ hack saw buy- 
ing habits. 


Cash in on its exclusive mer- 
chandising features: 


A more distinctive blade 

Longer remembered — 
Easier recognized 

The blade with the Red End 

Take this tip—push toward 
the Red 


YU 
, 


Write for ‘‘Red Streak”’ Dealers’ Book 


RE D STREAKS’ ‘cut like lightning r 
SIMONDS SAW AND STEEL CO. 


FITC H BURG=, MASS ACHUS ETT § 








“a - 








Modern Eleetric Furnaces 
Supply the Steel for the new 


SIMONDS : 
RED STREAK : 


HACK SAWS 
The Blade with the Red End 








On the other side of this page is the 
new “RED STREAK” Hack Saw 
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A complete stock of 
Starrett Tools well 
displayed establishes 
your reputation as 
buying headquarters 
for the most valuable 
customers — the users 


of fine tools. . . . 


THE L. S. STARRETT CO. 


World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U. S. A. 











Starrett Uni- 
versal Surface 
Gage No. 257 


Starrett Stainless 
Steel Tape No. 520 


Starrett JA 


Aluminum 


Line Level 
ee No. 108 
inp! Starrett Dividers 
vo! f\) 
} y No. 92 
az bP’) 
Pi. wes f Starrett 
2 ch Micrometer 
Ee | No. 436 


33 Starrett Vernier 
=2) Calipers No. 122 


Starrett 
Micrometer 
Caliper 
No. 224 






















Starrett 
Transit 
No. 99 


Ves Starrett Universal 
ya 8 Dial Tester No. 196 
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All Steel 
TRIMO 


Improved ana Mightier 
Pipe y rench 


CANDO V/ monoce 


Original Stillson ' Popular Stillson 
7 i r w 





















The best buy in Pipe 
Wrenches in any style 
or size that you may 
need .. all made by the 


TRIMONT MFG. CO., Roxbury (Boston), Mass. - 
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PPORTUNITIES exist in the 
Kansas City area for 212 lines of 
business . . . opportunities with sub- 
stantial existing markets, yet with 
little or no local manufacturing 
source of supply. 


Included are these industrie 
Food and kindred products; lum 
and wood products; leather And 


Economical transportation is 
important. You can reach 15 
million people at lower freight 
cost from Kansas City than 
from any other metropolis. 













Every facility for economical man- 
ufacture and distribution is offered 
the incoming manufacturer, an ad- 
vantage which combined with the 
vast nearby market sets Kansas City 
apart as a manufacturing center of 
major importance. 


Perhaps for your business:an op- 
portunity exists in Kansas City. You 
can learn the facts, without obliga- 
tion. Information in detail is 
available to give you the true situa- 
tion as it might concern your or- 
ganization. Write today. 


I am interested in this industry: 





and I attach the coupon to my letterhead as as- 
surance of my interest, without obligation, of 
course. 


Name __ ee ee Se ee ae 


Address ____ 
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Keep Moving 
the Goods 


Countless tons of hardware 
are regularly hauled from 
Manufacturers’ Plants. On 
to the jobbers to be shipped 
to the dealers—who keep it 
moving to a ready, waiting 
market. 


Fede: 
Wes ee RBH rere ey 


F 
& 





This ready, waiting market 
is stimulated by the Dealer } 
—largely through the prac- 
tical merchandising stories 











i and proven sales creating ; 
ideas furnished him weekly | 
i by his trade paper, Hard- { 
ware Age. \ 
| * 
Hardware Age keeps mov- \ ‘4 
ing the goods. J ; 
/ “} ee 
) : : 
Hardware Age, : 
239 W. 39th St. i i J 
New York City i i 
e 
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BARCELONA, OR BK, ANOTHER NEW DESIGN OF 


RUGGED CHARM IS ADDED TO THE SARGENT LINE 
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NEW Sargent design to enable of hand-wrought hardware with the 

A you to give your customers a_ permanence of solid bronze. The forge 
comprehensive choice of hardware finish is rustless. Each piece will give 

for any building of the cottage style of smooth and certain operation. Pres- 

architecture, Spanish, Mediterranean, ent trends in architecture foretell the 

: English, American. Like the Sargent popularity of this new design. Sargent 
5 “Catalonia,” or CK, which was imme- & Co., New Haven, Conn.; 94 Centre 
diately popular, this new BK hard- St., New York City; 150 N. Wacker 

ware combines the rugged appearance Drive (at Randolph), Chicago, Ill. 
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SARGENT 


LOCKS AND HARDWARE 
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| J -Thte heater with a brain” fad 
yo e sensation of the year! | 






AFTEMATIC Control is an exclusive 

feature of Nesco Gasoline Heaters — 
and never before has there been such a 
wonderful selling feature in room heaters. 


Saftematic Control makes flooding impossible 





fo —even if valves are turned ,on and heater is 
J not lighted! 
Saftematic Control automatically shuts off fuel 


supply if flames are accidentally extinguished. 


Saftematic Control automatically turns on fuel sup- 
ply and flames light automatically. 


Instantaneous lighter ... Fire clay back and walls are 
examples of quality construction throughout. 


Never before was there a heater that would make such 
a convincing demonstration of convenience and safety. 


Never was there such an opportunity for heater profits! 
Write for full details. 


NATIONAL ENAMELING & STAMPING COMPANY, Inc. 
13 TWELFTH STREET MILWAUKEE, WIS. 


Factories and Branches: Milwaukee, New York, Baltimore, Granite City, IIl., 
Chicago, New Orleans, Laurel Hill, L. I., Philadelphia. 


GASOLINE 


RADIANT HEATER 
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WICKWIRE 
BROTHERS 


Bronze Screen 


Wire Cloth 





Costs More 
Than Steel 
Wire Cloth, 
But— 
Returns 
More Than 
the 
Difference 
in Service 








Pleasing the Owners of Thousands of Homes 


When home owners get five, ten, fifteen and sometimes 
twenty years’ service from a screen wire cloth it must be of 
unusual quality. 


WICKWIRE BROTHERS Bronze Screen Wire Cloth is. 
Customers have written us that this brand has lasted 24 
years. 


What a tribute to the materials and workmanship—907% 
All brands of Wickwire Copper and 10% Zinc, uniformly Full Gauge Wire, every 
Brothers Screen Cloth will operation from raw material to finished product being done 


~ apes te i, under our personal supervision. 


without extra charge. ; 
This sturdy screen wire cloth never rusts—the Zinc provides 


the required tensile strength, as well as the ability to resist 
corrosion. That’s why it withstands salt air, acids and gases. 





pa er peneet seeeenerercesaese<: 


on tee 


Made in 14”, 16” and 18” mesh, in even width from 18” to 
48”, double selvage. 100 lineal ft. to the roll. Sell the 
brand that pleases customers and increases sales. 


Ret eare sae ness i St 3 toe eR eet eee eee 


Your jobber will supply you. 





RPT NTT OER pa 2 


Our Other Brands Screen 
Cloth 
Cortland Black Enameled 
Cortland Gray-Wick 
White Metal Finish 
Wickwire Premier 
Wickwire Copper 
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Safe Milk Davee Babies 


Safe milk for the arriving generation! What could be 
more important? Is it any wonder that hospitals find no 
care too great to exercise in protecting the purity of 
milk for babies? 

Milk feedings are prepared in aluminum in many of the coun- 
try’s foremost baby hospitals. Such noted institutions as the 
Milwaukee Children’s Hospital, Sarah Morris Hospital, Chicago, 
and the Riley Hospital, Gedimnatie, use aluminum utensils 
in all departments in recognition of their exceptional cooking 
ability, their economical durability, and their hygienic qualities. 

That hospitals esteem aluminum so highly is a fact which the 
thoughtful housewife will weigh well. She, too, wants utensils 
that will serve her faithfully and thriftily, and play their part 
in appetizing, wholesome cookery. . . . 


The best cooks use aluminum. 


Ceeereeeecensseseenesescessesessses MAIL COUPON FOR BOOKLET seecesccscsccecccecssssesces 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 


Please send booklet,‘‘The Precious Metal of the Kitchen,” to address written below: 


The Absolute Purity of 


ALUMINUM 


A telling advertising mes- 
sage which deals with the 
use of aluminum ware in 
the preparation of baby food 
in our leading hospitals— 
sent to 8,500,000 homes 
through national magazines 
by the Aluminum Wares 
Association — to help you 
sell more aluminum ware. 


The care of the infant is an appeal- 
ing subject to every woman, and 
every woman knows the care that 
must be exercised in baby feeding. 
The fact that the great hospitals 
prepare their milk feedings in 
aluminum ware is conclusive proof 
of the absolute purity of that du- 
rable, economical, beautiful and 
adaptable material. 


The Aluminum Wares Associa- 
tion, now in the third continuous 
year of its great advertising cam- 
paign, emphasizes the safety of 
aluminum in this attractive and con- 
vincing advertisement shown here, 
in addition to clinching that other 
great truth that “the best cooks use 
aluminum.” 


This advertisement will reach in 
excess of 8,500,000 homes through 
national magazines. Millions of 
women, prospective buyers of alumi- 
num, will see the caption “SAFE 
MILK SAVES BABIES.” It isa 
certainty that most of them will 
read the message. 


The impression this vast army of 
potential buyers secures from this 
and other advertisements of the 
Association means more business 
and more profits for your aluminum 
departments. Your cooperation with 
this campaign and your support of 
your aluminum department will 
bring you rich returns. 


ALUMINUM WARES ASSOCIATION 
Publicity Division—844 Rush St., Chicago 
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W. Rose Brick Chisels. F 2 8 
; ~. 2 
The same quality as’ EF S 
Y 
W. Rose trowels. \ Sg 
© 
& 
/ s 
/ A vs 
s&s , 
/ ~ 
° ‘a £ ( 
4 
‘ a 
NEW YORK TERRITORY SOUTHERN TERRITORY i WESTERN TERRITORY q 
Henricks & Howell, 41 Murray 8t., New York City A. H. Deveney Company, 1505 4th Nat’l Bank Bldg., J. B. Lippincott Company, Sheldon Bldyg., 
EW ENGLAND TERRIT Atlanta, Ga. San Francisco, Calif. 
Wiebusch & Hilger, Ltd., 110 Lafayette St., CHICAGO TERRITORY CANADA 
New York City Clarence H. Bullock, Inc., 844 Rush St., Chicago Geo. B. Fraser, 39 Tyndall Ave., Toronto, Canada 
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fd mmeieg > new age of agriculture on money making 
farms. No longer merely amethod of living—itis 
now a business for profit. And men who are making 
money on farms know that good fencing, stock-tight, 
is the foundation of profitable farming. 

So talk more fencing—not merely fence. Tell your 
friends that only with stock-tight 
fence is a definite farm plan possi- 
ble. Also tell them that every field 
must be fenced stock-tight — to 


Always look 
for the 


Red Brand 


rotate crops, hog down, pasture (top wire) ° 


after harvest, clean out weeds with 
sheep, fertilize on the hoof, save 
missed corn and scattered grain, to 
raise what is fed and feed what is 
raised, to markef on the hoof in 
place of on wheels. 


We are trying to carry over to 
your farm trade educational sug- 
estions on modern agriculture. 
arm publications, radio, direct 
mail, motion pictures—all are be- 
ing used. To what end? 
First, to make more profits for 
farm folks. Second, as a food and 
soil fertility service for this coun- 





Talk farm planning 


—not just fence! 





try’s ce sen growing population. Third, to increase, 
through your store, the sale of stock-tight fence— 
“RED BRAND” in particular. 

As a result of this educational campaign, and 
“RED BRAND” reputation, there is good profit in 
fence business for you. But you cannot make this 
profit by merely talking fence. 

Talk more fencing — smaller 
fields for crop rotation and every 
field fenced tight. Fence profits for 
you must come through the intel- 
ligent use of more fencing — not 
from merely fence replacements 
and repairs. 


We ask your whole-hearted co- 
operation in this “use more fence” 
selling plan. Help us tell your farm 
trade that their farm profits today, 
tomorrow and in the years to come, 
depend on more and more stock- 
tight-fence. 

We have interesting literature 
that will help you talk more fene- 
ing—and sell more fence. Will you 
write for it? 


KEYSTONE STEEL & WIRE COMPANY - PEORIA, ILLINOIS 


“Red Brand’ Fence 
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PERFECT TEMPER 


Forged, high grade steel 


WEED CUTTER 





This improved type of Weed Cutter is the 
most practical and effective tool ever offered 
for quickly clearing away weeds and light 
bushes. 


It does the work with much more ease and 
far more rapidly than can be done with any 
other tool. 


The double-edged blade is set at correct angle 
for easy natural swing to cut with both for- 
ward and back stroke. 


Blade extends beyond outer arm to permit 
cutting close to trees, posts, fences, etc. 


Oval grip handle fits the hand comfortably 
and lessens the tendency to turn in the hand. 
Every one who has weeds to clear away 
should have one of these new Weed Cutters. 


Highway Commissions and Railroads will 
find that in Time Saved on the job this 
Weed Cutter Will Pay for Itself the First 
Day Used. 


“PERFECT” 


WEED CUTTER 


No. 26 





14 inch double-edge blade—2¥ inches wide 
Length overall about 38 inches 

Weight about 214 lbs., complete with 31 inch walnut 
stained handle 

Sufficiently strong to cut heavy weeds and light 
bushes 

Assembled with bolts and nuts, all parts easily 
renewed 

Blade easily re-sharpened without removing 

Packed: Assembled ready for use 4 doz.. in a 
package 

Shipping weight, 52 lbs. per dozen. 
A QUICK SELLING ITEM which GIVES ENTIRE 
SATISFACTION 


Order through your Jobber 


KELLY AXE & TOOL CO., Charleston, W. Va. 
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Mixed in One Minute 
'With Cold Water. Ready 


to Apply Immediately 





One Minute Alabastine 


Look for the Cross 
and Circle printed in red 
on every package 


iV Wit y 


PALS 
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Facts About Alabastine , More FREE Helps 


days are pushing sales 


[ecoration 





More than 30,000 dealers are stocking up 
Now— getting ready for what promises to be 
the biggest Alabastine year in history. How 
about your stock? Are you ready to meet 
the demand? 


Alabastine makes friends wherever used and 
is sure to net you a bigger profit. Fifty years 
of user satisfaction behind it, and an ever- 
growing good-will to maintain. 


Suitable for all interior surfaces, including plas- 
ter, wallboard, canvas, brick or cement—this 
well-known coating offers absolutely unlimited 
sales-making opportunities and tremendous 
profits. Why waste time on unknown bulk 
and package mixtures when you can make a 
larger margin of profit on Alabastine? 


Any jobber will supply you with Alabastine. 
Or write us direct and we will put you in 
touch with the nearest jobber. 


ALABASTINE COMPANY 


823 Grandville Avenue, Grand Rapids, Mich. 


A dry powder ready to mix with cold or warm water — ONE MINUTE for Dealers 


AND IT’S READY TO USE. Only wall brush and pail needed. 
; = only in 5-pound packages with trademark cross and circle printed 
in red. 

Suitable for all interior surfaces—plaster, wallboard and brick, cement or 
canvas. 

It is not Kalsomine, but a uniform, lasting wall coating with a 50-year 
reputation for excellence — WITHOUT AN EQUAL. 

Won't rub off if properly applied; but washes off easily when change 
is desired. Durable, sanitary, beautiful, inexpensive, non-fading. One 
package will cover about 350 square feet of smocth wall. 30,000 stores 
sell Alabastine. 





Our liberal array of dealer helps 
includes window cards, counter dis- 
plays, color cards, booklets illus- 
trating Alabastine uses and new 
Opaline effects. 

Impressive booklets describing 
new and varied uses for Alabastine 
Dry Positive Color. Write us for 
full particulars. 
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A New Favorite Cabinet Heater 


Offering You 
More Profits 


Here, at last, is the Favorite Cabi- 
net Heater for which so many dealers 
have been asking in response to the 
demands of thousands of small home 
owners who want adequate heat at 
economical cost. 


Now, after many tests and compari- 
sons, the New No. 32 Favorite Cabi- 
net Heater, finished in beautiful, 
grained porcelain enamel, is offered 
for immediate delivery to dealers in- 
terested in quick sale, low retail price, 
and attractive profits. 
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The same careful construction, so 
evident in the outside cabinet, is dupli- 
cated in the inner furnace shown to the 
left. 

Here, construction has been toward 
one goal—that of furnishing the great- 
est possible radiation at the lowest fuel 
cost. 

Customers appreciate the fact that 
they secure the usual high grade Favor- 
ite craftsmanship in every part of this 
ideal cabinet heater for small homes. 


The New No. 32 Favorite Cabinet Heater is fully described in the beautiful five color catalog, just off the press. 


Send for it today. 


The FAVORITE STOVE & RANGE CO. 
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U.B.P. Publications Broadly 
Cover the Following 
Industries and 
Trades 













Metal Trades 
The Iron Age 
Hardware Trade 
Hardware Age 
Hardware Age Catalog 
Textile 
Dry Goods Economist 
National Dry Goods Reporter 
and Drygoodsman 
National Dry Goods Reporter 
Wholesale 
Shoes and Hosiery 
Boot & Shoe Recorder 
Hosiery Retailer 
Jewelry & Optical 
Jewelers Circular 
Optical Journal 
Jewelers Circular Buyers Direc- 
Automotive tory 
Automotive Industries 
Automobile Trade Journal and 
Motor Age 
Motor World Wholesale 
Commercial Car Journal and 
Operation & Maintenance 
Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and 
Oil Catalog 
Oil Field Engineering 
Petroleum Register 
Allen’s Superintendents Hand 
Toys Book 
Toy World 
Plumbing & Heating 
Sanitary & Heating Age 
Warehousing 
Distribution & Warehousing 
Insurance 
The Spectator 
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Controlled by the 


United Business Publishers, Inc. 
239 West 39th Street New York City 


OFFICERS: 
A. C. Pearson, Chairman C. A. Musselman, Vice-Pres. 
F. J. Frank, Pres. Arnold L. Davis, Sec’y F. C. Stevens, Treas. 
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of raw materials. 


The 


‘Petroleum Industry 


In production and pipe line equipment there is an investment of approx- 
imately $5,750,000,000. Over one billion dollars are spent annually for 
new construction, equipment and supplies—not including the purchase 


The latest available figures (1927) show: 


Annual expenditure for casing........ $149,000,000 
Se Pen ee ee 54,200,000 
oy eee ane ee 31,700,000 
Pumping Equipment ............... 27,100,000 
ee 9,000,000 

$27 1,000,000 


This more than one quarter billion of dollars rep- 
resent purchases directly made, or influenced by, 
engineers, superintendents, executives and_ field 
personnel. 


Oil Field Engineering, published monthly, is the 
engineering (production and pipe line transporta- 
tion) authority of the industry. Its long arm 
reaches out not alone to the oil fields of the U.S.A. 
but into the fields of all foreign countries where 
oil is commercially existent. Its paid subscribers 
compose the industry’s big purchasing and purchase 
directory power. 


Petroleum Register, published annually in June is 
an international directory, statistical record and 
equipment catalog of the industry. Presents de- 
tailed reports of U.S.A. and foreign companies,— 


, 
producers, refiners, marketers, compounders, grease 
manufacturers, natural gasoline operators, pipe line 
companies, oil associations, equipment makers, 
dealers, etc. Cloth bound. ‘Ten dollars per copy. 


Allen’s Superintendents Hand Book is a text book 
for production, pipe line, refinery and marketing 
executives. Published annually. Its 5000 edition 
is distributed, complimentary, to the individuals 
and corporations who are its logical recipients and 
who are potential purchasers of every kind and 
character of equipment used in all branches of the 
industry. 


Detailed information on any or all of our three ail 
publications will be furnished promptly on rcquest 
to 


Chilton Class Journal Company 
Chestnut and 56th Sts., Philadelphia, Pa. 


Controlled by the 


United Business Publishers. Inc. 
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Mr. Dealer. Look?! 
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this 
Display Stand 


costs you nothing 





a. 
It Will Increase Sales 


because when placed in your 
window, or in front of your 
store, it constantly reminds 
customers to replace broken 
or damaged handles which 
they may otherwise forget. 


2 SII Seon PER, penis ca pry vara RE 
BS RRR eT Ne. mm IS 





Consequently 
You Make More Profit ~ 
a ‘ 


Ask Your Jobber or 
Write Us Direct 


The most economical distribution of 
hickory handles is through the re- 
tailer supplied by the wholesaler as 
proven by our experience of fifty years. 
Remember, this display stand costs 
you nothing, but our supply is lim- 
ited, so act quickly. 


TurRNER, DAY & WOOLWORTH 
HANDLE ComMPANy, INC. 


Established 1855 





Louisville. Kentucky 
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TRADE MARK 








. Week of 
Sept. Ist to Sept. 7th 


14 Good Old Cuotom’? 


Not many years ago, nearly 
everybody carried pocket 
knives and there’s just as 
great a need and just as 
many uses for a pocket 
knife today. Suggest it to 
your customers and they’ll 
soon enough make pocket 
room for a good knife. 


A good knife. of course. 
must be both strong and 
sharp. While it is no ex- 
ceptional task to make 
knives that are strong, nor 
is it unusually difficult to 
make them sharp, it does 
take rare skill to combine, 
these qualities and produce 
a blade with a really keen 
cutting edge that will 
neither chip nor break. 


#, Winchester has pioneered 
he in combining utmost 
a strength with utmost sharp- 
ness in a knife blade. Your 
customers will be agreeably 
surprised, too, by the beauty 
and the finish of the covers. 
Winchester quality, in short. 
will hele you revive the good 
old custom of carrying a 
pocket knife on all occas- 
sions. 








7 





KNIVES 


the most fastidious of customers 


will gladly carry 


No. 3382 (at top in illustration). A shadow 
pearl handled jewel of a knife—a thing 
of beauty and a joy in service, too. 


No. 2205 (at bottom in illustration). Made 
with engine turned nickel silver handle 
and keen bright stainless steel blades. 
The springs are also of stainless steel. 


Ask your jobber to show you these and other 
Winchester patterns. There’s a Winchester pocket 
knife adapted to every need. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 
New York Office and Showroom 
312 Broadway 
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THE BEST VALUE we YOUR BONEY 


A Perfect Saw for 
Every Purpose 


No matter what kind of a saw you 
have a call for, you can fill the order 
with an ATKINS. Circular Saws, 
Hand Saws, Cross Cut Saws, Hack 
Saws, Keyhole and Compass Saws, 
Back Saws, Trowels, and Files. 


These are the highest grade products 
in their line. They will pay any 
dealer or jobber a legitimate profit. 


Send for ATKINS Latest 
Catalog, addressing the home 
office at Indianapolis. 


[ATKINS 
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Up-and-coming dealers 
are Mansfield dealers 


HE Mansfield franchise is em- 

phatically a dealer’s franchise. 
For the makers of Mansfield Tires 
recognized from the start that manu- 
facturing the best tire on the market 
is not enough. Dealer cooperation, 
dealer enthusiasm, is the keynote 
of selling success. 


That’s why the Mansfield franchise 
was written for the dealer, from the 
dealer’s standpoint. Mansfield dealers 
everywhere are enthusiastic over 
Mansfield’s liberal, profit assuring ar- 
rangements. Up-and-coming dealers 
everywhere are Mansfield dealers. 


Write for complete information 
about this profitable franchise. 


THE MANSFIELD TIRE & RUBBER CO. 
Mansfield, Ohio 
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TRADE 


WINDS 


By Liew S. SOULE 


MY STOCK If COMPLETE 


UST what is a complete stock of hardware? 
Profit or loss in your business depends largely 
on how you answer that question. More retail 

failures are due to wrong goods and to wrong quan- 
tities than to either competition or price. It is esti- 
mated that one-fifth of the average retail hardware 
stock is “dead stock” from the time it is purchased 
because of poor selection, improper quantities and 
duplication of lines. 

Theoretically, a complete stock of hardware would 
include every item of hardware made, in sufficient 
quantity to meet any possible demand. It would 
take in all makes, all.patterns and all sizes. Literally 
speaking, there is not a single complete retail hard- 
ware stock in the world. 

From a practical standpoint, however, a complete 
stock is one from which the merchant can fill the 
reasonable demands of his patrons, with quantities 
proportionate to demand, and as few duplicates as 
possible. It includes only the makes, patterns and 
sizes which the sales justify ; it carries comparatively 
small quantities of slower sellers, but it has enough 
of the better moving items to absolutely guarantee 
the filling of reasonable orders and insure against 
“outs.” While it is short on duplications of lines 
and items, it is never short on merchandise which the 
customer has a right to expect his hardware mer- 
chant to have for him when he wants it. 


We were in a hardware store recently which car- 
ried three brands of paint. The tool department was 
full of duplicated lines. There were three makes of 
lawn mowers and four brands of hammers. Prac- 
tically every line carried had one or more duplicates. 


“Yes,” the proprietor said rather proudly, “we 
carry a complete stock.” As we were talking a cus- 
tomer came in to buy a lawn mower. The mer- 
chant launched into a selling talk on a certain make. 
It was a good talk and the customer was sold on that 
particular make, but the size he wanted—a standard 
size—was not in stock. Henry Brown tried hard to 
switch him to the required size in another make, but 


he was too well sold. “I'll think it over,” he said 
as he went out. Twenty minutes later he drove by 
with a lawn mower in back of his car. Somehow 
he was not impressed with Henry’s complete stock. 


A contractor came in to get white paint for three 
newly constructed houses. White is a favorite color 
for house owners in that district—white with green 
trim. Strange to say, that complete stock failed to 
reveal enough white paint of one brand to cover 
three ordinary houses. Henry was willing to order 
it; said he’d have it there by the following Friday, 
but the contractor seemed to have lost interest. We 
happen to know that he bought his white paint from 
a store in a neighboring city. Since then he has 
bought paint for twelve similar houses—at the same 
place. 

We began to have our doubts as to the complete 
stock. To be sure, this merchant had paint enough 
for three ordinary stocks, but it didn’t seem to fit. 
It seemed to us—as no doubt it did to the contractor 
—that there would ,be more satisfaction, sales and 
profit in one brand of paint with enough white and 
other fast-selling colors to fill the demand. 

We asked a few questions concerning business. 
No, he wasn’t making much money; too much com- 
petition, he said. His stock turn was less than two 
times a year. He didn’t carry radio, electrical goods 
or sporting goods; had so much money tied up in 
straight hardware that he couldn’t afford to try any- 
thing new. 

“Tied up” is right. In fact, it was making no 
profit for Henry and mighty little for any one jobber 
or manufacturer. He complained about prices and 
said the other merchants were buying some lines for 
less money. We don’t doubt it. His business with 
any single source of supply was hardly sufficient to 
justify concessions. His total purchases, however, 
if confined to a reasonable number of sources would 
justify bottom prices. 

Is he right when he says “my stock is complete ?” 
Think it over. 
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CAPITALIZE ON WELL-KNOWN | 


VERY progressive hardware store carries the 
KE leading brands in most popular tools, but the 
prospective customer has no way of knowing 
this, unless the merchant displays the tools and features 
the trade names or brands. Manufacturers’ sales helps 
are excellent aids. So is newspaper and mouth-to-ear 
advertising, but the most productive of all sales stimu- 
lators, as far as tools are concerned—the show windows 
are the medium most often neglected. Sometimes the 
merchant fails to feature tools in his windows at regular 
intervals and in other instances he may make a hap- 
hazard attempt, thereby failing to arrange an attractive 
and sales producing window. Not infrequently, through 
omitting any signs, manufacturers display cards or other 
means for identifying the brands displayed, the window 
lacks the most important factor, the pulling power of 
well-known brands and trade names. A window without 
signs or show cards leaves this point up to the observer— 
if he is fortunate enough to be able to recognize the 
make of tool he prefers and needs—all is well; if not, 
another opportunity for a sale is lost. 

We know this is true from experience. We recall one 
instance when a nearsighted carpenter of many years’ 
standing entered the store to inquire: “Is that a — 
saw in the center of the window? I know the name is 
etched on the blade, but my eyes are not so good any 
more and I couldn’t make it out.” It so happened that 
this man’s father was a carpenter before him, and the 
preference for this certain make of saw had become 
almost a family tradition. If you don’t think trade 
names or brands are very much worth while, just try to 

















SILVER STEEL SAWS * 


switch a man of this type to an unknown brand. A con- 
spicuous sign reading “ saws” would have eliminated 
the necessity of making a similar inquiry and it should 
be remembered that not everyone will be interested 
enough to enter the store to ask if the tool in your win- 
dow is the make they want. A window display of saws 
exclusively, with the trade name or names of the brands 
carried by the store enumerated on suitable show cards 
would be a further improvement. 

The Western Iron Stores of Milwaukee, Wis., have a 
large tool following and window displays arranged by 
F. J. Prince contribute largely to the success they are 
achieving in this department. Fine tools are displayed 
in their show windows, with the same degree of care in 
this store, as is evident in the elaborate and painstaking 
arrangement of window displays in exclusive jewelry 
establishments. Three of the recent tool window trims 





‘used by this company are illustrated and each one is de- 


serving of a careful scrutiny. An individual description 
of each window is treated in the following three para- 
graphs: 

Fine MECHANICAL Toots: This window has an ex- 
ceptionally well balanced background. The central dis- 
play is on a sloping elevation. Tools shown on the ele- 
vation were first arranged on individual cards, inscribed 
with the name and number of the tool and the price. 
The cards were then placed on the elevation and spaced 
apart with red rick-rack braid. Red bronze crepe paper 
covered the floor of the window and served as a back- 
ground for a symmetrical arrangement of tools. Of this 
window, the firm said: “We had many compliments on 

this display and enjoyed a 
as very nice volume of business 
for the effort it required.” 

HicH-Grape Saws: The 
color scheme of this back- 
ground is orange crepe paper. 
The center sign was made of 
beaver board, painted white, 
with black letters. Around 
the sign are arranged twenty- 
four 26-in. saws to conform 
with the shape of the oval. 
A semicircle of twelve saws 
of different types is arranged 
in the foreground. Each 
saw in the semicircle was dis- 
played in a separate panel, 
which had been previously 
covered with silver bronze 
crepe: paper and spaced with 
red rick-rack braid. This arc 
is slightly elevated and back 
saws occupy a space at its 
axis, Red bronze crepe 
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The window displays 
of the Western Iron 
Stores, Milwaukee, 
Wis., contribute large- 
ly to the large follow- 
ing of tool customers 


they serve. 
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paper covered the floor and on it were arranged com- 
pass saws, nests of saws, and compass saw blades. The 
firm said: “This was a very attractive display and created 
considerable attention.” 

Quatity Toots: This was a special anniversary win- 
dow and it required considerably more than the usual 
time to install. The rainbow in the center of the back- 
ground was painted in varigated colors, with the name 
of the manufacturer painted upon the rainbow. At the 
ends of the rainbow painted pots of gold were inscribed 
with the manufacturers’ dates of service. The scene, 
depicting a stream and dam, having a falls, was painted 
on sign painters’ cloth. In the center a falls three feet 
high and on an angle of 45 degrees was constructed with 
fourteen 18-in. machine ship augers, which constantly 





OLOR plays an im- 
portant part in the 
effectiveness of the windows 
shown on these pages. The 
light background and bright 
colored decoration gives a 
strong attraction value to the 
displays. The nature of the / 
merchandise caps the effect. fan 
The dynamic simplicity of i A LY 
these displays commend 
them to the study of hard- 
ware merchants 
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revolved, producing a very natural and beautiful water 
effect. The movement was a 4-hp. motor, equipped 
with a chain drive and speed reducer having a 5-in. 
sprocket. From this large sprocket the chain drive went 
to a 2-in. sprocket and then over fourteen 2-in. sprockets 
on the ends of each ship auger. The ship augers weré 
held in place at one end with pillow blocks and at the 
opposite end the worms of the ship augers revolved in 
section of %-in. brass tubing. The floor was covered 
with green bronze crepe paper and miscellaneous tools, 
all products of the same manufacturer, were displayed on 
it. Each tool bore a price card, making this a very at- 
tractive and effective display, having the advantage of 
the eye-catching feature of motion, which was incor- 
porated in a most novel manner. 
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“Watchman—What of the Night?” 


By SAUNDERS NORVELL 


ECENTLY I spent several days in Chicago. I 
R stopped at a large hotel on the Lake front. My 

room overlooked a bathing beach. The hotel was 
new and modern. There was room service on every 
floor. The food was good and the service excellent. 
The weather was clear and cool. There was a good 
breeze that kicked up just enough surf to give the 
bathers a good time. Every morning and every evening 
I sat at my window and watched the people on the bath- 
ing beach. From my window I had a long view for 
fully two miles up this beach. 

Coming from the ocean, the first thing that struck me 
as being unusual was the fact that there is no tide in 
Lake Michigan. Where I live on Long Island Sound 
the tide rises and falls seven feet. It seemed very odd 
to me to see the water of Lake Michigan always at just 
the same height, no matter what hour of the day or night. 

In the little town of Larchmont where I live we have 
bathing beaches, but no one is allowed to come to these 
beaches in a bathing suit. You are not allowed to drive 
through the streets of the town of Larchmont in an auto- 
mobile in a bathing suit. Such being the case, there are 
bathing houses at all of the beaches, and people must use 
a bathhouse. They must either rent a room by the year 
or they must pay for its temporary use. The city fathers 
of Larchmont state that it is necessary to insist upon 
these rules, because if they did not the heterogeneous 
population of New York would come out to Larchmont 
en masse and occupy all the beaches and spoil every- 
thing. They would bring their food in baskets. They 
would leave their bottles, papers and trash on the beach. 
No, it could not be done in Larchmont. You can’t picnic 
on the seashore. You cannot go in a bathing suit around 
the streets. You must change your clothes in a bath- 
house. 


I» Chicago, the second largest city in the United 
States, I was very much interested in walking down to 
the beach to see how they did things. The first thing 
that struck me was the absence of bathhouses. There 
were actually none! People came in their bathing suits 
in automobiles. They parked their cars all up and down 
the Boulevards. There were hundreds of cars. Men, 
women and children in their bathing suits just walked 
down to the beach and went in swimming. Some people 
came on foot—whole families. 

Imagine my surprise to see them find a convenient 
spot on the sand and then proceed to undress. Under 
their street clothes they wore their bathing suits. They 
tied their clothes up in small bundles, put them in a 
little pile, left them on the beach and then went in the 
water. All over the beach and along the walls of the 


Boulevard were little bundles of clothing. When they 
came out they either dried themselves with towels or they 


dried themselves in the sun, put on their clothes and 
walked away. 

Of course, there were all kinds of people—young and 
old, fat and thin. Coming from New York, I was in- 
terested in the fact that there are more blondes in Chicago 
than in New York. This is a city of brunettes. In 
Chicago, it was easy to see the effect of the immigration 
in the years past from the northern countries of Europe. 
Here in New York, we have almost been submerged by 
the immigration from the south of Europe. 

I walked along the waterfront, watching the bathers 
enjoy themselves. Everybody seemed to be having a 
good, natural time. I did not see any rowdyism of any 
kind. Everyone was well behaved. 


— were, of course, a few policemen, but they 
were good natured and did not seem to have anything 
to do. Chicago may be a city of gunmen, but gun prac- 
tice or rough work was not in evidence along the whole 
line of the waterfront of Chicago, which extends for 
miles, where the population can take a dive in the Lake 
at their pleasure. 

All along the Lake front there were public parks, very 
well kept trees and shrubbery, and I especially noticed 
there were plenty of benches. Somebody in the city gov- 
ernment of Chicago evidently has found out the inter- 
esting fact that people occasionally like to sit. These 
benches were very substantially and comfortably made. 

Everywhere up and down the Lake front nurses were 
out with children, and they were all having a fine time, 
either in the parks or on the sand. The children of the 
well-to-do seemed to ‘be mixing very democratically with 
the children of the poor. 

This bathing continued even at night. There did not 
seem to be any restrictions. Of course, toward evening 
I noticed that the beaches were well littered with 
papers and other evidence of the crowd, but the next 
day at noon the parks and the beaches were just as neat, 
clean and trim as ever. One morning I happened to 
arise very early. I looked out of my window and there 
was a truck with men gathering up all the papers and 
debris from the beaches and the parks. A large motor 
truck traveled along the sand on the beach. All this 
cleaning up was done and over with by nine o'clock. 

Just stop and think of the thousands of people who, 
as a result of this liberal policy on the part of the city 
of Chicago, enjoy bathing in the lake all through the 
summer—no restrictions, no charges and with all these 
beautiful surroundings. I take off my hat to Chicago! 

“?* »s 


One evening I dined at another lake shore hotel. It 
is one of the most famous hotels in the country. In 
itself it is a summer resort right in Chicago. There are 
dining rooms everywhere—inside the hotel and out of 
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doors. Here also was a large beach. There were colored 
umbrellas, colored chairs, Chinese lanterns, electric lights, 

. yachts, canoes, swiming, music and dancing. Hundreds 
of people were being served. The food too was good 
and the service excellent. While this was a merry 
crowd, and intent upon a good time, it was a very pleas- 
ant and courteous crowd. No pushing or jostling. No 
loud boisterous people. No bad manners. 

Chicago is not a bad place in which to spend a sum- 
mer vacation. With good hotels, motoring, bathing, 
boating and even flying, one can pass the time very pleas- 
antly. The trouble with too many of our summer resorts 
is that the hotel accommodations are terrible. Beds are 
hard and food is bad. There is a good deal of imagina- 
tion about some of our mountain and seashore vacations. 
You have to imagine you are having a good time, and 
you have to work your imagination pretty hard. I have 
Chicago on my list as a place to spend some future 


summer vacation. 
4 ok * 


I AM aware that my articles recently have been quite 
summery and frivilous. This does not mean that I have 
not been keeping an eye on “conditions.” With the 
statistics that are laid before me on my desk every day, 
I could not dodge conditions even if I wanted to. 

What is the situation in the United States today? Are 
we prosperous or not? I have come to the conclusion 
that middle aged or older men are hardly the proper per- 
sons to express an opinion on present conditions. I have 
made a discovery. I have found that almost all of the 
older men I know are somewhat pessimistic about con- 
ditions as they exist today. On the other hand, all of 
the younger men are full of enthusiasm. They think 
everything is all right. Why is there this difference? 
Here is the discovery: 

The older men started working, saving and building 
up their businesses when the dollar was worth one hun- 
dred cents. Their dollar, in every direction, bought more 
than the dollar of today. We all know that the dollar 
today is only worth sixty cents. Therefore, based on 
the difference in the value of a dollar, the younger 
generation is perfectly willing to pay a dollar for sixty 
cents’ worth, while the older generation is still trying to 
get a dollars’ worth for a dollar. Therefore the younger 
generation is happy, while the older generation shake 
their heads and talk about extravagance. 

But after all we can get figures that tell the story. 
Let us look at some of these figures: 


Current 
Week 1 Year 2 Years 
(Aug. 22) Ago Ago 1913 


Railroad stocks (av. 20).... $183.85 $145.60 $146.95 $106.15 


Industrial stocks (av. 30).. 162.61 114.93 ee 
Public util’y stocks (av. 20) 214.24 118.61 90.14 eelets 
Railroad bonds (av. 20).... 87.72 90.98 94.16 91.92 


Just note the above figures. An average of 20 of 
the railroad stocks have advanced about $40 per share in 
the last year, and are about $75 per share above their 
price in 1913. An average of 30 industrial stocks are 
almost $50 per share higher in price than a year ago, and 
almost double their price of two years ago. An average 
of 20 public utility stocks have increased $100 per share 
in the last year, and are more than double their price of 
two years ago. 


To the young, the above figures simply mean the 
growth, development and prosperity of the country. To 
the old these figures mean danger and inflation. Some- 
body is going to get hurt. The best common stocks to- 
day are not paying over 3 per cent on their market value. 
Good common stocks are selling from 25 to 35 times 
their earning power. The young man smiles. The older 
man shakes his head. Which is right? 


Current 
Week 1 Year 2 Years 
(Aug. 10) Ago Ago 
‘Total Cat 1OMGMEES 6 i's Sscccc ees 1,090,616 1,044,268 1,049,639 
Miscellaneous car loadings .... 424,462 408,411 400,347 


Mdse. and L.C.L. car loadings... 259,328 »=——.257,418 = 261,721 
These figures certainly indicate a very satisfactory 
and active condition of business. 


Current 
Week 1Year 2 ; ears 
(Aug.21) Ago 
Deposits (in millions)............ $2,337.2 $2, 325, 6 $2, 8. 8 
Total reserves (in millions)...... 3,142.8 2,761.4 3,157.5 


The old man talks about the extravagance of the age. 
The young man points to the deposits in our banks and 
in our savings accounts. According to these figures 
somebody is saving money—millions of dollars. 


Current 1Year 2 Years 
Week Ago Ago 1913 


Call GME Ne 5 pear erarieiciore 6-7% 5-71%4% 31% = 2-44% 
Sixty day money, N. 
Stock Exchange ......... Y 834-9% 644% 33%4-4% 3%4-4% 


Here we have in the very high interest rates a reflec- 
tion of credit conditions. It is certainly very hard on 
merchants doing a legitimate business, who are com- 
pelled to borrow money, to pay such high interest rates. 
Why should banks fail? 

Current 1 Year 2 Years 

Week Ago Ago 1913 
Iron, pig, composite, ton....$19.20 $17.75 $19.15 $14.60 
Steel, composite, cwt....... 2.54% 2.48 2.53 1.71 
Copper, electrolytic, N. Y. 17.87%4c 14%c 13%c  .16%c 
Petroleum, crude, 36 deg., 

per bbl., Mid-Continent... 1.45 1.35 1.28 1.03 
Cotton, spot, middling, Up- 

IBIMIOING © asias cacigesiciccies 18.65c 19.00c 21.95c 12.79c 
Wheat, cash 2 hard, Chicago 1.271%4 1.20% 1.3854 0.9234 


LL these staple commodities are certainly very high. 
Our great corporations supplying all of these necessi- 
ties would seem to be getting pretty fair prices. This is 
probably one reason for the splendid showings we see 
in the quarterly reports of the great corporations of the 
country. They may be having their troubles as a result 
of overproduction, but from these figures compared with 
the figures of previous years, it would not seem that they 
are cutting prices very seriously. Besides that, what 
about all the savings in manufacturing as a result of 
modern machinery, management and efficiency? No 
doubt these savings in the greater corporations are going 
to the stockholders and not to the public, and this may 
be a very good reason for the increased value of their 
stocks. 

Latest Month 

Monthly Statistics (July) Year Ago 
Merchandise exports, U. S......... $401,000,000 $378,984,000 
Merchandise imports, U. S......... 353,000,000 317,848,000 


Building cont., F. W. Dodge, 37 
i tO a eer eee -.. 632,436,000 583,432,000 


Auto production, U. S. (number)... 500,331 392,086 
Number of failures, Bradstreets.... 1,581 1,455 


Here again, all of the figures seem to spell great pros- 
(Continued on page 101) 
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In this window display by the Tenk Hardware Co., Quincy, IIll., a very complete line of tools is shown. 
The black and white photo does not give a true idea of the real effect, but the gleaming tools, price ticketed, 


and well arranged, were effective sales makers. 


An appearance of added space is given to the window 


by the large mirror. 


Good Windows are Best 


STIMULATORS 


For Tool Sales 


stores equipped with one very valuable asset in 

the campaign of selling tools to the user—that 
of display windows Statistics prove that barely 50 per 
cent of available display windows are used to the best 
advantage. As a trite but true axiom, “Show ’em to Sell 
em” applies equally well to all classes of merchandise— 
it is especially true with regard to tools. There is some- 
thing magnetic about a tool display. The average per- 
son finds it difficult to resist the appeal of a well displayed 
assortment. In addition, tools lend themselves to an 
attractive and interesting display more readily than 
most hardware items. Moreover, they offer a good 
margin of profit and are year around sellers, always in 
demand. If you concede these facts, isn’t it equally wise 
to concede that tools are deserving of special and regu- 
lar emphasis in hardware display windows? 


P secession all hardware dealers have their 


Manufacturers are almost unanimous in their belief 
that retail dealers can best present their merchandise 
through the medium of display windows. Nearly all of 
the prominent tool manufacturers are willing to cooperate 
with the hardware dealer to the extent of frunishing 
attractive display material gratis. Counter cards, cut- 
outs, streamers, phamphlets and many other valuable 
dealer helps are available for the asking. An attention 
compelling window display can be easily and quickly in- 
stalled with the use of such manufacturers’ helps and 
tool sales are bound to jump upward. The same manu- 
facturers, through national advertising, designed to reach 
the ultimate tool user and purchaser, have already 
created a dormant desire for their tools and it is up to 
the hardware dealer to prod this desire into an actual 
demand for the tools by devoting their show windows 
to them. The prospect is half sold whén he reads the 
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manufacturer’s advertising or hears other users speak 
highly of a certain brand of tools. Then—when he 
notices your window, featuring the tools which have 
created a favorable impression in his mind—the sale is 
made. It is the simple expedient for letting the cus- 
tomer know that you have the merchandise he wants. 
Tool windows are the best mediums known for making 
“hot” prospects out of “warm” or “cold” tool prospects 
—they serve as a “bake oven” in this respect. 

Dealers in agricultural communities can well afford 
to place special stress on tools for the farm trade. Win- 
dows again provide the leading display facility. Many 
times each day on every farm tools are required to per- 
form hundreds of both major and minor tasks for the 
tiller of the soil. The well equipped farmer requires 
tools of nearly every description. Electric tools have 
had little effect on the kind of tools the farmer buys. He 
still depends mainly on the hand tools he has always 
used. For these reasons the farmer should be regarded 
as one of the best potential tool customers. When the 
farmer comes to your store, do your windows recall a 
needed tool to his mind? Are tools conspicuously shown 


within the store? Are your salesmen instructed to in- 
quire if the farmer’s tool kit is complete? 

In Quincy, IIl., the Tenk Hardware Co. makes a con- 
sistent and well directed campaign for the local tool 
business. Needless to say they get their share. Window 
displays are given credit for being their best medium 
“for whetting the tool appetite.” The window illustrated 
is a representative example of the type of tool windows 
regularly used by the firm with very favorable results. 
A wide variety of tools are shown ; manufacturers display 
helps are used and almost every item in the window is 
individually priced. Another feature of this window is 
the display of small items in a long row of divided 
wooden compartments, which extends along the entire 
foreground, next to the glass. 

We hope such windows will serve as an incentive for 
“bigger and better” tool windows being regularly em- 
ployed by the average hardware dealer, for we are firmly 
convinced that if more Henry Browns would adopt simi- 
lar methods, little complaint would be registered of un- 
satisfactory tool volumes. Let’s resolve to give tools a 
“fair” break in our show window schedule. It will pay. 


An Australian Hardware Store Sends 


Excellent Window Photo 


ROM ‘down under’—Hobart, Tasmania, to be 
explicit—comes the accompanying photograph show- 
ing the excellent window display prepared by the win- 
dow trimmers of Charles Davis, Ltd., of that city. 
While mechanics’ tools dominate the display, cutlery, 
table ware and other items share the arrangement. The 
appeal is centered around the advertising slogan which 


urges the Australian consumer to “Buy Within the . 





Empire.” The merchandise, of course, is all British. 

The window space in this case is a very large one and 
the disposition of the various items is well handled. The 
background piece carries chisels, auger bits, etc., in the 
center, while the side pieces are symmetrically sampled 
with silver table ware. The whole display is so carefully 
worked out that a large number of articles are shown 
without sacrificing a great directness of appeal. 
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CuT OuT MATS anEasyWay 


By JOSEPH BERTRAM JOWITT 


HOW card writing is entirely 

different from any other kind 

of lettering. It is called writ- 
ing because it is simply done as you 
would write with a pencil or pen, the 
only difference is a Red Sable brush 
is used, but there is no difference in 
the way it is held from that of a 
pencil. 

Sign painting is much more diffi- 
cult and requires a lot more experi- 
ence and knowledge, as strict atten- 
tion must be paid to every little de- 
tail, while in show card writing it is 
not so much detail as it is the effect 
the finished card produces. Signs 
are made to order and must there- 
fore pass the buyer’s scrutiny who 
naturally inspects every little detail. 
The one mission of the show card is 
to dispose of the merchandise quickly, 
it should be neat, simple and inex- 
pensive if it is too highly illuminated 
or fancy, it will detract from the mer- 
chandise and fail in its purpose. 

The show card featuring “Lino- 
leum” hits the nail on the head, it 
tells a story in few words. The qual- 


High Grade 
Inlaid 























ity of the merchandise and the price. 
Cardboard mats or frames add 
much to the appearance of the plain- 
est lettered show card and are very 
easily cut with a sharp knife held on 
a slant of about forty-five degrees. 
These cards measure over all 11x14 
inches and four may be cut from a 
full size mat board measuring 22x28 
inches. The mat is two inches wide 
a light green color with an orange 
border. The lettering was done in 
white ink on a gray background™ 
These mat frames may be used over 
several times by painting them with 
Muresco or Alabastine. Just a small 
dab of glue will hold the mat as 
securely as necessary and permit its 
removal without tearing card. 


Furry per cent of the beginner’s 
success at show card writing lies in 
starting on the right track. First of 
all comes the proper instructions and 
alphabet plates. Unless the beginner 
thoroughly understands all technical 
phrases and grasps the meaning of 





the single stroke operation from left 


to right he cannot make any material 
headway at show card writing. The 
next important things to consider are 
the red sable lettering brushes and 
show card inks, unless these are the 
genuine thing the beginner is wasting 
his time as only the advent of these 
modern tools and supplies has made 
these instructions in HARDWARE AGE 
practical. 

The modern show card supply 
houses understand the beginner’s re- 
auirements and can supply single 
stroke show card brushes and water 
color show card inks. 

The term “single stroke” is not in- 
tended to convey the impression that 
each letter of the alphabet is entirely 
formed by one continuous single 
stroke of the brush. But by the few- 
est possible strokes from a perfectly 
constructed brush designed and made 
especially for show card writing. 

To further define the single stroke 
take the lower case letter “a” this 
letter requires but three single strokes 
to form its basic part, the little round 
ball at the top is made by the tip of 
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the brush after the third loop stroke | 
is completed. 

In order to make or keep all strokes 
of uniform width the brush should be 
shaped each time after it has been 
dipped in the ink. This shaping 
process is merely a matter of working 
it backward and forward each time 
after it has been dipped in the ink, 
on any smooth surface in order to 
keep it in a sharp chisel edge shape, 
also to prevent the ink from dropping 
from the brush and spoiling the 
work. 





oo arrows indicate the direction 
each single stroke should take while 
the little numbers at the point of the 
arrows indicate the number of single 
strokes necessary to construct the 


Beautify 
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with 
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Hardware 





basic part of the letter. Of course it 


will be necessary in most cases te add | 





to Preserve and Enhance Show Cards 


a few finishing touches to even off 
the tops and bottoms of letters. 


Er is not necessary for the beginner 
at show card writing, if he intends to 
take it up as a side line, to learn all 
the different alphabets. This Roman 
alphabet shown herewith is about the 
easiest for the beginner to learn and 
is probably the most used of all 
alphabets by the professional show 
card writer. 

Most beginners experience a little 
difficulty at first in spacing their let- 
ters. Satisfactory results in spacing 
can only be obtained through prac- 
tice as there is no mathematical rule 
which may be applied because each 
letter is different in formation and 
design. 











Single Stroke Roman Alphabet 


ABCDEFGHIJ 
KLMNOPQRST 


UVWAYZ&- ?! Se 
abcdefghijklmnopgrstuvwxyz 


| a bbcedd 
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Leis Hardware Co. In New Home— 
Has Maximum Display of Large Stock 


INE out of every ten items in the stock of the 

Leis Hardwaye Co. of Metuchen, N. J., are 

prominently displayed on the spacious sales floor 
and can be seen from any quarter of the store. 

Display is a most important factor in the merchandis- 
ing policies of this retail dealer. Twenty-two display 
tables, several merchandise platforms, wall cabinets and 
many feet of modern shelving are used to show cus- 
tomers just what this store has for them. 

As most of the stock is on display, purposely placed 
where it can be seen and easily sold, the store has 
added to its pleasing appearance on the tables and panels 
by providing ample light. A dozen skylights admit a 
plentiful amount of daylight. In the evening, a battery 
of modern lighting fixtures is used to brighten every 
corner of the sales floor. 

Paint and housefurnishings are the sales leaders. Both 
lines occupy a large amount of space. The company 
has the local agency for two brands of paint and displays 
the products on modern shelving along the right side 
of the store. Brushes are mounted on sample boards and 
shown abjacent. Housewares are on display tables and 
shelving, pleasingly arranged and plainly priced. 

In the center of the store have been placed a series 


of low merchandise display platforms. Here are lawn 
mowers, ranges, heavy crockery and wheelbarrows and 
such bulky merchandise. As one walks through the 
store, every department’s stock can be clearly seen as 
there are no obstructing cases, signs or other hindrances 
to a complete view of the whole store. 

John Leis, sole owner of the business, has had seven 
years’ hardware experience and many previous years’ ex- 
perience with tools and implements. He opened a small 
store in Metuchen in 1922. It was opposite the location 
of the present Leis Hardware Co. As his business 
grew, his stock increased and before long, new fixtures 
and more floor space were needed. 

Early in 1928 it was decided to erect a new store 
building. Display experts were consulted and Mr. Leis 
visited many retail stores which had been remodeled. He 
decided on fixtures designed and manufactured by W. C. 
Heller & Co. of Montpelier, Ohio, which were installed 
by that organization. 

In June 1928 the new home of the Leis Hardware Co. 
was opened and from that time on, enthusiastic com- 
ments have been heard on all sides. The building is a 
one story structure and has two large display windows 
for adequate showing of merchandise. 
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Whiting-Adams Co. Sponsoring 
New Dealer Letter Contest 


Believing that “Modern Method of Paint 
Selling” consists of selling a good brush 
with every can of paint, Whiting-Adams 
Co., 690 Harrison Avenue, Boston, Mass., 
announces a letter contest on the subject. 

All retail dealers selling paint, includ- 
ing owners and store salesmen, are eligible 
to compete fot $1,0@0°in prizes which will 
be awarded to the writers of those letters 
best expressing reasons why they sell a 
good brush with every can of paint, or 
why they practice the “Modern Method of 
Paint Selling.” 

The sponsoring company has come to 
realize the growing importance of a good 
brush to a satisfied paint customer. In- 
vestigation has revealed that good paint 
applied with a cheap brush causes the user 
to blame the paint for poor results. Good 
paint applied with a good brush usually 
gives satisfaction, creates a satisfied cus- 
tomer, who is encouraged to buy more 
paint. 

It is to interest retail dealers and to 
educate themt*on the value of selling com- 
pleted paint jobs, rather than merely paint 
in the can, that the Whiting-Adams Co. 
recently announced the following few rules 
for the letter contest: 

As many letters as desired may be sub- 
mitted by each contestant. There is no set 
limit to their length. All will be judged 
on the basis of completeness in reasons and 
information and not on grammatical per- 
fection. It is not necessary to sell the com- 
pany’s products in order to compete. The 
letter should be written on the stationery 
of the contestant’s concern and should be 
mailed so as to reach the sponsoring com- 
pany not later than midnight of Nov. 30, 
1929. After the judges have read the let- 
ters, the winners will be announced in the 
February issues of HARDWARE AGE, Amer- 
ican Paint & Oil Dealer, and Good Hard- 
ware. 

Llew S. Soule, editor of HARDWARE 
Ace; Arthur C. Lamson, past president, 
N. R. H. A., and A. N. Vanderwalker, 
editor American Painter & Decorator, 
have been named judges in the contest. 

The first prize will be $250. Two second 
prizes are offered of $100 each and four 
third prizes are available of $50 each. 


There are also eight fourth prizes of $25 | 


and fifteen fifth prizes of $10, affording 


retail dealers and their salesmen an ex- | 


cellent opportunity to secure a cash prize 
as a reward for their opinions and sugges- 
tions. 

This contest is being aggressively adver- 
tised by the Whiting-Adams Co. Several 
small folders are being sent to the retail 
trade by the company’s distrbutors, advis- 
ing them of the contest and inviting them 
to compete. Educational letters will be 
sent to jobbers’ salesmen, giving them in- 
teresting points on how brushes are made 
and advising them as to the progress. of 
the contest. Paint manufacturers are to 
receive current reports and information 
from time to time, for the subject of good 
brushes is of great interest to. them. 

This letter contest is first and foremost 
educational in character, The sponsoring 








company desires to help the dealer to help 


himself sell more paint and more good | 


brushes. If the company can only show 
two per cent of the retail dealers in the 
country that they can make more money by 
selling good brushes, it is understood that 
the company will consider the function of 
the contest has been achieved. 


Masback Staff Dinner Guests of 
Westinghouse Electric 


About fifty inside and outside sales rep- 
resentatives of Masback Hardware Co., 
New York City, hardware wholesalers, 
were dinner guests of the Westinghouse 
Electric & Mfg. Co. at the Hotel Shelton, 
New York City, Friday, Aug. 21. Follow- 
ing the dinner the entire party visited the 
Westinghouse Lighting Institute at the 
Grand Central Palace and heard a very 
instructive talk on Westinghouse products 
for which Masback Hardware Co. are 
wholesale hardware distributors in the 
Metropolitan territory. After the talk the 
party made a complete tour through the 
Westinghouse Lighting Institute. 


G. M. Baird & Co. Cover Eleven 
Southern States 


G. M. Baird & Co. 564 Randolph 
Building, Memphis, Tenn., manufacturers’ 
agents, now cover eleven States, selling 
their lines exclusively through jobbers. 
The States covered are: Arkansas, Okla- 
homa, Texas, Louisiana, Mississippi, Ala- 
bama, Tennessee, North Carolina, South 
Carolina, Georgia and Florida. The or- 
ganization consists of G. M. Baird, 
Charles W. McKnight and I. W. Wil- 
liams. 

Mr. Baird makes his headquarters at 
the Memphis address, and was for 23 
years with the Stratton-Warren Hard- 
ware Co. of Memphis, and at one time a 
vice-president of that concern. Mr. Mc- 
Knight has headquarters at Dallas, Texas, 
and from that point covers the four States 
west of the Mississippi River. Mr. Wil- 
liams takes care of the southeastern States 
working out of Atlanta, Ga. 


Westchester Annual Shore Dinner 
Enjoyed by Sixty Guests 


About sixty hardware men gathered at 
Playland Pavilion, Rye Beach, N. Y., on 
Wednesday, Aug. 21, to enjoy the Eigh- 
teenth Annual Shore Dinner of the West- 
chester County Hardware Dealers Asso- 
ciation. Dinner was served at 6 o’clock. 
There were no speeches, but good enter- 
tainment under the direction of Bill Har- 
rington. Harry P. Hoblin, Larchmont, 
the president ofthe association, was toast- 
master during the dinner. Vice-president 
William L. Vetter, New Rochelle, was 
chairman of the dinner committee. E. K. 
Oritz, Jr., Mamaroneck, is secretary of the 
organization, and S. T. Riley, Tuckahoe, 
is treasurer. A 


| The Official “Hardware Special” 
on Baltimore & Ohio RR 


Due to some confusion, caused by cir- 
culars of various railroads, advertising 
special trains to Atlantic City during the 
week of the hardware convention at that 
point, Oct. 21 to 25, the American Hard- 
ware Manufacturers Association and the 
National Hardware Association have 
jointly issued the following statement : 

“This is to advise you that your Trans- 
portation Committee have selected the 
Baltimore and Ohio as the official route 
for the Hardware Special. 

“Our decision was reached after care- 
ful deliberation, and it is hoped that mem- 
bers of the National Hardware Associa- 
tion and the American Hardware Manu- 
facturers Association will back up our de- 
cision, and travel on the Hardware Special 
over the Baltimore and Ohio.” 

R. B. Jones, Clyde Cutlery Co., and 
E. R. Swift, Stanley Works, again acting 
as a committee in charge of the special 
train, report progress on reservations. 


James Stewart Passes Away—- 
Well Known in South 


The hardware trade will regret to learn 
of the death on Aug. 20 of James Stewart, 
junior member of the long established and 
well known firm of Stewart Bros. Hard- 
ware Company, Memphis, Tenn. 

Jim, as the traveling men all called him, 
was held in affectionate regard by every 
one of them, and no one will miss him 
more than the members of the “Old 
Guard.” 

His death dissolves a partnership with 
his brother William of 42 years standing. 


New Tariff Bulletin Issued by 
American Hardware Mfrs. Ass’n 


Charles F. Rockwell, secretary, Amer- 
ican,. Hardware Manufacturers Associa- 
tion, 342 Madison Avenue, New York 
City, issued a tariff bulletin on Aug. 23. 
The bulletin includes some very pertinent 
| information on proposed tariff revision af- 
| fecting certain hardware. lines. Interested 
parties may secure copies of this bulletin 
by writing Mr. Rockwell, at the above ad- 
dress. 


Nesco’s General Offices Are in 
New Three-Story Building 


The general offices of National Enamel- 
ing & Stamping Co., Inc., Milwaukee, Wis., 
are now housed in a new three-story build- 
ing. The most modern architectural prac- 
tices were followed throughout the struc- 
ture. Special attention was given to the 
lighting and ventilation. 

The entire building was planned for the 
greatest possible efficiency and to assure 
comfort and convenience for the occu- 
pants. All the executive and administra- 
tion divisions of the home office are now 
centered in this building, which is located 
on the company’s property, close to the 
Milwaukee: manufacturing plants. 
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English Electrical Wholesaler 

Sails Sept. 21 for New York 

George Donovan is sailing Sept. 21 on 
the S. S. Tuscania from England to New 
York City. A past president of the Elec- 
trical Wholesalers Federation, Ltd., Lon- 





GEORGE DONOVAN 











don, England, Mr. Donovan is making 
the journey for the purpose of communicat- 
ing with American manufacturers of elec- 
trical equipment. He plans to study such 
products with a view to determining 
those best suited for distribution in Great 
Britain. 

Mr. Donovan is an electrical engineer 
and a chief of one of the largest wholesale 
concerns in Great Britain. He is widely 
known in his own country as an active 
participant in all electrical industry prob- 
lems and association activities. 


General Electric Wholesalers 
Will Soon Be Consolidated 


Effective Oct. 1, the fourteen wholesale 
distributing corporations owned by the 
General Electric Co., Schenectady, N. Y., 
will be consolidated into the General Elec- 
tric Supply Corp. (of Delaware). 

These companies have for many years 
distributed General Electric products, and 
the plan involves no change of ownership. 
The consolidated corporation will be in 
a much better position to offer nation-wide 
service through its ability to give service 
from any one of 76 houses through inter- 
changeability of stocks and speedier and 
more economical operation. 

The tentative organization plans indi- 
cate corporate officers and directors as 
follows: 

Gerard Swope, chairman of board; C. 
E. Patterson, president and director; J. L. 
Buchanan, executive vice president and 
director; J. G. Johannesen, vice president, 
eastern region, and director; D. E. Har- 
ris, vice president, western region, and 
director. Directors are: N. R. Birge, A. 
D. Cameron, H. C. Houck, J. E. Kewley, 





G. C. Osborn, T. K. Quinn, E. O. Shreve, 
and C. E. Wilson, L. R. Link, is secretary- 
treasurer, and L. M. Nichols is comp- 
troller. 

The department heads, district managers 
and other officers will be announced when 
appointed at October Ist. 


Bridge and Beach Products and 
Buck Stove Line Merge 
Manufacturing Facilities 


, 
An arrangement has been made between 


Bridge & Beach Manufacturing Co. and 
the Buck’s Stove & Range Co., whereby 
the combined products of both companies 
will be manufactured in one plant. 

The new plant recently constructed by 
the Bridge & Beach Manufacturing Co. 


at 4204 North Union Boulevard, will be 
used for this purpose on account of its | 


capacity and modern equipment. 


The officers, directors and sales organi- 


zations of each company will remain the 
same. 

The general offices of both companies 
will be located in the new plant but there 
will be no connection between the two 
companies except that their goods will be 
manufactured in the same plant. 

This action upon the part of two of 
America’s oldest and largest makers of 
high-grade stoves and ranges is looked 
upon as a progressive step in the direction 
of economy in manufacturing. 


quires Johnson Washer Co. 


Of particular interest to the West Coast 
Trade is the announcement of the pur- 
chase of the Johnson Washer Company of 
Oakland, Cal., by the Apex Electrical 
Manufacturing Company of 
Ohio. 

The rapidly growing western business 
of the Apex Company, and its desire to 


give prompt service to the West Coast | 


Dealers is back of this purchase which 
puts the company in a position to carry 
out the active sales policies which they 


‘have established in the East. 


The products formerly manufactured 
and distributed under the “Johnson” name 
will be continued, along with the Apex- 
Rotarex appliances. 

This makes the sixth plant owned and 
cperated by the Apex Electrical Manu- 
facturing Company, all of which are 
manufacturing Apex and Rotarex prod- 
ucts—washers, ironers, cleaners, motors, 
ventilating fans and grinders—and with 
this acquisition of the Johnson Washer 
Company, the Apex Company is equipped 
to handle and give 100% service to its 
dealers throughout the country. 

The Oakland Factory will be under the 
able management of G. B. Schuyler, who 
has long been associated with the Johnson 
Washer Company. 








Cleveland, | 





Witte Engines Through Dealers; 
New Sales Policy Announced 


Significant of the changed business con- 
ditions of today is the announcement made 
recently by Ed H. Witte, president of the 
Witte Engine Works, Kansas City, of a 
new sales policy by which Witte engines 


E. H. WITTE 


and other Witte products hereafter will 
be marketed exclusively through the regu- 
larly established dealer trade channels. 
More than usual importance attaches to 
this announcement from the fact that the 
Witte Engine Works has for years been 
regarded as an outstanding success in sell- 


| ing direct to farmers by mail. Under this 


Apex Electrical Mfg. Co. Ac- | 


policy a little business which was started 
as a local machine shop in 1870 long ago 
grew into a million dollar institution, the 
products of which have long been well 
known and established not only in the 
United States but throughout the world. 
Now, however, Mr. Witte has committed 
himself to an absolute policy of 100 per 
cent trade distribution. 

“The last few years have brought many 
new factors into merchandising,” said Mr. 


| Witte in announcing the new merchandis- 


ing plan. “Modern transportation makes it 
possible for the farmer to make his pur- 
chases at greater distances from his home. 
He now travles to a town fifty miles away 
more conveniently than he used to make 
the trip from his farm to the nearest vil- 
lage store. 

“The small dealers couldn’t always af- 
ford to carry suitable stocks of engines. 
So we made it easy for him to buy from 
us by mail. 

“But today we are facing different con- 
ditions. When farmers want engines they 
drive to wherever they can see one. They 
want to see several before they decide. 
But in any event dealer representation is 
an absolute necessity, and that’s the way 
we're going to sell our products from now 
on. 
“Mail order selling may still be effective 
for some lines of merchandise, but per- 
sonally I don’t believe that any article 
that sells for ten dollars or more can be 
successfully sold direct by mail now.” 
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Average Hardware Man Too Indifferent To Current 
Problems Writes C. J. Whipple 


Editor HARDWARE AGE: 

Last month I commented on a customer's letter. Fol- 
lowing is an excerpt from a manufacturer’s letter re- 
ceived a few days ago: 

“We are becoming less agitated about Mail Order 
prices vs. the merchant. Our demonstrating sales- 
man went out this year prepared to discuss this 
phase with every merchant called on in the north- 
west. Much to our surprise not one out of ten were 
concerned in the slightest over what the Chains sold 
or the prices they made. 

“Apparently mail order catalogs havg a trade all 
their own, and the same applies to hardware mer- 
chants. Certain consumers would undoubtedly buy 
from the mail order houses even if their prices were 
higher and vice versa.” 

Unfortunately a part of this is true. By that I mean 
the general apathy and indifference of the average hard- 
ware merchants to the problems that affect the entire 
industry. For the most part dealers are inclined to let 
things run along until they, individually, are affected 
before they are willing to do anything to help a general 
situation. 


Two Cleveland Drill Sets 


Two drill sets have been placed on the — 


use in portable electric and high speed 


Time and time again when our buyers complain about 
the retail prices of the chains or mail order houses, the 
factory representative will say “you are the only con- 
cern who brings this up; we do not hear of the matter 
from our other jobbers, or from our retail customers.” 

Of course, there are some consumers who do not 
bother themselves about prices, know nothing about 
values and care less. Some men pay $150 for a suit of 
clothes and some women any price for a dress with a 
“Paris” label. Collectively, these represent a very small 
fraction of the buying public and just about that same 
fraction of our people are willing to pay the independent 
hardware dealer a higher price than his chain store or 
mail order competitor. There is need for more indi- 
vidual action. Manufacturers should receive first-hand 
information from dealers as to prices and practices det- 
rimental to the dealer’s business. There should be more 
“pen work” and less “guesswork.” 

Yours very truly, 
C. J. Warepce, 
President 
sartlett & Co., Chicago, Ill. 


Hibbard, Spencer, 


A Releasing Die Holder 


The Brown & Sharpe Mfg. Co., Prov- 


market by The Cleveland Twist Drill Co, 
Cleveland, Ohio, which should be of par- 
ticular interest to hardware dealers. The 
company, believing a market existed for 
compact, handy sets of eight drills, de- 
signed these sets and packaged them in 
an unusual manner. 





In the home and farm drill set No. 26 
are eight carbon steel, straight shank drills 
from 1/16 to 9/32 in. They will fit any 
standard head, breast post or bench or elec- 
tric drifk:- 

Mechaigics’ drill set No. 57 has eight 
Cle-Forge high speed drills. These are for 








Both sets are packaged in wooden cyl- 
inders having three color varnished labels 
and equipped with a revolving nickel cap, 
so that the size drill desired can be easily 
and quickly found. 

Two display cartons have been produced 
by the company to help stimulate the sale 





of these drill sets. Each holds six drill sets, ictal Se Teller ts fox ee 00, Na 


measures 5 in. in width and occupies very 
little counter room, but .is effective in 
its work. Drill set No. 57 is. shown in 
Carton No. 570 and drill set No. 26 is 
shown in Carton No. 260. 


| threading close to a shoulder. 
| 





idence, R. I., has recently announced a re- 
leasing die holder for use with Acorn Dies 
on Brown & Sharpe automatic screw ma- 
chines. 

The use of the holder is particularly ad- 
vantageous when it is desirable to hold 





| threading to a definite length—as when 


An adjust- 


| able screw on the front of the holder 


comes in contact with the chuck guard 


| over the nose of the spindle and thus gov- 


| 


erns the length of threading. No. 00G Re- 
and No. 00G Brown & Sharpe Automatic 
Screw Machines. A circular describing 
this new tool will be furnished gladly by 


| the manufacturer. 
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The Workace Radial Saw 


Of unusual interest to carpenters, build- 
ers and woodworkers in general is the new 
type of saw recently perfected and placed 


on the market by J. D. Wallace & Co., 134 
South California Avenue, Chicago, III. 

The new Workace Radial Saw is port- 
able and can be shifted to suit the location 
of the work. Its power comes from ordi- 
nary lighting circuit. This saw is easily 
adjusted to cut at any angle, for cross- 
cutting or ripping, dadoing or grooving, 
rabbeting, routing, shaping, etc. 

The saw works from above. The motor 
is built in and directly connected. The saw 
and motor unit are mounted on a turn- 
table 6 in. in diameter, which in turn is 
mounted on two heavy steel rods—these 
mounted on a radial arm. Due to this kind 
of mounting, the machine is placed in a 
position for any kind of cutting. 

With an 8-in. blade it cuts 2%4 in. deep; 
a 9-in. blade cuts 3 in. Motor is ball bear- 
ing and speed is reduced to proper sawing 
speed by gears. 


Goodell-Pratt Electric Drills 


The Goodell-Pratt Co., Greenfield, Mass., 
has recently brought out a line of inter- 
esting electric drills. 

Being a pioneer of hand and breast drills 
and other machinists’ and carpenters’ tools, 
the new Goodell-Pratt Super Electric Drill, 
to use its full name, is only a natural step. 
It was among the first to appear with the 


chuck set on a line with the horizontal top 
of the drill, permitting close-up drilling 
against walls or under ceilings or other 
projections. To further facilitate close- 
quarter drilling, a special, unusually com- 
pact ball-bearing chuck has been devel- 
oped. While constructed for gear opera- 
tion, the key is used only in emergencies 
or under unusual operating conditions, as 
tremendous gripping power is secured by 





hand-tightening alone, and it may be loos- 
ened with equal ease. 

Ball breakage is eliminated by dispens- 
ing with ball bearings except in the thrust, 
long sleeve bearings of high-speed bear- 
ing metal, perfectly aligned, being found 
more efficient and lasting for the high 
speeds at which the armatures turn. A 
capacious and efficient wick-oiling system 
tightly séaled against leakage provides lu- 
brication for the armature shaft bearings. 
The spindle bearings as wel! as the gear 
bearings are all double-end, line teamed 
after assembly to secure perfect alignment. 
All gear bearings are of best bearing 
bronze and are thoroughly lubricated by 
grease from the grease tight gear case. 

A fan of sufficient capacity to keep frame 
and handle comfortably cool and still main- 
tain the efficiency of the motor at its 
height is mounted in perfect balance on 
the armature shaft in a separate chamber 
located between the armature and the gear 
case. The air is drawn through holes in 
the end handle cap, impinging directly on 
brushes and commutator and passing be- 
tween the armature and field on through 
the fan and expelled through holes in the 
periphery of the frame. The location of 
the intake holes practically eliminates the 
possibility of dirt and dust being drawn in 
when the drill is laid down with the motor 
running. 

The special, non-kinking flexible cable 
is fastened to the body of the drill with 
a patented three-jaw lock, making it im- 
possible to pull or jerk the cable out and 
relieving the strain on the terminals, says 
the company. 

Goodell-Pratt super electric drills are 
now being made in 1/8, 3/16, 1/4 and 
3/8-in. heavy duty, 1/2-in. light duty, 1/2 
and 9/16-in. standard, 1/2 and 5/8-in. heavy 
duty and 7/8-in. standard. Drill stands, 
bench clamps and special arbors for hold- 
ing grinding wheels, scratch brushes, etc., 
are also furnished. These are fully de- 
scribed in a new electric drill catalog re- 
cently from the press, copies of which can 
be obtained by addressing the manufacturer 
at Greenfield, Mass. ; 


Lady Dover Automatic Iron 


With 20 years’ experience in the making 
and manufacturing of automatic irons as 
a background, the Dover Mfg. Co., Dover, 
Ohio, has placed on the market the new 
Lady Dover automatic electric iron. 


The automatic principle of the new Lady 
Dover is identically the same as that used 
in the Dover “Abesto.” 

The new Lady Dover Automatic is a 
prototype of the original Lady Dover, but 
in addition possesses simple yet scientific 
automatic features. The dial control is on 
the hood—and shows names of ironing 
materials, while the arruw on dial pointed 
to any one of them automatically gives the 
correct ironing temperature for that ma- 
terial—“at a touch of the finger,” and will 
hold any temperature between 300 deg. 
Fahr. and 600 deg. Fahr. indefinitely. 

Like every other Dover product, Lady 
Dover has the Vea No-Burn-Out heating 
element. Should the heating element for 
any reason ever burn out, dealers are au- 
thorized to make free replacement of the 
entire heating unit. 





An insurance policy packed with every 
Dover product covers this feature. 





Norman’s Steel 


The patented all-steel wagons manufac- 
tured by The Norman Mfg. Co., Inc., 
Shickshinny, Pa., has many important fea- 
tures. They have a one-piece structural 
steel angle frame. The draw bar is made 
of steel and the pulling strain is directed 
to the frame instead of the king bolt. 

Norman wagons are made in various 
styles. There is a complete wagon with 
a dumping feature. It can also be made 
into a coaster wagon by removing the body, 
and in addition includes a delivery box. 
The three-in-one wagon is the complete 
item with a dumping arrangement and the 
flat top coaster. The two-in-one is iden 


Dumping-Wagon 


controlled by a little crank with a string 
attached to a roller in the handle. By 
turning this crank, the front end of the 
body is raised and the wagon will dump 
sand, leaves, etc. Disk wheels’ 

with rubber tires are provided. 

The wagon can be secured in 

solid color or in a combination 

of colors. 





tical with the wagon just mentioned. hut | 


does not have the coaster feature. 
The plain wagon consists of a 
chassis with the body welded di- 
rectly to it. 

Illustrated is the three-in-one 
wagon. The dumping feature is 
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Follansbee Bros. A most complete 
Roofing Manual manual on roofing, 

known as_ Catalog 
No. 29 R has been published by Follans- 
bee Brothers Co., Pittsburgh, Pa. The 
catalog is devoted to roofing tin. All 
the designs and sketches are architect- 
urally correct as the sheet metal worker 
and the architect collaborated in pre- 
paring the volume. Specifications, im- 
portant facts and notes on roofing, iden- 
tification of grades and listing of 
products are included. 





Edison Electric The Edison 
Supplement Y575 Electric Appliances 

Co., Inc. 5600 
West Taylor St., Chicago, IIl., is send- 
ing dealers its new catalog supplement 
No. Y 575 for the Electric Servants 
Catalog No. Y 500. This new volume 
covers the company’s new Hotpoint 
quality low priced line of electric ap- 
pliances. Among the items shown and 
described are heaters, toasters, urn sets 
and waffle irons. 





The “Why” of Under the _ title, 
Television “Television—The Eye 

of Radio” the Jenkins 
Television Corp., Jersey City, N. J., has 
published an attractive booklet which 
completely reviews the subject of tele- 
vision. It contains a conservative, in- 
teresting and understandable discussion 
of just what television is, what has been 
done so far and what is being done for 
the future. Photographs and descrip- 
tions of equipment for home use are 
shown. A copy will be sent to any in- 
terested dealer. 





Torchweld Has The new catalog 
New Catalog No. 29 of 40 pages 

recently issued by 
Torchweld Equipment Co., 224 N. Car- 
penter St., Chicago, IIl., covers the 
company’s complete line. It has cross 
section views of gas welding and cut- 
ting, lead welding, soldering, brazing 
and decarbonizing equipment, automatic 
and hand welding and cutting machines, 
torches, and much general information. 





Brass & Bronze Brass and bronze 
Door Hardware door hardware, 

thresholds and rail- 
ings are described in a new catalog re- 





New ( atalogs and ‘Dealers’ Helps 


Available from Leading Manufacturers 








cently distributed by The Newman 
Mfg. Co., Cincinnati, Ohio. The book 
is devoted to “Newmanco” hardware 
and in addition to the items previously 
mentioned, brass pool ladders, railings 
and stairs, lavatory stall fittings and 
brass kick plates are also mentioned. 





Westinghouse The Westinghouse 
Issues Circular Electric & Mfg. Co., 

East Pittsburgh, Pa., 
is distributing a new circular No. 1676 
B which is in regard to the company’s 
fittings for pipe structures. This is a 
complete revision of the old leaflet and 
includes many new applications for 
these pipe fittings, such as in industrial 
establishments, display racks and pipes 
of all kinds. The circular is well il- 
lustrated. 


McPhilben Shows 
Lighting Fixtures 


Many beautiful 
types of lighting 
fixtures areshown 
in a new booklet issued by McPhilben 
Studios, 153 Jamaica Ave., Jamaica, N. 
Y., designer and manufacturer of light- 
ing fixtures, wrought iron hardware, 
fireplace equipment, etc. In “Sug- 
gestions from McPhilben Studios” are 
seen lighting fixtures in Colonial Early 
American and English design. McPhil- 
ben equipment installed in residences 
and commercial establishments are also 
shown. A copy of this booklet will be 
sent on request to the manufacturer. 


Catalog E for The Plomb line of 
Plomb Tool Co. fine hand - forged, 

heat treated tools are 
comprehensively described in Catalog 
No. E produced by Plomb Tool Co., 
2209 Santa Fe Ave., Los Angeles, Cal. 
Tools for the hardware, plumbing and 
heating trade are shown in this book. 
Among the items covered are several 
hardware display boards mounted with 
complete assortments of tools; cold chi- 
selts, punches, awls, drills, calkers, boil- 
ermaker’s beaders, brick hammers 
wrecking bars and hardware specialties. 
The book has been carefully compiled 
and should be of interest to dealers sell- 
ing tinners, plasterers, plumbers, steam 
fitters and the like. 








In an effort to 
aid dealers in the 
merchandising of 
its product, the Allegro razor blade 
sharpener, The Allegro Co., 170 Thomas 
St., Newark, N. J., has prepared a com- 
plete service for dealers. In a new 
brochure recently prepared are shown 
display cards, newspaper advertisements, 
in various sizes, direct mail pieces, win- 
dow and counter displays. Interested 
dealers are invited to write the com- 
pany for this brochure which explains 
and illustrates the new service. 


Allegro Sharpener 
Dealer Service 


Eagle Electric The Eagle Electric 
Issues Catalog Mfg. Co., 59 Hall St., 

Brooklyn, N. Y., an- 
nounces a new catalog, larger and more 
attractive than any previous Eagle vol- 
ume. It shows a complete line of bake- 
lite and household appliances, includ- 
ing a new fuse plug. The book is ready 
for distribution. 


—_—_—_—_—_—_ 


Beardslee Talks Instructive and use- 
August Issue ful information re- 

garding chandeliers is 
contained in the August issue of 
‘“Beardslee Talks” published by Beards- 
lee Chandelier Mfg. Co., 216 So. Jef- 
ferson St., Chicago, Ill. Installations of 
chandeliers are shown and helpful in- 
formation relative to interior is pres- 
ented. : 


Portable Lamp More than sixty 
Catalog Ready pages in the new ca- 
talog No. 29 which 
Aladdin Mfg. Co., Muncie, Ind., has 
recently produced are devoted to the 
wide line of portable electric lamps 
which the company manufactures.  II- 
lustrations in the catalog are in original 
colors and are profusely scattered 
throughout. List prices are given in 
addition to adequate descriptions. In 
the book are described bed lamps, 
bridge lamps, floor lamps, desk lamps, 
piano lamps, hotel bed lamps, candle- 
sticks, vanity lamps and a variety of 
shades for many lamps. Smoking stands, 
aquariums, foot stools, candle shields, 
etc., are also covered by this catalog. 
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WASHINGTON NEWS LETTER 


Howard C. Dunn new chief of Domestic Commerce Division, Depart- 





ment of Commerce—Senate Committee completes draft of Tariff Bill 


(Washington office of HARDWARE AGE) | 
Howard C. Dunn, Nevada, Ohio, for- | 
merly head of the Industrial Survey | 
Section, Domestic Commerce Division, 
Department of Commerce, has been pro- 
moted to the position of chief of that 
division to succeed Gorton James, who 
resigned. Prior to becoming associated 
with the Domestic Commerce Division, 
Mr. Dunn served as sales manager of 
the Ward Motor Vehicle Co., Mount 
Vernon, N. Y. Also previously he was 
Eastern manager of sales of the Carbic 
Mfg. Co., Duluth, Minn., and vice-presi- 
dent of the Interstate Traffic School, 
Fort Wayne, Ind. 

While head of the Industrial Survey 
Section of the Domestic Commerce Di- 
vision, Mr. Dunn initiated and carried 
to completion surveys of the production 
and distribution in the grey iron and 
ensilage cutter machinery industries. 
He also instituted studies in the field of 
industrial machinery, particularly as to 
the effect of obsolescence of machinery 
on production and profits. Studies of 
this character were likewise inaugu- 
rated by Mr. Dunn in other fields. 

A number of other recent changes 
have been made in the Department of 
Commerce. Edwin W. Ely has been ap- 
pointed chief of the Division of Simpli- 





fied Practice. He had been acting chief 
of the division since the promotion of 
Ray M. Hudson to the position of As- 
sistant Director of the Bureau “4 
Standards. I. J. Fairchild has been | 
promoted to the position of chief of | 
Trade Standards, while Dr. A. S. Mec- 
Allister has been promoted to the posi- 
tion of chief of the Division of Speci- 
fications. It is also understood that the 
position of Director of the Bureau of 
Foreign and Domestic Commerce soon 
will be filled and the name of William 
L. Cooper, commercial attaché at Lon- 
don, has been prominently mentioned 
for the position, made vacant when Dr. 
Julius Klein was made Assistant Sec- | 
retary of Commerce. As stated in the | 
HARDWARE AGE of last week, Dr. Frank | 
M. Surface, Assistant .Director, in 
charge of Domestic Commerce, soon will 
take up teaching of marketing at Stan- | 
ford University, but it is reported that 
he will return to the department in the 
spring. 








i ek, 


Lack of personnel is understood to be | 
causing delay in issuing the retail ques- 
t'onnaire prepared by the Economic Di- 
vision, Federal Trade Commission, in 
connection with its chain store inquiry. 


—Other news—Notes from the capital 


By L. W. MOFFETT 


tionnaires, approximately 65,000 in 
number, will be sent to retailers 
throughout the country in the near fu- 
ture. The summer recess of the Com- 
mission was concluded on Sept. 1, and 
it will resume activities in full force at 


once. 


* * * 


The Senate Committee on Finance 
finally has completed its draft of the 
tariff bill and the usual bitter fight over 
the tariff question is getting under way 
in the Senate. The prevailing view 
appears to be that the measure will not 
be passed at the special session, but will 
run into the regular session beginning 
in December. Nevertheless, despite at- 
tacks being made on the bill and the in- 
numerable amendments that will be in- 
troduced, there are some Republican 
members of the Senate who profess to 
believe that it will be passed at the 
present session. One argument intended 
to support this position is that the bill 
as drawn by the Senate committee car- 
ries many so-called “trading points” 
which will appeal to some of the Dem- 
ocrats and Progressives. It seems to 
be reasoned that the Senate committee 
has given much recognition to the 
classic observation of General Hancock 
that the tariff is a local issue and has 
provided tariff protection in good meas- 
ure to sections represented by Senators 
who ordinarily would oppose the meas- 
ure, but who might find it embarrassing 
to do so because of the favorable atten- 
tion that has been given to the interests 
of their own constituents. 

On the whole the Senate bill carries 
lower duties than does the House bill. 
The administrative sections also have 
been changed considerably by the Sen- 
ate committee. Both the House bill 
and the Senate committee heeded the 
suggestion of President Hoover for a 
reorganization of the Tariff Commis- 
sion. The Senate committee, however, 
would continue the bipartisan charac- 
ter of the commission as against the 
so-called nonpartisan character of the 
commission as proposed by the House. 
The Senate committee provided for a 
commission of six members, the same 
number as now make up the commis- 
sion, and would empower the President 
to end the term of one or all of the 
commissioners, but in selecting their 
successors not more than three could 
be of the same political party. and they 
wotld serve for six years. The House 
bill provided for seven members, to be 








It is expected, however, that the ques- | 





chosen without regard to their political 


| affiliation, and to serve for seven years. 











The House provision authorizing the 
President to change rates by not more 
than 50 per cent based on differences 
in competitive conditions rather than 
on the cost of production alone, as the 
present law provides, was continued. 
The Senate committee added provisions 
asked for by organized labor under 
which they would be permitted to ap- 
pear in reappraisement cases, to inspect 
documents of consignees and importers 
and to appear at hearings in Customs 
Courts the same as wholesalers, manu- 
facturers and others. 
~~. = 
The Federal Specifications Boards has 
just issued proposed revisions for speci- 
fications of padlocks and planes. 


* * 


The Federal Trade Commission has 
announced that a corporation manufac- 
turing all-steel shears known to the 
trade as “Alligator Shears” for cutting 
scrap iron has signed a _ stipulation 
agreeing to discontinue representing 
that its product contained special ex- 
clusive features not to be found in the 
shears of competitors, when, according 
to the commission, such was not the 
truth. 


x 


* * o 


The Director of the Census has an- 
nounced the names of 21 supervisors 
who have been selected to direct the 
work of the coming decenial census. 
This is the first list issued. In all there 
will be more than 500 of these super- 
visors and under them will be 100,000 
enumerators. The supervisors will have 
charge of all phases of population and 
agriculture, but under present plans 
will not have anything to do with man- 
ufacturing and distribution. 


* * * 


The Federal Trade Commission ex- 
pects to issue its pamphlet on trade 
practice conferences within a few days. 
It will be a comprehensive compilation, 
giving a history of the work, its scope, 
purpose, etc., and will appeal to all 
lines of business and industry. It prom- 
ises to prove a striking example of what 
business and industry have accom- 
plished through self-regulation and re- 
flect a remarkable transformation dur- 
ing the past decade in eliminating un- 
fair business practices which had been 
indulged in by a small minority, but 
whose elimination was necessary for 
the protection of the majority. 
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Late Summer Slump Indicates 
Early Resumption of Trade 


. NEw York, Sept. 4.—Reports of the hardware trade from impor- 
tant market centers show that the past week has seen the arrival 


of a belated summer slump in buying. 
the brief life that it is destined to have. 


Its very lateness indicates 
Already jobbers are re- 


ceiving some initial orders for fall and winter merchandise, and 
now that the vacation season is over and crops harvested, retailers 


are looking to a resumption of buying by consumers. 


All factors 


that make for a satisfactory fall and winter trade are present in the 
various sections of the country covered by the reports. 

Practically .all market centers report a strong optimism regard- 
ing the outlook for future business, crops having averaged better 


than was predicted in some sections. 


Industrial centers are con- 


tinuing the high levels of employment. 
The price situation is noticeably steady throughout the country, 
as indicated by the reports, and collections for the greater part are 


fair. 


Wholesale Commodity Prices 
Show Slight Decline in U. S. 


Wholesale prices of commodities during 
the week ended August 24 declined six- 
tenths of 1 per cent, according to the price 
index of the National Fertilizer Associa- 
tion. Thirty items declined and_ thirty- 
three advanced. Five groups showed 
declines and four advances. 

The chief declines occurred in hogs, 
certain foods, fats and fertilizer materials. 
The largest advances occurred in textiles, 
mixed fertilizer, house’ furnishings and 
miscellaneous commodities. The total de- 
cline since July 27 has amounted to 1.5 
per cent. 

Based on 1926-1928 as 100 and 456 quo- 
tations, the index stood at 97.2 for the 
week ended August 24 and 97.8 a week 
previous. 


Revenue Freight Loadings Rise 
9,651 Cars in Week 


Revenue freight loadings for the week 
ended August 17 totaled 1,100,267 cars, or 
an increase of 9,651 cars over the preced- 
ing week, the car service division of the 
American Railway A\ssociation announced 
Aug. 27. 

This was also an increase of 42,358 cars 
above the corresponding week last year 
and an increase of 33,439 cars above the 
corresponding week in 1927. 

Increases over the week before were re- 
ported in the loading of live stock, coal, 





merchandise less than carload lot, freight 
and miscellaneous freight, but reductions 
were reported in the loading of grain and 
grain products, coke, forest products and 
ore. 


Last Week’s Price Average 97 
P. C., Says Fisher 


Prof. Irving Fisher of Yale University 
announced Aug. 25 that the previous 
week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 97 per cent. 
The July average was 98.6 per cent. The 
purchasing power of the dollar was 103 
on a 1926 basis of 100c. The July average 
was 101.4c, says the N. Y. Journal of 
Commerce. 

Crump’s index of English prices for the 
week or the revised 1926 level was 91.9. 
The July average was 91.4. 

The Italian index on the revised 1926 
basis for week ended August 16 was 72.6. 


Department Store Sales Gain 
3 Per Cent in Month 


Department store sales for July were 3 
per cent larger in the aggregate than in 
the corresponding month a year ago, ac- 
cording to reports to the Federal Reserve 
system by 523 stores in 220 cities made 
public Aug. 28. 

On the basis of the average per business 
day, however, sales were about equal to 
the same month of 1928. For the first 


: 





seven months of the year sales were 3 
per cent larger. 

“Inventories of the reporting stores at 
the end of July were 1 per cent below the 
level of a year ago, according to reports 


from 433 stores,” the board said. 

July of this year had twenty-six busi- 
ness days and last year one less. 

Gains recorded by Reserve districts in 
the seven-month period follow: Boston, 
1 per cent; New York, 4.6 per cent; 
Cleveland, 3 per cent; Richmond, 2.6 per 
cent; Chicago, 3.8 per cent; St. Louis, 1.1 
per cent; Kansas City, 3.6 per cent; Dal- 
las, 0.2 per cent; San Francisco, 2.8 per 
cent. 

Loses were: Philadelphia, 1.6 per 
cent; Atlanta, 2 per cent; Minneapolis, 2 
per cent. 


U. S. Wholesale Trade Gains 
6.6 Per Cent Over Year Ago 


Wholesale trade in July increased 4.7 
per cent over June and 6.6 per cent over 
July, 1928, the gains having been more 
than is usual at that season of the year, 
the Federal Reserve Board announced 
Aug. 28. 

Decreases from June were 1.4 per cent 
in hardware and 5.7 per cent in furniture 
with gains as follows: 

Groceries, 3.6 per cent; meats, .8 per 
cent; dry goods, 4.9 per cent; men’s cloth- 
ing, 40.7 per cent; boots and shoes, 22.3 
per cent; drugs, 5.4 per cent. Dry goods 
sales were .7 per cent lower than in July 
1928, and other lines gained as follows: 

Groceries, 7.5 per cent; meats, 8.7 per 
cent; men’s clothing, 1.9 per cent; boots 
and shoes, 12.7 per cent; hardware, 6.4 
per cent; drugs, 8.8 per cent; furniture, 
12.2 per cent. 

Sales of agricultural implements were 
smaller than during the previous month, 
but greater than in July, 1928. 


Bank Debits Rise 4 P. C. to 
$18,069,000,000 Total 


Debits to individual accounts as re- 
ported to the Federal Reserve Board by 
banks in leading cities for the week ended 
August 21, aggregated $18,069,000,000, or 
4 per cent above the. total reported for the 
preceding week and 33 per cent above the 
total reported for the corresponding week 
of last year. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to approxi- 
mately $17,215,000,000, as compared with 
$16,574,000,000 for the preceding week 
and $12,810,000,000 for the week ended 
August 22 of last year. 
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Midsummer Lull in Evidence but Prices 
Are Holding Firm at Chicago 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICA 

3% x 3% steel butts, old uibic or 
dull brass finish, $2.16 per doz. pair 
in case lots; less than case lots, $2.34 


(Chicago office of HARDWARE AGE) 
CHICAGO, Sept. 3.—The midsummer lull is somewhat in evi- 
dence in the Chicago market, although the demand for some lines is 
holding up well. This is particularly true of sporting goods lines oe ee Pe LS ee a 
with the better grade of fishing tackle and golf goods especially Gos. pair in ogee lots; leas than case 
active. At the same time there is a satisfactory movement in build- bevel, inside sets, $6.00 per doz. sets , 
ers’ hardware, paint and glass as the summer’s building programs Boor ats, Ske per bee “Wrought 
si . brass, bit-keyed front door sets, $2.60 
are nearing completion. per set. Cylinder, front door’ sets, 
Fall items are also beginning to move somewhat, and there is a ae eae. ae ; 
; x . . . : COAL HODS.—There is a very fair vol- 
fair sprinkling of future orders for winter goods being received. cian ttt tins availed 4k We Minis. 
Prices are holding uniformly firm but without actual change. The seein ai a nin sae aa tae, 
one at aor week is a reduction of discounts on ona 0.8. coe #4 dos. 
copper rivets to . in., 
The general lack of rain has speeded up the harvesting of small 
grains throughout the agricultural sections of the Middle West, 
and reports of yields are fairly satisfactory although somewhat 
below the average in some sections. 
Collections are fair. 


in., 

RPh funnel, 
1 in., $5.80 doz. 
17 in., $4.10 doz. 


CARPET SWEEPERS. 
good on the entire line. 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
lots, TAILERS, F.0.B. CHICAGO 
Bissel’s Standard, $36.00 ie. Uni- 
versal Japanned, $42. 00 doz.; Univer- 
sal Nickeled, $46.00 doz.; Grand 
Rapids Japanned and colors, $44.00 
$1.85 each. doz.; Grand Rapids Nickeled, $48.00 
Tires and Tubes.—Mansfield tires doz.; American Queen, $54.00; Parlor 
Liberty cord, $4.85; ~—- Queen, $56.00. 
Lnef —s pag 4 oversize, $6.50 Bega CHAIN.—- Prices remain unchanged, 
with the demand active. 


duty, 32 x 4, $11.50; Mansfield — 
service, 29 x 4.50, $13.25; 32 x 6.50, JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


$27.60. Tubes, 30 x 3%, Seeger 
$1.30 each; 29 x 4.40, Mansfield, $1.50 “the og Proof aa shade, 210 wert. 
base; trade-marked coil chains, 


each; 30 x 3%, Liberty, $1.05 each; 
40-10 per cent list. 


20 x 4.40, Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

COPPER RIVETS AND BURRS.— 
There is a reduction in discounts -re- 


Less 10 per cent on casings and 
De Luxe, nickel plain dial, $31.68 per 12% per_cent on tubes. 

ported this week. Sales are very good. 

JOBBERS’ “pep lerdyen fF TO RE.- 


5 _ Anti-Freeze Solutions. — Prestone, 
ret on f Rp ng elegy wg a $3.80 per gal. in less than full case 
De Luxe, colored plain dial, $31.68 lots; in full case lots, $3.60 per gal. 
TAILERS, F.0O.B. CHICAG 
Copper rivets and toning 30 and 5 
‘per cent discount. 


ties etd s. erie: — BICYCLES.—The sales volume is fair. 
ica plain dial, $12.60 per doz.; Amer- Prices are low, but firm. 
JOBBERS’ QUOTATIONS TO RE- 
ELECTRICAL GOODS AND RADIO 
EQUIPMENT.—The rumors of early 
price advances ‘still continue, but no 


17 in., $5.35 doz.; 
Japanned, funnel, 


— Sales are 
Prices are un- 





Chains.—Nonskid dozen pair 
35 per cent discount. 

Jacks.—National Standard No. 21, 
$1.30 each. 

a maa 1% _ in., 


ALARM CLOCKS AND WATCHES.— 
A very satisfactory demand continues, 
particularly for colored clocks. Prices 
are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Big Ben, plain dial, $27.48 per doz.; 
Big Ben, luminous dial, $37.92 per 
doz.; Big Ben, De Luxe Nickel, $31.68 
per doz.; Big Ben, De Luxe Nickel, 
luminous dial, $42.24 per doz.; Big 
Ben De Luxe colored, plain dial, $31.68 
per doz.; Big Ben, colored, luminous 
dial, $42.24 per doz.; Baby Bey, plain 
dial, $27.48 per doz.; Baby Ben. lum- 
inous dial, $37.92 per doz.; Baby Ben 


cylinder, 


ica Soa ww ag on St Fees pec 

America olore ocks, $12. per 

doz.; Sleepmeter plain dial, $16.80 per ea — -B. ‘Motor-Bikse Model 
doz.; Sleepmeter luminous dial, $25.20 $26 36: Sadies” ecsdal, 590: Ta 
per doz.; Ben Hur plain dial, $21.12 Ste ee lL $22.6 Bite 
per doz.; Ben Hur luminous dial, and boys’ juvenile model, $2 60. 


Nickel, $29, 52 per 17 ; Ben Hur plain 
dial, colored, $21.12 per doz.; Ben 
Hur, luminous dial, colored, $29.52 

r doz.; Tiny Tim Nickel or colored 
finish, $18.00 per doz. New Model 
Pocket Ben Watches, $12.60 per doz.; 
New Model Pocket Ben Watches 
luminous dial, $18.96 per doz.; Lots 
of 2 dozen or more, all one kind or 
assorted, are subject to an extra dis- 
count of 2% per cent. In lots of 6 
dozen or more, all one kind or as- 
sorted, are subject to an extra dis- 
count of 5 per cent. Westclox and 
Watches, plain and luminous dials, 
may be assorted to obtain quantity 
discounts. 


AUTOMOBILE ACCES SORIES.— 
There is a good steady demand for tires 
shown at this time. 
are reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Spark Plugs.—Splitdorf for Fords, 
50c. each; regular 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

. Shame —Appelton, No. 3280, 
$6.50 e 


No price changes 





BOLTS AND NUTS.—The demand has 
been holding up weil during the sum- 
mer months. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Carriage bolts, cut thread, 60 per 
cent discount; machine bolts, cut 
thread, 60 per cent discount; all 
stove bolts, 75-10 per cent discount; 
lag screws, 60 per cent discount. 
All discounts are quoted from “‘full 
case” lists. 

BOTTLING SUPPLIES.—The active 
demand continues and prices are un- 
changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single bottle washer, $4.75 each; 
double bottle washer, $7.25 each: 
adapter for bottle washer, $1.60 each; 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.: crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.00 doz.; 16 oz. clear bottles, 
$5.00 gross. 


BUILDERS’ HARDW ARE.—-Prices re- 
main firm and sales are somewhat ahead 
of a year ago. 





actual change in wiring materials has 
been announced as yet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.50 per 1000 
ft.; in less than 1000 ft. lots, $6.75; 
No. 18 lamp cords, $11.25 per 1000 ft.: 
in 1000 ft. lots, $10.50; %-in., brush 
brass key socket, 13c. each; lots of 25 
12%c. each; two-way plugs, 45c. 
each; in lots of 10, 40c. each; two 
piece attachment plugs, 5c. each; dry 
cells, boxes of 55, 3216c. each; less 
than case lots, 36c. each. 

Electrical Appliances. — Irons, Hot 
Point, $4.20; in lots of six, $3.90; 
Sunbeam, $5; in lots of six, . $4.75; 
Percolator, Universal, 9169, $16.65. 

Electric Fans.—6 in. Polar Cub, 
$2.75 each, lots of 12, $2.65; 8 in., 
Polar Cub, $3.20 each, lots of 12, 
$3.05; 10-in. Oscillating Cub, rth 
each, lots of 12, $6.65; 8-in. Nortl 
wind, $4.55 each, lots’ of 10, 
10-in. Oscillating Northwind, $e 36 
each, lots of 10, 13. 

Radio Supplies. —Radio B batteries, 
D 779 E, $1.40 each; case lots of 5, 
$1.30; No. 770, $3 each; packages of 
5, $2.80; No. 771, B iy 06 each; packages 
of 5, $1. 92; No. $3.2 0 each; pack- 
ages of 5, $2. ot Ne 485, Layerbilt 
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battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 
Radio Tubes.—UX-201A, 75c.; UX- 
199, $1.20; UX-227, $1.50; UX-1714, 
$1.35; UX-250, $6.60 each; UX-245, 
$2.10 each; UX-224, $2.40 each. 
FLINT PAPER.—The demand is sea- 
sonably light and prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

9 x 11 sheets, in bundles, No. 0, 
$4.05 per ream; same No. 1, $4.85 per 
ream; 8% x 10% sheets, in bundies, 
Yo. 0, $3.65 per ream; same, No. 1, 
$4.40 per ream; 9 x 11 sheets, in 
boxes, No. 0, 100 sheets per box, 84c.; 
9 x 11 sheets in boxes, No. 1, 75 
sheets per box, 7T6c.; 8% x 10% 
sheets, No. 0, 100 sheets per box, 
76c.; 8% x 10% sheets, No. 1, 75 
sheets per box, 67c. 


FISHING TACKLE.—Prices remain 
firm and sales are holding up very well 
considering the lateness of the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselbach Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7.00 each; 
Heddon Golden Rod, $13.25 each; 
South Bend Plunk-Oreno, $8.00 doz.; 
South Bend Crippled Minnow, $6.80 
doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno, Dis- 
play on cards, $2.00 card: Creek 
Chub Pike Minnow Assortment, $1.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
Injured Minnow Assortment, $2.00 
asst. 

FRUIT PRESSES.—Sales are improv- 
ing nicely with the advent of the fruit 
season. Prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

4 qt. tinned cylinder, $3.25 each; 6 
qat., $4.00 each; 12 qt., 6.00 each: 
fruit presses, wood tubs, No. 0, $3.90; 
No. 1, $7.40; No. 2, $9.75; No. 8, 
$15.00; No. 5, $24.50. ‘ 

GLASS AND PUTTY.—Prices are 
steady, with the usual midsummer 
quietness in sales. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount, single strength B, 
all brackets, per cent discount: 
double strength A, all brackets. 85 
per cent discount, double strength B, 
all brackets, 87 per cent discount: 
putty, pure grade, $3.90 ner 100 Ib.: 
commercial, $3.15 per 100 Ib. 

GRAIN SCOOPS.—The demand is in- 
creasingly good as the harvest season 
advances. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

No. 8, $14 per doz.; No. 10, 
per doz.; No. 12, $16 per doz.: 
14, $17 per doz. 

GOLF GOODS.—There is an active de- 


$15 
No. 





mand for high-grade clubs. Prices are 


unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hillerich & Bradley Matched Wood 
Clubs, No. 3A, $30.00 set; Grand Slam 
lrons, chromium heads, $4.00 each; 
Lo-Skore Wood Clubs, rustless shafts, 
$3.65 each; Lo-Skore Irons, hickory 
shafts, $2.35 each; Competition Clubs, 
nickel plated heads, aluminum cap 
grip, $1.35 each; Community Clubs, 
Woods and Irons, 80c. each; Craw- 
ford-McGregor Uni-Sets, McGregor 
Duralite Matched Irons (6 in set), 
$36.00 set; Silver King Golf Balls, 
$7.50 doz.; Royal Golf Balls, $6.50 doz. 


HAMMERS AND HATCHETS.— 
There is a fair sales volume and prices 
remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first quality, $9.20 
doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 

Hatchets.—First quality hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 

shingling, $8 doz.; medium quatity 

hatchets, No. 2 broad, $12.50 doz. 
NAILS, WIRE AND STAPLES.— 
Prices are without change, with the 
general demand fair. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
L.c.l. quantities common wire and 

cement coated nails, small orders out 

of Chicago stock, $3.20 per keg base. 

Mill shipment price is $3.05, base. 

Carload (36,000 Ib.) base for mill 

shipment, still lower. Steel cut nails, 

$4 base. 

No. 9 black annealed wire, $3.20 per 

100 lb.; No. 9 galvanized, plain wire, 

$3.75 per 100 Ib.; catch weight spool 

galvanized cattle or hog wire, $3.80 

per 100 lb.: polished fence staples, 

$3.55 per 100 Ib. 
PAINTS AND OILS.—Prices are hold- 
ing firm on linseed oil after the recent 
advance. Other prices are steady and 
the demand normal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Linseed Oil, Raw.—Barrel lots, $1.12 
per gal.; 5 barrel lots, $1.09 per gal. 

Linseed Oil, Boiied.—Barrel lots, 
$1.15 per gal.; 5 barrel lots, $1.12 per 
gal. 
Denatured Alcohol.—Barre! lots, 
63c. per gal.; steel drums, extra, $6, 
returnable. 

Turpentine.- 
gal., net. 

White Lead. 
ewt.; 50 Ib. kegs, 
kegs, $13.75 cwt.; 
ewt. 

Shellac (4 Ib. 
per gal. in barrel lots; 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
54c. per Ib.; in 100-lb. lots, 6%c. 
per Ib. 


Drum lots, Tle. per 
-100 Ib. kegs, $13.50 
$13.75 cwt.: 25 ‘b. 
12% lb. kegs, $14 


$2.58 
$2.26 


cuts).— White, 
orange, 





Dry Paste.—Barrel lots, 7c. per 


PREPARED ROOFING.—Prices 
firm and the demand heavy. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Best grade, selected surfaced, pre- 
pared roofing, $2.16 per square; Me- 
dium grade, slate surfaced, $1.99 
per square; best grade, tale surfaced, 
$2.10 per square; medium grade talc 
surfaced, $1.43 per square; light 
grade tale surfaced, $1.00 per square; 
red rosin sheathing, $50 per ton. 

PYREX WARE.—There is some evi- 
dence of an increased demand as the 
fall season approaches. Prices remain 
unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Round casseroles, 1 qt., 
doz.; 11% qt., $14 per doz.; 2 qt., $16 
per doz.; Oval casseroles, same 
prices as round. 8-in. pie plates, $6 
per doz.; 9-in. pie plates, $7.20 per 
doz.; small utility dishes, $8 per 
doz.; large utility dishes, $14 per 
doz. 

ROPE.—Prices remain unchanged, al- 
though the reported shortage in sical 
fiber may cause an advance. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Best manila, standard brands, base, 
22c. per lb.; No. 2 manila, 20c. per 
lb.; finest sisal, 15c. per Ib No. 2 
sisal, 141%4c. per Ib. 

SASH CORD.—A good volume of sales 
is reported, with prices firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Standard grade, No. 7, $7.94 per 
doz.; No. 8, $9 per doz.; competitive 
grades, No. 7, $7.45 per doz.; No. 8, 
$8.55 per doz. 

SASH WEIGHTS.—The demand is sea- 
sonally active and prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 

Ideal (full weight) less than car- 
load lots, $36 per ton. Carload lots, 
$33 per ton. 

SCREWS.—There is an active demand 
and prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 45 per cent; 
round head, blued, 40 per cent; flat 
hgad brass, 374% per cent; round 
head brass, 32% per cent. Larger 
orders 10 per cent less. 

STEEL SHEETS, FLAT OR CORRU- 
GATED.—Sales are showing some bet- 
ter and prices are unchanged. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

24-gage galvanized _ sheets, 
per 100 lb.; 24-gage black 
$4.05 per 100 Ib. 


are 


$12 per 


$4.90 
sheets, 





Inefficient Distribution Costs Estimated at 10% to 15% of Total Business 


The Assistant Director. in Charge of 
Domestic Commerce based the estimate, 
in a recent article, that from $8,000,- 
000,000 to $10,000,000,000 represents the 
price which American business pays 
for inefficient distribution practices, 
upon the claim of economists that avoid- 
able distribution wastes represents from 
10 to 15 per cent of the total domestic 
business operations of the country, 
which, says Domestic Commerce, prob- 


ably amount to no less than $80,000,- 
000.000 annually. Some of the leaks 
cited are excessive expenditure in sales 
promotive effort with inadequate in- 
formation as to prospects in a given 
market; unwise credit methods, unfair 
practices of small trading minorities; 
insufficient data as to national stocks 
of goods; disorderly marketing, par- 
ticularly of perishables, with resulting 
gluts and famines; careless and inju- 


dicious procedure in the ,retail trade; 
unsystematized warehousing; extrava- 
gant delivery services; ill-judged adver- 
tising; and unwise installment methods. 

It was pointed out that the wastes in 
the physical movements of merchandise 
in packing, handling, and transporta- 
tion might be largely obviated through 
standardization and interchangeability 
A saving of $200,000,000 to $500,000,- 
000 a year was suggested as possible. 
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August Sales Ahead of August 1928 
in Boston Market 


(Boston office of HarpwARE AGE) 


BosTON, Sept. 3.—Retail buying during the past week was not as 
brisk as it previously was nevertheless it is in good volume. While 
actual statistics are not available it is reasonably certain that shelf 
hardware jobbing sales for August will run considerably ahead of 


those for the corresponding month last year. 


The reduced buying 


the past week was generally atrributed to the proximity of Labor 
Day. That day usually is the turning point in vacations, and also 
marks the beginning of the movement of families from country and 


seashore back to cities and towns. 


The day also marks a turning 


point in merchandising. Naturally there is a short breathing spell 
just before Labor Day when the merchant tries to formulate in his 
mind just what he is going to do during the fall and winter months. 
His mind is not so much on buying goods as on what his probable 


future needs are. 


But at the same time we have arrived at a period of the year when 
many things must be done about the home, barn and garage. There 
is painting to be done, window lights to replenish, roofing to be re- 


paired, locks to be installed, 


storm windows to be overhauled, 


stoves to be cleaned out and put in readiness, and, in fact, a thousand 


jobs for the family man to do. 


His needs are beginning to make 


themselves felt with the retail hardware dealer, and the retail deal- 


er, in turn, is making his wants known to the jobber. 


Consequently 


current activity in the jobbing market, although less than it was, is 


better than a year ago. 


AIRCRAFT.—With the newspapers and 
radios filled with news regarding the 
progress of the Graf Zeppelin in its 
voyage around the world, there has 
been a better distribution of aircraft 
builders, toys, ete. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 
Aircraft Builders.—No. 00AB, $8 J 
doz., net; — 0OAB, $16; No. 1AB, $28 


Glide-O-Planes.—No. 00GP. 80c. per 
doz. net; No. OGP, $2; No. IGP, $4. 


Spirit of St. Louis.—No. 950, $1 
each list; No. 951, $1.50; No. 952, $3; 
No. 953, $5 


Flying Planes.—No. 955, $1 each 
list; No. 956, $1.50. 

Hangar Sets.—No. 958, $1 each list. 
Beacon Lights.—No. 959, $3.75 each 
ist. 

Construction Sets.— Zeppelin, No. 
96. $1 each list; No. 961, $1.50; No. 
962, $5. 

Discount.—33% per cent. 

Aeroplanes.—No. 1011, $4 per doz. 
net; Zeppelins, No. 1017, $4, No. 2017. 
$8. Combination aeroplanes and 
Zeppelins, No. 2019, $8; C-Er-Fly, 
No. 10, $8. 


ASH CANS.—Jobbers continue to re- 
port good bookings for ash cans and ash 
can trucks. Sales to date have run 
somewhat ahead of those a year ago. 


JOBBERS’ og ph heed TO RE- 
TAILERS, F.O.B. BOST 

Ash Cans. eee No. 7%, 
in lots of 12, $9.60 per doz. net; 
No. 176, in lots of 24, $16.40. No. 
171, $3.12 each net; No. 181. $3.50; 
No. 190, $4, six ribs, No. 0180, $2 25. 
In lots of 25, No. 260, $1.80 each net; 
No. 26, $3.50: in lots of less than 25. 
No. 260, $2; No. 26, $3.80. No. 7, $14 





per doz. net; No. 1724, $24; No, 1800, 
$31. 

Trucks.— Ash can, Little Man, 
large wheels, $30 per doz. net; Senior, 
large wheels, $28. Lamothe, No. 45, 
small wheels, $20 per doz. net: No. 
45s, $22. Barrel racks, $3.75 each net. 


AUTOMOBILE ACCE S SORIES.— 
There appears to have been: some let- 
down in the movement of tires, tubes 
and other automobile accessories out of 
retail and jobbing stocks. The setback 
is seasonal. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON: 

Tires.—Mansfield line, heavy dutv. 
straight side, clincher cord, 30 x 3% 
in., $5 each: 31 x 4 in.. $8.45; 32 x 4 
in., $9.05; 33 4 te in.. $9. 50; 32 x 4% in. 
$21. 15: 35 x 5 in., 
Geecene 10 per cent. 

Tires.—Mansfield line. balloons. 29 
x 4.40-21, $5.65: 29 x 4.50-21, $6.30: 
29 x 4.75-20, $7.50; 29 x 4.75-21, $7.80; 
29 x 5.00-22, $9.70: 29 x 5.25-20, $9.55; 
29 x 5.25-21, $9.85. Discount 10 per 
cent. 

Tires.—Mansfield line, balloon, six 
ply, 30 x 4.50-21, $11.05 each list: 30 x 
5.25-20, $14.30; 30 x 5.50-20: $16.05; 35 
x 6.00-23, $19. Discount, 7% per cent. 

Tubes.—Mansfield line, 12 to the 
carton. 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 450-21. $18. Discount 
10 per cent. In less than carton lots, 
10 c. per tube should be added to the 
cost. 

Tubes.— Mansfield line. six to the 
carton, 30 x 4.75-21, $9.90 per carton 
list; 31 x 5.00-21, $10.50: 30 x 5 25- 
20. $11.40: 29 x 5.50, ij dee 
5.50-20, $13.50; , $12.90; 
31 x 6.00-19, : ; 
$13.80; 33 x 6.50-21, $16.50. Discount 
10 per cent. In less than carton lots 
10c. per tube should be added to the 
cost. 
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AXES.—Although demand is by no 
means heavy, the market for axes ap- 
pears somewhat more active than at 
this time last year. Jobbers are of the 
opinion that retailers must have al- 
lowed stocks to get down to almost 
nothing in the closing days of last 
season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 


Axes.— Standard makes without 
handles, $14.50 per doz. net. The 
usual extras for weights and handles 
obtain. 

Handles.—Single bit, 28-in., $7 per 
doz. net; 30 in., $6.40; 32 in., $6.40 and 
$4.86; 28 in., $4.16 and $5. 


BOTTLES.—Now that the days are 
shorter and the weather generally 
cooler, and with schools opening this 
month, there should be a better sale of 
bottles, and retailers are urged to take 
account of stock. 


JOBBERS’ og pe TE ond TO RE- 
TAILERS, F.0.B. BOST 


Bottles.—Steel shell, a folding 
handle, nested drinking cups, No. 
521, $12 per doz., net; No. 522, $20; 
No. 571, $16; No. 572, $24. Brass 
shell, folding handle, nested cups, 
No. 5191, $18; No. 5192, $28; No. 591, 
$20; No. 592, $30; No, 581, $22; No. 
582, $32. Half pints, for school kits, 
No. 70, steel, $12. Columbia, pint, 
$9; quart, $17.50. Assortments, util- 
ity pint, $7; utility quart, $11. Uni- 
versal, No. 1975, six pints and six 
quarts with free ‘goods, $19.75 net. 

Fillers.—No. 00, $8 per doz. net; 
No. 01, $8; No. 02, $14. 


CLOCKS —An improved demand for 


clocks also is anticipated during the re- 
mainder of 1929, and retailers are be- 
ginning to cover their requirements. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON: 


Pag —-Electric, Colonial, model 
$8.70 each net; Gothic, model B 
$17. 70; wall model, $13.50. 

Clocks. — Westclox line, 
$2.29 each net, luminous, 
Ben De Luxe, $2.64; luminous, $3.52; 
Baby Ben, $2.29; luminous, $3.16; 
Baby Ben De Luxe, $2.64; luminous, 
$3.52. Sleepmeter, $1.40; luminous, 
$2.10. Blue Bird luminous, $1.76. 
America, $1.05; luminous, $1.58. Ben 
Hur, with base, $1.76; luminous, $2.46. 

2 doz. clocks of one design or as- 
sorted are purchased a discount of 
2% per cent is allowed. 

Waterbury Line.—Thrift, in case 
lots of 50, 72c. each clock; Trusty, 
silver alarm, 75c.; New Haven, $2.10: 
Tel Tale square, $1.35; Boston, $2.75 
competitive, 70c. Tom Tom, in case 
lots of 24, $2.10 each clock. 


FILES.—Because of the activity of 
small New England metal working 
shops this year the sale of files has 
been exceptionally good. Retailers are 
said to have obtained a lot of business 
that ordnarily is taken by jobbers. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 


Files. — Simonds and _ Nicholson 
lines, 50 per cent discount; other 
makes 60 and 10 per cent. 


FOOD CHOPPERS.—With the preserv- 
ing season in full swing retailers are 


Big Ben, 
$3.16; Big 
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= SHELLS THAT 
SELL THEMSELVES 


HE sweetest music to the dealer’s ears is from a customer 
who craves advice about something he wants to buy be- 


ile  ceisrig Ua: cause nine times out of ten it’s a sure sale. 





Take Remington Game Loads—each box, as illustrated, shows a 
picture of the game for which the particular load is adapted. 
Remington guarantees each of these Game Loads to be best for 
each kind of game—-scientifically and precisely loaded for maximum 
speed, power and penetration—and the shot sizes are right! This 
iN ain BN makes it easy for the dealer and his salesmen to give real service 
We eo" Quait_LOAD | to the customer. 


— 
| a | Here’s a typical case: The season for Quail is on and a sportsman 
ea enters your store. “I’m going after Quail on Saturday. What do 
you recommend?” “Here you are, Mr. Jones—try these Remington 


Quail Loads—you can’t go wrong.” 
There is a load for every kind of game, but \aee x 


aor 6" the leader of Remington Game Loads is — 
AMER H Nitro Express. Can’t be beat for Duck and ler Dove ngion Ti | 
de Goose shooting—for any kind of shooting | =| 
where long shots are necessary. They will _ 
outshoot shell for shell any other make or 


brand of long range loads on the market. 





)\ ee Ss Every dealer who stocks Game Loads is sow- 
i oS IE ing the golden grain which is harvested when 
the shooting season is on. Don’t overlook 


“Ge she | your share of the profits. Don’t submit to 
‘sesamin. substitutions. 


Ser ae Seite TE 
\\\ ay Tir irec> Soe 
\ YRAF.SS 

4 r] \ oat . 


Ronington Qe F Hi 
: . | Fe ms ington 
SNIPE LQAD | President | ae AP LOAD 7 





REMINGTON ARMS COMPANY, Ine. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City Telephone, Boyling Green 3392 
Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
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enjoying a broader market for food 
choppers. In reordering from jobbers, 
retailers are conservative, however. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Food Choppers. — Russwin, No. 1, 
$2.70 each list; No. 2, $3.30; No. 3, 
$4.20. Discount, 40 and 5 per cent. 
Universal, No. 00, $1.25 each net; 
: $1.86; No. 3, 
No. 331, 

333, $3.72; No. 304, $ 
Enterprise, No. 5, 
net; No. 10, $3.82; No. 501, $1.39; No. 
602, $1.74; No. 703, $2.2 


GARBAGE CANS.—Retailers are or- 
dering garbage cans quite freely. In- 
dividual orders are small, but cover a 
good variety of stock. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Garbage Cans.—Underground, gal- 
vanized, No. 2, $9.75 each net; No. 3, 
$12.25; No. 10, in lots of a dozen, $6 
each; cement coated, 14 x 22 in., $11 
each. Regular outdoor, galvanized, 
= L Oates $1.05 each; 18 gal., $1.44; 42 

1.6 

ete Pails.—Galvanized, 3 gal., 
$8.20 per doz. net; 5 gal., $10.50; 7 
gal., $11.60; 10 gal., $12.90. 

Garbage Receivers.—For the sink, 
$12 per doz. net. 


HOCKEY STICKS.—Along with those 
for ice skates, jobbing salesmen are 
taking orders for hockey sticks. Retail 
sales last year were encouraging and 
the average merchant cleaned up well. 





JOBBERS’ gp hans eg TO RE- 
TAILERS, F.0.B. BOST 


Hockey Sticks.—Boys’ adie $2 
per doz. net; Junior, $4; Expert, $6; 
youth’s special, $8; Professional, $12; 
Championship, $14; University spe- 
cial, $16; International special, $20; 
official goal, $24. 


PAILS.—Both galvanized and wooden 
pails continue in demand. Most of 
those sold by jobbers during the past 
60 days will be shipped out some time 
this month. 


JOBBERS’ gh FA TO-RE- 
TAILERS, F.O.B. BOSTON 


Pails.—Galvanized, 8 at., "$2. 28 per 
doz. net; 10 qt., $2.54; 12 qt., $2.80; 
14 qt., light, $3.11; 12 qt., heavy, 
$4.11; 14 qt., heavy, $5.42: 14 qt. 
extra heavy, $6.19. 

Pails—Wood, two hoop, clear, 
$4.12 per doz. net; 3-hoop, clear, 


$4.50; stable, iron hoops, $6.50; white 


cedar, galvanized hoops, $17. 
SKATE STRAPS.—Demand for skate 
straps is increasing as the jobbing sales 
season advances 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Straps. — Skate, with common 
buckle, % x 20 in., black and russet, 
$1.70 per doz. pair net; % x 30 in., 
$2.40. Patent leather, % x 20 in., 
black and russet, $2.38; 5 x 30 in., $3. 


STORM WINDOW GOODS.—Retailers 
are beginning to evince interest in 


storm window goods. Jobbers say, how- 
ever, it will be another month before 








the big buying movement is in full 
swing. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Fasts.— Merrill, galvanized, $6.75 
per dozen sets net; clamps, 30c. per 
pair. Dolver, $1.35 per dozen. 

Hangers.—Stanley, No. 1716J, $9.70 
per gross sets net; No. 1728Z, $5.97 
per dozen. 


Eyes.—Standard makes, $1.05 per 
100 count net. 
WINDOW WEIGHTS. — Window 


weights are selling, but usually in small 
quantities. 


JOBBERS’ OT yon, TO RE- 
TAILERS, F.O.B. BOST 


Window .Weights. cee stock, 
2c. per lb. 

From Foundry — Local shipment, 
$38 per ton. 


WRINGERS.—Somewhat more interest 
is shown in wringers and kindred mer- 
chandise. The fall selling movement is 
of encouraging proportions, according 
to jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. BOSTON: 
Wringers.—Crescent, No. 130, $8.40 


each net; Royal, No. 100, $3.70; 
Brides’ Del ight, No. A300, $4; ct 
A301, $4.25. Universal, No. 350, $4. 


$4.45; No. 3805, $4.70; Ne 
3408, $5. 10; No. 360E, $5.45; No. 591E, 
$5.40; No. 3618, $5.70; No. 528E, $6.25 

Folding Bench. — Universal, No. 
B350E, $7.20 each net; No. B380E 
7.55; No. B381E, $7.95. 








(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Sept. 3.—August business was satisfactory to most 
jobbers in this territory, considering the fact that it is usually one 


of the low months of the year. 


Many salesmen take their vacations 


at this time, but are now back on the job and business during the 


last week began to show signs of improvement. 


With the beginning 


of the hunting season for many animals and birds less than a month 
away, retailers are beginning to stock up on arms and ammunition. 
However, the height of this activity will not be reached for another 
month or six weeks as squirrels and rabbits may not be hunted in 


Pennsylvania until Nov. 1. 


Cooler nights in this territory have be- 


gun to stimulate sales of coal shovels and coal chutes and jobbers 
are now shipping stoves in considerable numbers against old orders. 


Demand for farm tools has just about 
subsided, although occasional orders for 
corn cutters and other implements used 
in the harvesting of late crops are still 
coming in. Ventilators are moving 
from jobbers’ stocks in better volume in 
anticipation of fall demand and the 
same is true of stove pipe and fixtures. 
Builders’ hardware is still quiet. Few 
price changes have come out recently. 
Some makers of paints have announced 
advances all along the line and the 
others are expected to follow. Paint 
demand has been quie® in the last two 
months, but is expected to be better 
than usual in the fall because spring 





work was so seriously curtailed by bad 
weather. Prices on baseballs and bats 
for next year have been announced and 
are changed little from present levels. 
Jobbers’ prices on nails and wire are 
weak, reflecting the uncertainty of mill 
quotations. On nails manufacturers are 
occasionally competing with jobbers on 
carload lot business and have quoted 
prices considerably below the general 
jobber minimum of $2.90 per keg. This 
situation is also being met in nearby 
territory on galvanized steel products, 
such as tubs and buckets. 

The steel industry locally is still op- 
erating at a high rate, but shipping or- 


Reading matter continued on page 64 








Improvement Begins in Pittsburgh Market— 
Prices Remain Steady 


ders have declined to a point where it 
is only a question of how long present 
backlogs will last before curtailment is 
necessary. Improvement.in specifica- 
tions is expected during the latter part 
of the month, particularly when the au- 
tomobile industry gets back into full 
production after changing models. 
Present shipments to this industry are 
far below recent levels. Other consum- 
ing industries are taking steel in good 
quantities, but a continuance of this 
demand depends entirely on the placing 
of heavy orders during the next month 
or two. 


ARMS AND AMMUNITION. — The 
open season on rails began on Sept 1, 
and on Oct. 1 wild waterfowl may be 
hunted in Pennsylvania under the pro- 
visions of this year’s game laws. The 
season on wild turkeys, pheasants, 
squirrels, rabbits and a number of other 
of the more common hunting animals 
does not open until Nov. 1, but there is 
already a fair movement of loaded 
shells, and guns are moving rather 
briskly out of jobbers’ stocks in this 
territory. The present activity will 
reach its peak early next month, but 
will be short lived, as the open season 
on the more common animals does not 
last more than a month. 
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Powered by Aut-O-Dor 


The Electric Operator 
that Never Fails 


We have been making better and better door hardware 
for 49 years. We stake our reputation on this statement 
. « « that Slidetite equipment is “‘perfectian itself’ for 
commercial and private garage doorways, unobstructed 











openings up to 30 feet width .. . no center post hazards! 








By merely pushing a button or pulling a cord, several of 
which may be conveniently located, Slidetite equipped 
doors can be made to slide open wide and shut tight, auto- 
matically. Aut-O-Dor Electric Operator never fails. 













Write for illustrated Catalog, which answers 
every garage doorway question, with exclu- 
sive R-W engineering achievements. 


ichards-Wilcox Mf 






“Quality leaves | 
its imprint’ 
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“A Hanger forany Door that Slides. 
New York . . . . AURORA, ILLINOIS, U.S.A. . . . ~ Ghicago 
Boston Philadelphia Cleveland Cinci i Indi lis St. Louis New Orleans Des Moines 









Montreal +» RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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AUTOMOBILE TIRES AND TUBES. 


—August business fell considerably be- | 


low July. Prices in this territory are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 


Mansfield tires, 4 ply balloon type, 


29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50, 
$8.25: tubes, $1.60; 29 x 4.75, $9.55; 
tubes, $1.70; 29 x 5.00, $9.90; tubes, 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; 
31 x 5.00, $10.65; tubes, $1.85; 32 x 
5.00, $11.75; tubes, $1.90; f- x 5.25, 
$11. 10; tubes, $1.85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25; S12. 50: tubes, 
$2.05; 29 x 5.50, $12. 65; tubes, $2.25. 

Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; ee $2.35; 
30 x 6.00, $16.65; tubes, $2. 31 x 
6.00, $16.65; tubes, $2.30; oe = 6.00, 
$16.95: tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 


Tire display racks, $10.00 each. 
Prices in all instances are each. 


BATTERIES.—There is a good demand 
for flashlight batteries, although the 
movement of radio units has been grad- 
ually declining for some time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Broken Unit 
Packages Packages 
Pe BOR: sp ossaedeeoe een $2.22 $2.06 
oS eer er rere sy 2.97 
Se a ae ee 2.06 1.92 
Oe ee 2.00 2.80 
ES aie caweeast 1.32 1.14 
et : ree 42 39 
Ss ae 1.05 a 
SS Sea 1.40 1.30 
SS) eee ee 1.40 1.30 
eI re: 1.92 
eer 1.93 1.79 
No. 6 dry cells, ignition type, unit 
packages, 36c. each. 
Flashlights.—No. 935, 6%c. each; 
No. 950, 64%4c.; No. 790, 13¢.; No. 705, 
19%c.; No. 750, 13%c.: No. 791, 13c. 


Hot Shot.—No. 1461, $1.67; No. 1661, 
2.37. 


BOLTS, NUTS AND RIVETS.—De- 
mand is holding up and prices in this 
district are very satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Bolts.—All styles except stove and 
tire bolts per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list. 

Nuts.—All styles, off 
list 

Rivets.—Larger, $3.50 base per 
pieces; small wagon and tinners’ 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—There has 
been little change in the movement of 
products listed under this classification, 
and Pittsburgh jobbers are now fairly 
well reconciled to a bad year for this 
line. Manufacturers of builders’ hard- 
ware have been more fortunate, as large 
building operations in the territory 
have been somewhat better than -resi- 
dential construction. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots in 3 x 3 in., $18.50 per 100 pairs; 
3% x 3% in., $19; 4 x 4 in.. $30. 

Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.85; 10 in., $4.80; 
extra heavy T, 6 in.. $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per 100 pair; 
4 in., $12.6 

Hasps. Shite 
single dozen lots, 3 in., 
4 in., 79c.; 6 in., $1.05; 
97c. per doz.; 4% in., 
$1.60. 

Garage Sets.—Swinging 
in., $3 per set. 

Lock Sets—Heavy 
inside, $17 per doz.; 


50 per cent 
100 


riv- 


without screws, 
65c. per doz.; 
safety, 3 in., 
$1.14; 6 in., 
hinges, 10 
brass 


$2.50 


beveled, 
front door, 


| business in coal shovels 











per set; steel inside, $5.25 per doz.; 


front door, $1.65. 


COAL CHUTES.—Demand is very sat- 
isfactory, and there is also a growing 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 

8 ft., $6 each; 10 ft., $7.20 each; 
12 ft., $8.40 each. 


GARAGE HEATERS.—This line is 
moving well at recently announced 


prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Superior, $27.50 each; Cozy, $23 
each; Junior, $15 each; Wizard, $5 
each. 


LANTERNS.— Demand for lanterns 
does not reach its peak until the end of 
daylight saving time, but is fairly good 
at present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 

Gasoline Lanterns.—No. 220, ms 
each; No. 228, $6.30 each; No 397, 
$4.70 each. 

Kerosene Lanterns.— Monarch 
Clear, $8 per doz.; Monarch Ruby, 
$10 per doz.; Junior Tin, $8.50 per 


doz.; Junior Brass, $15.75 per doz.; 
Little Wizard, $8.50 per doz.; D-Lite. 
$13 per doz.; Junior Wagon, $17.25 
per doz. 


MISCELLANEOUS TOOLS.—Demand 
is steady as usual, and prices are well 
maintained. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 


Circular Saws.—6 in., $2.25 
8 in., $3.00; 10 in., $4.00. 

Cross Cut Saws.—Simonds Crescent 
Ground, Nos. 13, 22, 113, 133, 324 and 


each; 


325, 5 ft., $5.40; 514 ft., $6; 6 ft., $7. 

Electric Drills—No. 141, $24 each; 
No. 142, $32: No. 122, $48; No. 562, 
$35.20; No. 382, $41.60. 


Files.—Disston, 50 and 10 per cent 
off list. Nicholson and Black Dia- 
mond, 50 per cent off list. Simonds, 
50 per cent off list. 

Garage Vises.—No. 43, $2 each: No. 
4314, $3; No. 44, $5. 


PAINTING SUPPLIES. — Turpentine 
has been advanced Ic. a gallon and is 
now quoted at 64c. a gallon in barrel 
lots. Linseed oil and white lead are un- 
changed. Some makers of paints have 
announced advances and others are ex- 
pected to follow in the rear future. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 


Ready mixed paints, best grades, 
$2.60 per gallon; lower grades, $2 
(white and dark greens. 15c. per gal. 
higher); white lead, 13%c. per lb. in 
100-lb. lots; 10 per cent less in lots 
of 500 Ib. or more, and extra 4 per 
cent less on lots of a ton or more: 
turpentine, 64c. per gal., in barrel 
lots; raw linseed oil, 14c. per Ib., in 
barrel lots. 


ROPE.—Sales are improving and prices 
are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. PITTSBURGH: 


Plymouth manila rope, 24c. per Ib., 
base for % in. and larger; New Zea- 
land manila rope, 18c. per lb., base 
for % in. and larger; Sisal manila 
rope, 15c. per lb., base, for % in. and 
larger. These prices are subject to 
the usual advance on smaller sizes. 


SASH WEIGHTS.—tThe price is un- 
changed at $42 a ton, f.o.b. Pittsburgh, 
and there is little business. 


SPORTING GOODS.—Prices on base- 





balls and bats have been announced for 


the coming year and show little change. 


STOVE PIPE.—There is a good move- 
ment out of stocks as cold weather ap- 
proaches. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 


Lustro stove pipe, 3-in., $6.75 per 
doz.; 4-in., $7.50 per doz.; 5-in., $9.00 
per doz.; 6-in., $10.50 per doz. 

Lustro stove pipe elbows, 3-in., 
$4.50 per doz.; 4-in., $5.25 per doz.: 
age $6.50 per doz.; 6-in., $7.75 per 
doz. 


VENTILATORS.—Movement is grow- 
ing in anticipation of fall demand. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, PITTSBURGH: 


Continental line: De-Flekt-Air 
(metal center ventilators) No. 63, 
$2.20; No. 87, $2.60; No. 88, $3.75; No. 
117, $3.75 per doz. net. Continental 
wood frame cloth ventilators, No. 
No. V-923, $2.00; No. 
No. V-949, $3.75; No. 
V-959, $4.40; No. V-1537. $3.45; No. 
V-1549, $5.00 per doz. NET. Conti- 
nental metal frame cloth ventilators, 
No. 833, $2.50; No. 837, $2.80; No. 845, 
$3.75; No. 1137, $3.45; No. 1145, $4.40: 
No. 14387, $5.00, and No. 1445, $5.60 
per doz. 

Diamond E, "No. 33, $3 per doz.; No. 
01, $4.40 per doz.: No. 02, $4.80 per 
doz.: No. 03, $5.60 per doz.; No. 1, 
$5.20 per doz.; No. 2, $5.60 per doz.: 
No. 3, $6.40 per doz.; No. 4, $7.60 per 


doz.; No. 5, $8.40 per doz. 
Wurldsbest Ventilators, No. 2, 

$1.75: No, 3, $2.00; No. 4, $2.50: No 
A, $3.00; No. 6A, $4. 00; No. 6B, $4. 50: 


and 6C, $5.00. These are’ LIST 
EACH prices and subject to a dealers’ 
discount of 33% per cent. 


WIRE PRODUCTS.—Prices are rather 
sofe throughout the list, particularly 
on nails. In some cases mills are com- 
peting with jobbers on carload business 
and prices considerably under the pres- 
ent jobber minimum of $2.90 per keg 
have been made Demand for wire 
products is quiet for this time of the 
year. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. PITTSBURGH: 
Fence Wire 


per 100 Ib. Annealed Galvanized 
No. 6 to 9 gage...... $2.90 $3.35 
DRE vise ueoecesad hie 2.95 3.40 
_ SL aS ie ee ne 3.00 3.45 
eee.” ees : 3.55 
TORE sorte sce eebogees 3.15 3.70 
MOSER: Ssiakew'skssaawe 3.25 3.90 
| Sa rere 3.45 4.20 
BOO TR Gs ois bx .sin o.8-x bree 3.65 4.40 
Barbed wire (per 80-rod spool): 
2-point A er Ee aa E $2.89 
BPRNNNIE PN 6.00.5 win sei Seca hale bes 3.09 
NE ENE oc'5.6.5 Wine Wie 4's 5264's 
4- PEE, SURI incase ne oa 10 60 06 50g 3.09 
2-point cattle (special).......... 2.20 
Field Woven Wire Fence (per 100 


rods): 





Poultry and rabbit (No. 14% gage) 
SE Aes ae eno. $36.50 
EL. SIRES PRS Sieg eet * 44.00 
Mss RED Sb sss ss irse'onc 5ae hee as 49.50 

Smaller mesh: 

See, RS eran eres $37.00 
ee) a ee en eee 44.50 
LS... SSS ree eee 
My OWE MS bse ih scatnice duis siete oe 60.00 

Steel Fence Posts: 

Painted 

Galvanized Angle 

Tubular Steel 
Dett vba ten es ecers a ere 
6% ft. ...........55¢. each 38c. each 
7 TRh> wx bans Comet 65c. each 3 each 
SR ee ee 45c. each 


Bright nails, base, per keg, $2.90. 


Reading matter continued on page 66 
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WMH FOX HARDWARE 








Only Chevrolet Trucks 


give you these combined advantages 
—in the price range of the four! 


Six-Cylinder Power ... Six-Cylinder Speed ’ 
....Six-Cylinder Smoothness .. . Flashing 
Acceleration ... Great Dependability .. . 
Ample Capacity ... Wide Range of 
Bodies ... And the Economy of the four! _, 








Delivery...... $5 95 





In every section of the country, the new 
Chevrolet Six-Cylinder Trucks are stead- 
ily gaining in popularity — 


—for here are offered literally; scores of 
outstanding advantages never before avail- 
able at such low prices. 


Here is performance unapproached in 
any other truck in the low-price field— 
six-cylinder power, six-cylinder speed, 
six-cylinder smoothness and flashing 
acceleration. Here are such outstanding 
truck features as big, powerful, non- 
locking 4-wheel brakes—rugged banjo- 


type rear axle—and, in the Utility Truck, 
a 4-speed transmission. 


Here is dependability that keeps the truck 
on the job with the very minimum of 
servicing. And, finally, here is outstand- 
ing economy—for not only are these new 
six-cylinder trucks available in the price 
range of the four, but they are just as 
economical to operate as their famous 
four-cylinder predecessors. 


Visit your Chevrolet dealer today! He can 
supply a body type exactly suited to your 
requirements, and will gladly arrange a 
trial load demonstration. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


Chasis... 400 


CHAI 25 ci0.00 6 4 5 45 


1% Ton 


All prices f. o. b. factory, Flint, Michigan 








A SIX IN THE PRICE RANGE OF THE FOUR! 





with Cab s+. O50 
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Cleveland Hardware Trade Is Fair 
Despite Seasonal Slump 


(Clevéland office of HARDWARE AGE) 

CLEVELAND, Aug. 3.—While the usual seasonal slump is in evi- 
dence hardware business is fair for this time of the year. Jobbers’ 
sales in August fell slightly below July and were not up to August 
last year. However, August a year ago was a good month for the 
summer season. Jobbers are getting a steady volume of business 
in staple lines and retailers are showing a little more interest than 
recently in fall merchandise. However, there is not a great deal of 
activity yet in winter merchandise. The demand for electrical heat- 
ing appliances including irons, percolators, and toasters has shown 
an improvement with the approach of the fall season. No im- 
portant price changes are reported. Prices have been announced 
on steel goods for next season, these being practically the same as 
prevailed this year. Jobbers are starting to take orders for this 
line for next spring. 





AUTOMOBILE TIRES AND ACCES- | oP pee gee yr Fc ft. lengths, 

. * : 7.30 per bale. No difference in price 
SORIES.—Demand for tires is still sat- | jetween 5 Ib. and 8 Ib. balls. Five 
isfactory, although not quite as heavy | per cent discount if .paid in 10 days, 


f.o.b. factory, Chicago and Auburn, 


as a few week ago at the start of the N. ¥., 11%c. per bale less than above 
touring season. | prices. 
JOBBERS’ QUOTATIONS TO RE- BOLTS AND NUTS.—The demand con- | 
been big wn joao tinues very good. The market is firm 
ires an ubes.—Mansfie ires, ee 
4-ply ballon; 29 x 4.40, $7.40; tubes, at regular prices. 
$1. 50; 30 x "4.50, $8. 25, tubes, $1.60; JOBBERS’ QUOTATIONS TO RE- 
$1020. we A 90, tubes, $1  ¢ oo at 00. TAILERS, F.O.B. CLEVELAND: 
ubes x 5.25, 90), é : 

° rs a 2 Machine and carriage bolts, cut 
ee a va ) we Re tubes, thread, hot pressed and cold punched 
39.50: yg y 4.50. $11.05." <n os 5 35° nuts and lag screws, less than case 

ee = . ee ee lots, 60 per cent off list; bolts with 
$14.30; 31 x 5.25, $14.70: 33 x 6.00, rolled thread, % in. x 6 in. and 
$17.55, double service, mH 29 x smaller, 60 and 10 per cent off list; 
-_ ate ee: = x Het ie. ae: 4 x | additional discount of 10 per cent is 
500" $17.30: 30 2s 5.25, $19.70: 31 = allowed for full case lots of one size. 
5.25, $20.35; Lib _ pan 39 4.40, Stove bolts, 75 and 10 per cent off 
$5. 65; “30x 50, $6. 30: Des 00, $7.95 list; semi-finished nuts in bulk, 60 
x 5. v9; per cent off list; 54 per cent for 
30 x 5.00, $8.20; 31 x’ 5.25, $9.85; 32 x | Ber cent 
6.00, op es high pressure cethes 30 ae ee 
xX 3, $4.40; 30 . 5° $4.75; 31 x 4, BUILDERS’ HARDWARE.—Business 


$8.45; 32 4 4, $9. 
AXES.—Sales om picked up somewhat | 
during the past week or two. 


is only fair in this line. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 


JOBBERS’ QUOTATIONS TO RE- In case lots, lock sets, $5 per doz.; 
TAILERS, F.O.B. CLEVELAND: | heavy strap hinges, 6 in., $1.55 per 

First grade single bitted, rustless, | doz.; 8 in., $2.40 per doz.; extra heavy 
black finished handled axes, $19.50, | T hinges, 6 in., $1.80 per doz.; 8 in., 
base, per doz.; unhandled, $15.50 per | $2.70 per dog.; 10 in., $4.25 per doz. 
doz.; double bitted, handled, $24.50 Butts, case lots, 3 in., and 3% in., 
per doz.; double bitted, unhandled, |  16c. per pair; 4 in., 2lc., per pair; 


$20 per doz.; 60c. increase for dozen for less than case lots, all sizes are 
lots weighing 42 to 48 Ib. and smaller 2c. per pair higher. Butts with sand 
advance for each 6 lb. additional | blasted finish are 4c. per pair higher. 
weight increase. PB ya rcoye ong en Gee te oe 

. . . per doz.; nicke nish, ‘ $1.20 per 
BATTERIES. — Flashlight batteries doz.; sand blast finish, $1.15 per doz. 


continue, but the demand for radio bat- | cRLL-0-GLASS. — The demand 





: c is 
teries has tapered off considerably. | quiet 
JOBBERS’ QUOTATIONS TO RE- | : 
4 JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: TAILERS, F.0.B. CLEVELAND: 
B and C Radio Batteries c 
Sn” Biase $1.14 $1.22 ‘ell-O-Glass in 100 ft. rolls, 12e. 
PE See a a i ose 1.30 1.40 per sq. ft.; glass cloth in 100 yd. 
OWE voi nsecascnvae 1.92 2.06 | ‘Tolls, 24c. per sq. yd. 
, ~ - , 
og, ieppenennepiened 300 | CHAINS.—Jobbers have done a heavy 
No. 486 oi A talkie 2.97 3.20 volume of business in log chains this 
ry e atteries, No. 7111, 
354%c. in standard packages, 40c. in Aa but the demand recently has 


cell batteries, 32%c. in standard 
packages, 36c. in broken lots, tena Foe cee ane: ™ 


BINDER TWINE.—Some orders are Coil chain, 3-16 in., $11.85 per 100 
being placed for twine for tying corn. Ib... % in., $10.75 per 100 Ib.; 5-16 in.. 


$9.25 per 100 Ib.; in., $7.85 per 100 
JOBBERS’ QUOTATIONS TO RE- “ De 


Ib. Cow ties, No. 14, $2.75 per doz.; 
TAILERS, F.O.B. CLEVELAND: No. 15, $2.50 per doz. Tie-out chain, 
Standard binder twine, $5.73% per 60 per cent off list. 


»0 Ib. bale; white sisal, $5.73% per “comtgarep ROOFING.—Retailers 


broken lots; Columbia igniter dry ie off. | 





bale; second quality standard, $5.36% 
per bale; fine, 600 ft. lengths. $6.73% are placing orders for fall, making the 
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demand for this material better than it 
was recently. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
28 gage ———s roofing, 26 in. 
wide, $3.97 for 1% in., and $3.92 for 
2% in., for 10 squares or more. 


GAME TRAPS.—While jobbers are so- 
liciting orders for the coming season, 
business so far has been light. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Victor traps No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.40 
per doz.; No. 2 $3.36 per doz.; "heukts 
grip No. 91, $2.44 per doz.; ‘Oneida, 
jump traps, No. 0, $1.59 per doz.; No. 
1, $1.83 per doz.; No. 1%, $2.81 per 
doz.; No. 2, $4.39 per doz. 


GLASS BAKING WARE.—This con- 
tinues to move well. Retailers are 
rounding out their stocks. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Casseroles.—Round or oval, 1 qt., 
gts 1% qt., $1.17; 2 qt., $1.33; square, 
1.475 casseroles’ with fancy covers, 
3c. higher. 
Pie Plates.—8 in., 50c.; 9 in., 60c.; 


10 in., 67c. 
asta Pans.—No. 212, 60c.; No. 214, 


vaitility Dishes.—No. 231, 67c.; No. 

ga — cups, $1.67; 4 cups, $2; 

6 cups, $2.3 
ICE pay a for the coming 
season so far have not been plentiful. 
Last winter was not a good one for 
skates, and some retailers did not clean 
out their stocks. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Union Hardware Co., No. 1624 
men’s screw clamp skates, polished, 
84c, per pair; No. 1624%, same nickel 
plated, $1.19 per pair; No. 524%, 
screw clamp hockey, $1.27 per pair; 
No. 424%, same nickel plated, $1.60 
per pair; women’s skates, No. 5624, 
$1.12 per pair; No. 5624%4, same nickel 
plated, $1.44 per pair. Shoe skates, 
$5.25 per pair. 


LAWN GOODS.—Prices are out on 
sprinklers, hose couplings and nozzles 
for next season and are virtually the 
same as they have been this year. Job- 
bers are still getting some current or- 
ders. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


Perfect clinching hose couplings, 
$1.90 to $1.95 per doz.; female ends, 
$1.30 to $1.35 per doz.; "hose menders, 
80c. per doz.; Rainbow nozzles, $3.80 
to $3.85 per doz.; Crown lawn sprin- 
klers, $5.75 to $6 per doz.; Crescent 
sprinklers, $5.65 to $5.90 per doz. 


LAWN HOSE.—Not much hose has 
been sold for next season since the re- 
cent anncuncement of prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


2-braid molded uncoupled hose, 
%-in., ese, per ft.; %-in., 7c. per 
ft.; %-in., 8c. per ft. Coupled hose 
is "Ke. per ft. higher. 
NAILS AND WIRE.—Nail prices are 
weak in some sections, particularly in 
southern Ohio, southern Indiana and 
Kentucky. Local jobbers do not seem 
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Now is a good time 
to talk BRONZE 
Screen Cloth 
































After a summer of flies and mosquitoes, a lot of 
people are deciding that rusted-out iron screening 
is just about as good as chicken wire—as far as 
keeping out insects is concerned. 

It’s worth while telling these people about 
Chase Bronze Screen Cloth.* Maybe you can’t sell 
them till Spring—but you can set them thinking. 
To gain sales next season, plant the idea now of 
rustless screen cloth, that never needs painting, and 


gives sure, permanent protection against insects. 





The Mark that Identifies Good 
Brass and Copper Products 





CHASE 


*K Chase Bronze Screen Cloth is woven from genuine 
Chase bronze wire. Uniform in mesh . . . firm crimp in 
cross wires ... almost total freedom from splices. Every 
roll carries the distinctive Chase-mark—your guarantee 


of satisfactory quality. 


CHASE 
BRONZE SCREEN CLOTH 





And by the way—if you're low on rivets and burrs... they 
don’t come any better than the rivets and burrs that we make. 





\— 





Fo a , 


CHASE BRASS & COPPER CO. - ivcorporsreno — WATERBURY, CONN. 


And quick service on pick-ups through the nearest of our 14 warehouses in New York - Boston - Newark - Philadelphia - Baltimore 
Cincinnati - Cleveland - Detroit - Minneapolis - Chicago - St. Louis - New Orleans - Los Angeles - San Francisco. 
(Sales Offices also in Rochester, Pittsburgh and Dallas.) 
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disposed to meet the competitive situa- 
tion at the weak spots and are holding 
to their regular prices. Business is 
rather slow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Nails.—Factory shipment, car lots, 
$2.65 per keg: less than car lots for 
factory and stock shipment, $2.90 per 


keg; other products for stock ship- 
ment, No. 9 galvanized wire, $3.35 
per 100 lb.; No. 9 annealed wire, 
$2.90 per 100 Ib.; polished fence 
staples, $3.35 per 100 Ilb.; galvanized 
fence staples, $3.60 per 100 lb.; coated 
nails, $2.90 per keg. 

Barbed Wire.—Lyman, 4-point cat- 
tle wire, $3.09 per 80-rod spool; hog 
wire, $3.36 per 80-rod spool. 

POULTRY NETTING AND WIRE 


CLOTH.—Demand is light. Prices for 
next year have not yet come out. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list: 
galvanized before weaving, 50, 10 and 
10 per cent off list. 

Wire cloth, per 100 sq. ft., 12-mesh, 
black, $1.95; 14-mesh, galvanized, 


Missouri River Crossings 


$2.60; 14-mesh, bronze, $6.10; 16-mesh, 
bronze, $6.50. 
PREPARED ROOFING.—This is mov- 
ing better than early in the summer. 
Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Popular grades, light, 83c. per roll; 
medium, $1.02 per roll; heavy, $1.19 
per roll; slate surface roofing, $1.99 
per roll. 
RADIO -EQUIPMENT.—Jobbers are 
doing a fair amount of business in 
| radio sets. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Tubes, CX No. 112A, $2.50; CX No. 
326, $2; CX No. 327, $3; CX No. 380, 


$3.50: CX No. 371A, $2.50. Dealers’ 
discount from these prices, 35 per 
cent. 

ROPE.— The demand is moderate. 


Prices are not yet out for next year. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 22%c. 

per lb. for factory shipment and 238c. 

per lb. for stock shipment; sisal rope, 





16c. per lb. for factory shipment and 
1614c. for shipment from stock. 


SASH WEIGHTS.—tThese are quiet. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Sash weights, $36 per ton, for mill 
shipment, $34 per ton. 


STOVE PIPE AND ELBOWS.—Job- 
bers are now making shipments against 
early orders and are still getting a fair 
amount of business. 


JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.O.B. CLEVELAND: 
6 in., 20 gage stove pipe per crate 
of 25 joints, $3.28 for factory ship- 
| ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
| ment and $4.25 for stock shipment; 
6 in., corrugated elbows, $1.30 per 
| crate for factory shipment and $1.40 
| 
| 





for stock shipment. 
SHEETS.—Galvanized sheets are rather 


quiet. No change in price. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


24-gage galvanized sheets, $4.60 per 
100 Ib. 


Territory 


Reports Trade Spotty 


KANSAS CiTy, Sept. 3.—Current hardware business varies with 
the precipitation. Over a large part of the territory the corn needs 


rain. 


Recent extremely hot weather, with little moisture to relieve 


it, has done some damage to the corn crop; the extent of it will de- 


velop later. 


Early-planted corn shows a better stand than that which could not 


be put in until several weeks after the normal planting time. 


East 


of Kansas City, particularly, the corn prospects are now considered 


poor. 


Some rains have fallen, however. 


Where moisture conditions 


are good, business is good. Hence trade is extremely “spotted.” 
Though the wheat crop in general yielded the farmer a big in- 


come, there are some poor wheat 
hardware is relatively light. 


sections in which the demand for 


Ammunition business has been inordinately stimulated by the 


price war being waged in that line. 


More loaded shells have been 


sold for fall delivery than has been the case for a number of seasons. 
There is some talk to the effect that the cut prices on ammunition 


may soon be withdrawn. 


Harness trade has been heavy, though 
current demand is limited. One whole- 
sale house reports it has done more har- 
ness volume to date this year than it 
has transacted in this line in any entire 
year since 1924. This report is believed 
to be characteristic of the general har- 
ness movement in 1929. Fall harness 
trade is just starting. Future orders in 
steel goods are developing volume. 


Because of adverse weather condi- 
tions some pessimism is heard among 
dealers and traveling salesmen. How- 
ever, business has been so satisfactory 
over the territory as a whole for the 
first two-thirds of the year that ex- 
treme reverses must set in if the volume 
figures for 1929 are to show anything 
like a decrease below those for 1928. 
Opinion still prevails that the current 


year will end favorably in comparison 
with the year preceding. 

BALE TIES.—This has been one of the 
best bale tie years in record in the Mis- 
souri River hardware trade. The de- 
mand has been so great that shortages 
have developed at both the jobbing 
houses and the mills. The line con- 


ment. Prices are stable. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bale ties, 8% ft., 14 ga., $1.39 per 
bundle; 9 ft., 14 ga., $1.46; , 15 


15 ga., $1.21; 9 ft., 15 ga., $1.28; 8 
ft., 154% ga., $1.00; 8 ft., 15% ga., 
$1.06; 9 ft., 15% ga., $1.13; 7% ft., 
16 ga., $0.88; 8 ft., 16 ga., $0.92; 8% 
ft., 16 ga., $0.97. 





light, though usually so at this time of 
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tinues to show a good current move- 


BUILDERS’ HARDWARE.—Orders are | 


the year. Business in spring futures 
| has already begun. No price changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2% steel butts, 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.;: steel bit- 
keyed front door sets, $17.00 per doz. 
set; wrought bronze metal, $2.25 per 
set; cylinder front door sets, wrought 
bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
The price situation in this line has 
shown much recent improvement, 
whereas during the spring the market 
was highly competitive. Little com- 
plaint is registered on this score. Price 
stability is accepted. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Small carriage, rolled thread, 50- 
10-10-5 off list; small carriage cut 
thread, 50-10-5 off list; large carriage 
eut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
from list as of April 1, 1927. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Business is fairly satisfactory, 
especially in the urban centers. Prices 
show a slight upward tendency. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


28 gage, 5 in. lap joint eaves 
trough, $4.75 per 100 ft.; 28 gage, 3 
in. conductor pipe, $5.10 per 100 ft. 

GRAIN SCOOPS.—tTrade in the small- 
grain sizes continues. Ear-corn scoops 
are conspicuous in the future business. 
New prices seem fairly firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Grain scoops, 
| gated bottom, 





split handle, 
light weight; 


corru- 
No. 6, 
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to a skyscraper... 


eles Gh) ms 
NO.88000 


The Segal type of lock-sets solves both the prob- 
lem of decorative hardware and burglar-proof 
security; that is why so many architects and 


builders Segalock their buildings. 


from a cottage : 





GEGA 


and HARDWARE 





a ® s 
Segal lock-sets offer the 
Builder’s Supply Department, 
of the up-to-date Hardware 
dealer, a real source of greater 
sales and profit. 


Home builders, architects, builders and con- 
tractors quickly see the advantage of burglar- 
proof Segal lock-sets. They not only give greater 
protection but aid also the ultimate rental or 
sale of the building. A building “Segalocked 
against burglary,” whether it be a cottage, sky- 
scraper, hotel or factory, has added value. 

Segal lock-sets not only give you this extra 
sale-clinching, burglar-proof feature—but they 
sell on merit. Competitive price-cutting that 
means profit-cutting plays no part in their sale. 
Your builders’ supply department will find 
Segal lock-sets mighty profitable to feature. 
“Segal lock-sets protect as well as beautify,” 
inillions are told by Segal national advertising. 
If you are interested—investigate! Write us Now! 


SEGAL LOCK and HARDWARE 
COMPANY, INC. 


55 Ferris Street, Brooklyn, N. Y. 





LOCKS 

















Burglar-Proof 
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$11.50 per doz.; 
$13.50; No. 12, 


LANTERNS.—Current demand is be- 
coming heavier as the nights lengthen. 
Futures are satisfactory. Prices are 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Dietz line of tubular lanterns, hot- 
blast, Little Star, $8.00 per doz.; hot- 
blast, Hy-Lo, same, hot-blast, O. Ries 
$9.50 per doz.; hot-blast, No. 3 Royal, 
$10.00 per doz.; cold-blast, Junior, 
$8.75 per doz.; cold-blast, Junior 
brass, $16.00 per doz.; cold-blast, 
Junior brass, nickel plated, $20.25 per 
doz.; Junior wagon lantern with 
bull’s-eye lens, $17.75 per doz.; 
Eureka driving lanterns with plain 
lens, $19.50 per doz.; Eureka lanterns 
with optical lens, $21.00 per doz.; No. 
15 wall lanterns, $35.00 per doz.; Im- 
perial platform lanterns, $15.00 per 
doz.; No. 1 Climax platform lanterns, 
$6.00 per doz. 


LAWN SPRINKLERS.—Some demand 
is in evidence, despite the fact that Sep- 
tember is at hand. The market is fair- 
ly strong. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Nelson line: Circle, weight per doz., 
12 lb., brass top with brass or cad- 
mium plated bottom, $6 per doz.; 
Crescent, weight per doz., 12 Ib., 
brass top with brass or cadmium 
plated bottom, $5.50 per doz.; Whir- 
ling Fairy, swivel brass hose con- 
nection, malleable base, 11 in. high, 
$14 per doz.; Can’t Beat ’Em sprink- 
ler, diameter 3% in., height 1% in., 
weight per doz., 15 lb., $3.05 per doz. 


MILD STEEL BARS.—Trade is good 
and prices are firmer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
cwt.; steel hoops, $4.66 per cwt.; re- 
inforcing bars, $3.40 per ecwt.; “cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per ewt. 


MOPS.—Demand is getting better and 
the new lower prices still hold. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


_Betty Bright self-wring mop, 
No. 10, $8.00 per doz.; Betty Bright 
mop cloth, No. 20, $4.00 per doz. 


NAILS.—Trade is steady. So are 
prices; earlier in the year they had 
been described as “terrible.” There is 


No. 8, $12.50; No. 10, 
$14.50. 


general satisfaction over the improve- 


ment. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.35 per keg, 
base (see new extras). 

OILS.—Orders are active and show vol- 
ume. Linseed is up 2 cents. 
remains at the same price level. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 
$1.09 per gal.; boiled linseed oil in 
steel-drum lots, $1.12 per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 67c. per gal. 

POULTRY NETTING.—Some trade is 
registering, despite the advancement 
of the season. There are no indications 
of a letup in future demand. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Poultry netting, galvanized before 
weaving, 50-10-5 off list; galvanized 
after weaving, 50-5 off list. 

ROPE.—An excellent demand is regis- 


tering in terms of current orders. Prices 


are steady. 


we ig QUOTATIONS TO RE- 
AILERS, F.O. B. MISSOURI RIVER 
GROSS! NGS 

Highest quality manila rope, stand- 
ard brands, 24c. per Ib., base: No. 2 
manila, standard brands, 22c. per Ib. 
base; No. 1 sisal rope, highest qual- 
ity, standard brands, 17c. per Ib.; 
No. 2 sisal rope, standard brands, 
15%c. to 17c. per Ib., base. 

SASH WEIGHTS.—tTrade is rather 
light. Prices seem to be assuming 
more stability. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

In one-ton lots or more, $1.80 per 
ewt.; less than ton lots, $1.70 per 
cwt. 

SCREWS.—Demand shows a_ normal 
aspect. No change in prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Flat head bright screws, 45-20 
per cent off list; round head, blued 
screws, 40-15 per cent off list; flat 
head brass screws, 37%-15 per cent 
off list; round head brass screws, 
32%4-15 per cent off list. 


SHEETS.—Though the market contin- 
ues rather weak, demand is heavy, both 
at the mills and wholesale houses. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Galvanized sheets, 24 ga., per cwt., 
$5.00 base; one-pass, cold-rolled, 27 


ga., a per cwt.; blue annealed, per 
-80. 


ewt. . 


STORAGE BATTERIES. — Movement 


| is beginning to show some liveliness. 


Turpentine 





| Market highly competitive. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Automobile, 6 volt, 11 plate, heavy 
standard terminal, $8.85 each; 6 volt, 
13 plate, $10.45 each; 12 volt, 7 plate, 
$12.55; 6 volt, 11 plate, thin, stand- 
ard terminal, $7.25; 6 volt, 13 plate, 
thin, for Ford and Chevrolet, $7.95. 


| TIRES. —Business, in volume, is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3%. oversize, 
heavy duty cord, s.s., cl., $6.50; 31 x 
4, $10.80; 32 x 4, $11.50; 33 x 4, $12.10; 
32 x 4%, $15.55; 33 x 414, $16.20; 33 x 
5, $21.15. Balloon, 29 x 4.40, regular, 
$7.40; 30 x 4.50, $8.25; 30 x 5.25, $11.90, 
31 x 5.25, $12.90; 31 x 6.00, $17.10; 33 
x 6.00, $18. Trucks, 32 x 4%, 8 ply, 
$20.55; 33 x 414, $21. '30; 30 x 5, $26.20: 
32 x 6, $32.40; 36 x 6, 10 ply, $46.60; 
34 x 7, $60.15; 40 x 8, 12 ply, $91.60. 
(All foregoing prices subject to 5 
per cent trade discount.) 


TUBES.—Movement is brisk, but prices 
need strength. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 
$15.60 per doz.; 31 x 4, tan, $11.40 
per half doz.; 33 x 4, tan, $12.30 per 
half doz.; 32x 4%, tan, $14.10 per half 
doz. Balloon, 29 x 4.40, heavy duty, 
$18.00 per doz.; 30 x 5.25, $12.00 per 
half doz.; 31 x 6.00, $13.80 per half 
doz.; 33 x 6.00, $15.30 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valwe, 67c. 
each; 29 x 4.40, 86c. each. 


WHITE LEAD.—Trade continues to 
show considerable volume. No price 
changes. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 


White lead, 13%c. per Ib. 
dredweight lots. 


WIRE CLOTH.—Considering the’ fact 
that this is “between seasons,” orders 
are holding up well. Market steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black wire cloth, 12 mesh, $1.85 per 
100 sq. ft.; galvanized, 12 mesh, $2.10; 
14 am, $2.55; 16 mesh, $2.85. Bronze, 
14 mesh, $6. 50; 16 mesh, $6.90. Cop- 
per, 14 mesh, $6.00; 16 mesh, $6.26. 


in hun- 





HE importance of power as the right arm of Ameri- 

can agriculture is disclosed in a report on The 
Mechanization of Agriculture just issued by the Cham- 
ber of Commerce of the United States. 
it points out, 
power available for its use than any other branch of 
American industry except railway transportation. It has 
more power available per worker than the combined 


“American agriculture,” 


Power and the Farmer 


“has more 


power problem in agriculture consists not so much of 
adding greatly to the number of power units on farms 
as it does of securing a more continuous use of the power 
units already available, of providing power in such forms 
that more of it can be utilized by each worker, and of 
mechanizing a number of farm operations which still 
require a prodigious expenditure of human effort.” 
The most spectacular developments, the report con- 
tinues, have occurred in the field of harvesting machin- 





manufacturing industries and uses more power annually 
than all of the mining industries. 

“But in spite of the enormous amount of power avail- 
able for agriculture, many farm operations still are hand 
processes, and less power is utilized annually per worker 
on farms than in any other American industry. The 


ery. Combined harvester-threshers, together with the 
tractor and motor truck, have revolutionized wheat 
growing in the western Great Plains. Mechanical corn 
pickers are coming into common use and the cotton sled 
or stripper has reduced the cost of harvesting cotton. 
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SYPHON FILTER 


SILCNT, JR. 
RETAIL, $1.00 








RED FLASH. JR. RED FLASH, SR. 


No. 100S 






No. 400 








DOUBLE DUTY 
No. 222 


STRAINER SFT 
No. 300 


GEAR TOP, SR.. 
No. 210 


CLIMAX 
No. 250 
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Vastly Improved Everedy Lines Point the Way to More Profits for You 


VERY forward-looking hardware jobber and 
retailer will want to see the new Everedy lines 
for 1930. For Everedy hardware specialties are re- 
cognized everywhere as the outstanding leaders 
for sales volume, quick turnover and liberal prof- 
its as well as for high quality, rugged durability 
and customer satisfaction. 
Now, for 1930, we announce vastly improved 
lines with a bigger sales punch than ever before. 


To supply the rapidly growing home-bottling 
market, Everedy offers the most complete line of 
home-bottling specialties in America, with cap- 
pers to sell at every popular retail price from 75c 


to $2. The New Gear-Top Cappers—models of 


mechanical perfection—have been added. The fam- 
ous Everedy Cappers have been improved. New, bril- 
liantly-colored lacquer and nickel finishes increase 
their display value and sales appeal. The swift- 
selling Climax Capper is offered at a new low price. 
And rounding out the line is the wonderful Everedy 
Syphon-Filter that sells on sight to every home 
bottler who wants clear, sparkling beverages. 


Mechanical improvements also have been made 
in the famous Everedy Door Closers—the Si/ent, 
Jr., for screen and light weight doors—and the 
Silent, Sr., which meets the demands of a year- 
round market for a heavy duty door closer at a 
low price. Everedy Adjustable Screen Door Grilles 
—introduced a short time ago and already going 
over big—are offered for 1930 in three popular 
finishes—brass, bronze and antique copper. 


Moreover, to help Everedy dealers speed up their 
sales, we offer striking new window and counter 
displays—free, of course. These displays give 
dealers a direct tie-up with Everedy’s 1930 adver- 
tising in National Magazines that will carry the 
appeal of Everedy products to millions of consumer 
families from coast to coast. 


Send today for the 1930 Everedy Catalogs of 
Home Bottling Specialties and Door Equipment, 
for the new prices and discounts effective October 
ist, and for full information about Everedy Free 
Dealer Helps and Sales Plans. Write now! 


THE EVEREDY COMPANY 


FREDERICK 


MARYLAND 








Everedy Products are Sold by 
Leading Jobbers Everywhere 


———— SS 





EVEREDY 
PUSH GRILLES 





EVEREDY 











Retail Prices Slightly Higher 
in Far West and Canada 


\\ EVEREDY 
\ KICK GRILLES 

















SILENT, SR. 
RETAIL, $1.50 
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New York Market Preparing for Active Fall 
—August Sales Slightly Behind Last Year 


NEw YorK, Sept. 3.—With Labor Day over the local wholesale 
hardware market is getting ready for an active September business 
which it is expected will be the start of a substantial fall volume. 
The past week-end holiday, celebrated for three straight days by 
many people, materially reduced the local volume of sales. With 
few exceptions, early reports on August volume suggest a figure 
slightly behind the same month of last year, but at that the total 
summer business is as good and in some cases better than the entire 


summer volume of 1928. 


Marking time expresses the present situation in this market. At 
press time we find an in-between status, in that vacations are prac- 
tically over, salesmen are returning to their territories and business 
generally is preparing for a resumption of the full swing status. 

There are practically no price changes of importance. Collections 
are not as good as they should be, but may improve during the cur- 
rent month. Most reports on futures are encouraging. 

Ventilators, juvenile vehicles, fruit presses and preserving equip- 
ment are the most active lines at the present time. 


ASH SIFTERS.—Fairly active, with | 


prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Rotary galvanized ash sifters, $24 
per dozen. 


BOLTS AND NUTS.—Normal call re- | 


ported, with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Carriage bolts and lag screws, % 
by 6 and smaller, 60 per cent off list. 
Larger, 50 and 10 per cent off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
60 off list; larger to 1 by 30, 50 and 10 
per cent off list; 14% to 1% in. diam- 
eter, 30 and 10 per cent off list. 
Stepbolts, 50 per cent off list. 


BUTTS.—Steady prices and a fairly 
active demand reported on this line. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Steel butts, 3 by 3 and 3% by 3, 

18 cents per pair for less than case 

lots; in case lots, 16 cents per pair: 

4 by 4, 24% cents per pair in less 

than case lots, and 23 cents per pair 

in case lots. 
CHRISTMAS TREE LIGHTS.—Early 
interest very light but will likely be 
more active later this month. Prices 
are not expected to change during the 
season and local wholesale stocks are 
expected to be adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Propp sets, No. 842, 85c.; No. 830, 
$1.16; No. 83, $1.43: No. 73, $2.15; No. 
72, $2.43; No. 3020, $1.73; No. 3000, 
$1.48; No. 306, 87c.; No. 305, 87c., and 
No. 310, $1.38. Prices are each and 
net. 

Noma outfits, No. 3500, $3.94: No, 
116, $4.54, and No. 1600, $3.00. Prices 
are each and net. 

Christmas tree lamps, No. 77, 
Mazda assortment (100 in set). $6.90; 
No. 78, Mazda lamps, 10 in a box, in 
following colors, red, blue, green, 
orange, opal, pink, yellow and purple, 
10 to 100, $7.10 per 100; 100 or more, 
$6.90 per 100. 


CLOCKS.—Continue very active, with 
prices unchanged. Alarm clocks appear 
the most popular item in the line. Lo- 
cal stocks considered satisfactory. 








BE ty ogg QUOTATIONS TO RE- 
AILERS, F.0.B. NEW YORK: 
Yemen clocks: America, $1.05; 

America, luminous, $1.58; Sleep- 

Meter, $1.40; Sleep-Meter, luminous, 

$2.10; Ben Hur, $1.76; Ben Hur, lumi- 

nous, $2.46; Big Ben, $2.29; Big Ben, 
luminous, $3.16; Big Ben De Luxe, 
$2.64; Big Ben De Luxe, luminous, 
$3.52: Baby Ben, $2.29: Baby Ben, 
luminous, $3.16; Baby Ben De Luxe 

(any finish), $2.64; Baby Ben, De 

Luxe, luminous, $3.52; Tiny Tim (any 

finish), $1.50. Prices are each and 

net. 

Auto clocks, plain dial, $1.50 each; 
luminous dial, $2.10 each. 

Watches, Pocket Ben, $1.05 each; 
luminous, $1.58 each. 

Extras, on alarm clocks in lots of 
two dozen, 2% per cent: on lots of 
six dozen or more, 5 per cent. 


FTREPLACE FURNITURE.—Activity 
rather limited to date. Jobbers report 
steady prices and believe ‘this line will 
be very active toward the middle of the 


month. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 

Andirons. black finish, $2.50 - $6 
ner pair; black-brass balls, $7.50 to 
$9.75 per pair. Flemish, $5.50 to 
$11.55 per pair: Swedish, $5.75 to $7 
per pair; Burnt antique, brass, $6.25 
to $12 per pair. 

Fire sets. black finish. $4.85 to $5 
per set; black-brass balls, $6.75: 
Flemish, $7.65 to $9 per set; Burnt 
antiaue, brass, $7.65 to $9 per set. 
Swedish, $7.75 per set. 

Grate baskets, black finish. $5.75 to 
$6 each; Flemish, $8.65 to $10 each. 

Spark guard, black finish, $4.15 
each. 

Fire screens, black finish, $5.65 
each; Swedish, $8.65 each, and Burnt 
antique, brass, $8.65 each. 


FRUIT PRESSES.—Activity shows an 
increase in past ten days. Early start 
was not very encouraging but improve- 
ment very definite. At press time this 
item was said to be among the leading 
lines in point of sales. Prices steady 
and not likely to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fruit crusher, galvanized steel hop- 
per, aluminum frame and_ with 
double roller, $10.00 each; same with 
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fly wheel instead of crank, $11.25 
each. 

Fruit press, cast iron base and 
plunger, 3 qt. capacity, $3.60; 6 qt. 
capacity, $4.50 each. 

Fruit presses, hardwood frame, oak 
tubs, ete., No. 0, plain tub, $6.00 
each; with hinged tub, from $7.50 to 
$18, according to size. 


GARAGE SETS.—Continue fairly ac- 
tive, with prices firm in this market. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Garage sets, $2.40 per set; for six 
or more, $2.10 per set. Garage door 
holders, $1.75 per pair; for six or 
more, $1.60 per set. 


ICE SKATES.—Though a bit early in 
the season for this line, futures are re- 
ported as being relatively good for ice 
skates. Prices are »s shown. It is not 
likely that there will be any price revi- 
sion during the season. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Union ice skates, hockey outfits. 
men’s, No. 90. $5.25; No. 290, $600; 
ladies’, No. 90L, $5.25, and No. 290L, 
$6.00. 

Racing outfits, men’s, No. 95, $5.25, 
and No. 925, $6.00; ladies’, No. 95L, 
$5.25, and No. 295L, $6.00. 

Club outfits, men’s, No 212, $3.75, 
and ladies’. No. 213, $3.75. 

Professional hockey outfits, men’s, 
No. 390, $6.65. 

These prices are Net Per Pair. 
Men’s shoe sizes in all cases are from 
4 to 11, and ladies’ shoe sizes in all 
cases are 3 to 9. 


JUVENILE VEHICLES.—Demand is 
showing increase. Trade exvects a very 
active fall. Local distributors again 
emphasize the fact that good current 
orders on this line are for immediate 
shipment and resale and not intended 
for holiday selling. Prices are not like- 
ly to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Child’s garden sets with 18 in. 
handles. Set No. 1, 10c. each: No. 6, 
17c. each, and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564. 
55¢c. each. In lots of 12 or more, 50c. 
each; No. 565, 85c. each; in lots of 
12 or more, 75c. each. 

Bissel’s toy carpet sweepers, Lit- 
tle Helper, 16%c. each: — Gem, 
31%c. each; Little Jewel, 8314c. each: 
and Bissel Junior, $1.3314 each. 

Velocipedes, No. 840, $5.95; No. 841, 
$6.55; No. 842, $6.90, and No. 843, 
$8.15 each; No. 850. $7.50; No. 851, 
$7.80: No. 852, $8.15; No. 853, ” $9.70 

Sidewalk cycles, No. 900, $9.40; No. 
910, $10.65 each; No. 922, $17.50, and 
No. 932, $17.50 each. 

Coaster wagons, No. 750, $1.80 each: 
No. 751, $2.25, and No. 761, $3.25 each. 

Doll carriages, No. 200, $1.60; No. 
216. $3.35; No. 22, $3.90, and No. 232, 
$6.50. Prices are each and net. 

Doll coaches, No. 262, $3.65; No. 
266, $6.25, and No. 270, $10.95. Prices 
are each and net. 


LAMP CORD.—Steady sale continues, 
with prices the same. Local stocks are 
in good condition. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Lamp cord, prices are per 1000 ft.: 
18 ga. 1/32 silk covered lamp cord, 
brushed brass, white, maroon, old 
gold, green and brown, 500 ft. on a 
spool, $12.40; 18 ga. 1/64 silk covered 
lamp cord, maroon, old gold, 500 
brass, white, green and brown, 500 
ft. on a spool, $9.50; silk covered 
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Ouicx DRYING for the user — quick selling for the 
dealer — satisfaction for both — that’s the seeret of the 


popularity of “61° Quick Drying Enamel. Sixteen fresh, 





sparkling colors which give new life and beauty to furni- 
ture, woodwork and floors and they dry in 4 hours! Na- 
tional advertising, the prestige of the famous “61°. eighty 
years of manufacturing experience and effective sales 
material make it an attractive, profitable line 






for aggressive dealers. Write for particulars. 





PRATT & LAMBERT-INC., 114 Tonawanda St., Buffalo, N.Y. 
In Canada: 20 Courtwright St... Bridgeburg, Ontario 














a | 
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twisted lamp cord, white only, 250 ft. 
on a spool, $13; 18 in. 1/64 cotton 
covered lamp cord, maroon, white 
and dark brown, 500 ft. on a_spool, 
$8.30; 18 ga. 1/32 cotton covered lamp 
cord, green, white, maroon, oak tan 
and dark brown, 500 ft. on a spool, 
$10.75; 18 ga. 1/64 cotton single con- 
ductor wire, white, brown, oak tan, 
white with marker, brown’ with 
marker, and oak tan with marker. 
500 ft. on a spool, $4.25; 18 ga. 1/32 
cotton twisted: lamp cord; green and 
yellow, 250 ft. on a spool, $12.50; 18 
ga. black cotton, reinforced cord, 250 
ft. on a spool, $16.50; 18 ga. cotton 
covered heater cord, 250 ft. on a 
spool, $16.50. 


NAILS.—Demand is reported as fair. 
Prices have been fairly steady. Local 
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Gem Adjustable Radiator Shields 
with Water Pan Humidifier 


Gold Br. Walnut 

Aluminum Mahogany Ivory 

Each Each Each 

MO. BW. s.0% $3.50 $4.20 $3.85 
No. 1AW... 3.85 4.55 4.20 
No. 2W..... 3.85 4.55 4.20 
No, Becccs 4.20 4.90 4.55 
Mo. OW ..25% 4.20 5.25 4.90 
No. 5W..... 4.55 5.60 5.25 
No. OW... .. 4.90 6.30 5.60 
No. 6BW 4.90 6.30 5.60 
No. 7W:.... 5.25 6.65 5.95 
No. 8W..... 5.60 7.00 6.30 


ROLLER SKATES.—Sale is moderate, 


| with prices the same. 


| 
| 


wholesale stocks are considered ade- | 


quate. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS F.O.B. NEW YORK: 4 


Wire nails, Standard New York 
Stock extras apply to the following 
base prices in the localities indicated. 
Base price for New York City, 
Brooklyn, Queens, New Jersey and 
Staten Island is $3.45 per keg in lots 
of 10 kegs or more $3.35. In West- 
chester County, $3.55 per keg and in 
lots of 10 kegs or more, $3.45 per 
keg. In Nassau and Suffolk Coun- 
ties, $3.60 per keg and for lots of 10 
kegs or more, $3.50 per keg. 


PICKS, MATTOCKS, ETC.—Moderate 
sale at prices shown. No changes ex- 
pected. Local stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


ilroad picks, 5 to 6 lbs., 64 cents; 
6 rg gk 66% cents; 7 to 8 Ibs., 
78c., and 9 lbs., 87%4c. Prices are 
net and each. 

Pick mattocks, 8 cents each; 
short cutter mattocks, 73 cents each; 
long cutter mattocks, 76 cents each; 
grub hoes, 73 cents each. 

The above items in case lots will 
take a discount of 5 per cent. 

Woodwedges, 4 lbs., 32 cents; 5 
Ibs., 39 cents; 6 Ibs., 45 cents, and 
7 lbs., 53 cents. Prices are each and 
net. 

Crowbars, i. 
$1.14; 5 $1.52; 5% ft., 
Prices are each and net. 

Pinchbars, 2 ft., 44 cents; 2% ft., 
50 cents; 3 ft., 65 cents. Prices are 
each and net. 


90 cents; 4% 


4 ct... 
$1.86. 


PRESERVING EQUIPMENT. — Has 


been more active in last ten days. 


Early business ran relatively light, but 
demand at present is considered good. 
Stocks 


Prices not likely to change. 
are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Mason jar caps, $3.00 per gross. 
Mason jar rubbers, 75 cents per 
gross, and in full case lots of 12 
gross, $8.40 per case. 

Crown bottle caps, in one gross 
packages, 16% cents per gross, and 


in bulk lots of 50 gross, 15% cents 
per gross. 

Everedy bottle capper, 70 cents 
each. 


Everedy jelly bag and stand, 50 
cents each. 

Universal Aladdin preserving sea- 
son set, $1.95 per set. 


RADIATOR SHIELDS.—Early interest 
is considered fair. Prices are as shown 
and not expected to change during the 
season. Local wholesale stocks are ade- 


quate. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair: 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 


Roller skates accessories: Keys, 
2%c, each: skate wheels, with self- 
contained ball bearings. 10c. each; 
hall bearings, 15c. per 100; axles, 3c. 
each cotter pins, 15c. per 100; axle 
nuts, $1 per 100: axle nut washers, 
6c. per 100; adjustment binding bolt, 
65e. per 190, and toe clamps, 12c. per 
pair. 

Chieftain line, No. 400. for either 


boys or girls, self-contained ball 
bearings, $1.45 per pair; Redskin line, 
for bovs or girls, 85c. per pair. 
Chicago line, No. 181, $2.65: No. 183, 
$2.75; No. 185, $2.75: No. 101, $1.33; 
and Nos. 103 and 105, $1.38 per pair. 


ROOFING. — Becoming more active. 


Good demand expected during current 


month. Prices not likely to change and 


are very steady at present time. Stocks 
appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roofing. Certain-Teed. 1 nly. $1.21: 
2 ply. $1.57, and 3 ply, $1.84 per roll. 

Major Slate Surfaced Roofing. Red, 
$1.93; Blue-black, $1.93, and Green, 
$1.93 per roll. 

Corporal Tale Surfaced Roofing, 
1 ply, 94 cents; 2 ply, $1.17, and 3 ply, 
$1.39 per roll. 

Guard Roofing, 1 ply, $1.03: 2 ply, 
$1.35, and 3 ply, $1.66 per roll. 

Certain-Teed, Slate Surface Roof- 
ing, Red, $2.11; Blue-black, $2.11, and 
Green, $2.11 per roll. 

Slater’s felt, 87 cents per roll. 


SASH CORD.—Prices are the same. 
Normal demand prevails. 


4 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Sash cord, Samson Spot, No. 7. 6fc.; 
No. 8, 65c.; feldt. Aetna, No. 7, 30c. 
per Ib.; No. 8, 29c. ner lb. Phoenix, 
No. 7, 43c. per Ib.; No. 8, 42c. per Ib. 


SCREWS.—Normal sale, with prices 
unchanged and not expected to change. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 

Wood screws. flat head, bright iron, 
41-10-10; round head. blue. 40-19-10; 
round head, iron, nickel plated, 27%- 
10-10: flat head. galvanized. 20-10-10: 
flat head, brass, 321%4-10-10: round 
head, brass, 2714-10-10. These dis- 
= apply to new standard screw 
ists, 

Machine screws, flat and round 
head, brass, 60 per cent discount. 

Iron, 60-71% per cent discount. 


SLEDS.—As in the case of ice skates, 
this item is a bit early but futures to 
date encourage the belief that there will 
be an active market. Prices are as 
shown and not expected to change dur- 
ing the season. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Flexible Flyers, No. 1. $2.50: No. 2, 
$3.1624; No. 3, $4.00: No. 4. $4.331%4: 
No. 5, $5 83%. Jr. Racer, $3.50, and 
Racer, $4.3314. 

Fire Fly, No. 9, $1.14; No. 10, 
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$1.36%; No. 11, $1.71; No, 12, $1.93%, 
and Racer, $1.98%. 
Allen sled backs, No. 1, $1.00 each. 
Perfection adjustable sled back, 
No. 10, $1.06 each. . 


| TIRES AND TUBES.—Slight increase 


in sales just prior to Labor Day, but 
sales throughout summer averaged 
only fair. Prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Mansfield tires, 4 ply, balloon type, 
29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50, 
$8.25; tubes, $1.60; 29 x 4.75, $9.55; 
tubes, $1.70; 29 x 5.00, $9.90; tubes, 
$1.75; 30 x 5.00, $10.20; tubes, $1.80; 
31 x 5.00, $10.65; tubes, $1.85; 32 x 

$11.75; » $1.90; 28 x 56.25, 

; tubes, $1.85; 30 x 5.25, $11.90; 
tubes, $2.00; 31 x 5.25, $12.35; tubes, 
$2.05; 25 x 5.50, $12.65; tubes, $2.25. 

Same 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50, $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes. $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.96; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are each. 


TRAPS, GAME.—Though a little early, 
some interest is being shown. Prices 
are not likely to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Victor game traps, No. 0, $1.20; 
No. 1, $1.50; No. 11%, $2.70, and No. 2, 
$3.70. Prices are NET PER DOZEN. 
Victor jump traps, No. 0, $1.75: No. 
1, $2.00; No. 1%, $3.05, and No. 2, 
$4.80. Prices are NET PER DOZEN. 


VENTILATORS.—Very active, in fact, 
among the most active lines at present 
time in this section. Prices are as 
shown. Stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 

Continental ventilators, De-Felkt- 
Air (metal center). No. 63, $253; No. 
87, $2.80; No. 88, $4.00, and No. 117, 
$4.00. These prices are NET PER 
DOZEN. 


Continental wood frame ventilators, 
No. 836, $2.15; No. 923, $2.15; ; 
937, $2.35; No. 949, $4.00; No. 959, 
$4.65; No. 1537, $3.65, and No. 1549, 
$5.35. These prices are NET PER 
DOZEN. 


Continental metal frame, cloth ven- 
tilators, No. 833, $2.65; No. 837. $3.00: 
No. 845, $4.00; No. 1137. $3.65; No. 
1145, $4.65; No. 1437, $5.35; and No. 
1445, $6.00. These prices are NET 
PER DOZEN. 

Diamond E cloth window venti- 
lators, adjustable, No. 01B, $3.60: No. 
01, $4.40; No. 02, $4.80; No. 03, $5.60; 
No. 1B, ” No. 1, $5.20; No. 2, 
$5.60; No. 3, $6.40; No. 3L, $7.20: 
No. 4, $7.60 and No. 5. $8.40. 

These prices are NET PER DOZEN. 

Diamond E, adjustable cloth louver 
ventilators, metal frame, No. 6, $6 80; 
No. 7, $8.00 and No. 8, $10.00. Same 
with bronze wire louver venti'ators, 


all metal, No. 9, $10.00 and No. 10, 
$12.00. These prices are NET PER 
DOZEN, 

Liberty Louver’ ventilators, all 
metal, No. 33S, $3.20: No. 33L, $4.00 
and No. 37L, $4.80. These prices are 
NET PER DOZ 


Wurldsbest window ventilators, No. 
2, $1.75; No. 3, $2.00; No. 4, $2.50: 
No. 5A, $3.00; No. 6A. $4.00: No. 6B, 
$4.50, and No. 6C, $5.00. These prices 
are LIST EACH and subject to a 
dealer’s discount of 331% per cent. 


WEATHERSTRIP. — Demand is good 
for futures. Should increase materially 
this week and from now on. Prices are 
as shown and not likely to change. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. NEW YORK: 

Weather-strip Home Comfort, ma- 
roon or white, $30 per thousand feet: 
ae ie ereee. ~~. $16.50 per 

ousan eet, and white, 
thousand feet. pick -indibeved 

Felt weather-strip, 60 cents per 
carton. Wool weather-strip, No. 25, 
80 cents per carton, and No. 75, $2.00 
per carton. 
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PRODUCTS ARE MADE 











where the hardware manufactur- 

ing business in this country first 
saw the light, where pride in work 
of the finest quality comes first, 
Independent Lock Company products 
are manufactured by highly trained 
mechanics taught to turn out hard- 


T the heart of New England, 


Mr. MOKKIS FALK ware of only one grade — the best. 
President and Treasurer Among the products for which the 


“ILCO” trademark is known the 
world over are key blanks of all types, key cutting machines of 
accuracy and stability, designed and built by expert engineers, 
night latches, pin tumbler cylinders and hundreds of other similar 
products. 


The satisfaction of our customers of years standing is reflected 
in a steady growth in volume of this company’s sales—an in- 
crease of 2500% since 1920. The part our loyal customers have 
played in the steady growth of this company is a great one, and 
we are glad to take this opportunity, on the 11th anniversary of 
our founding, to thank our many friends in all parts of the world 
for the loyalty and assistance which have made our growth possible. 


ILCO products are distributed From 
warehouses in key cities as shown. a 


—___ Oe ag i 


3 


roll 


a. 
OR, i cy 
a eile 
Lee CLEVELAND |) 
CHICAGO aXEHILADELPHIA 


y DENVER BALTIMORE 
SAN FRANCISCO KANSAS CiTy® *ST. LOUIS 


LOS ANGELES 


. Po ata 

aT is ; eae 
Ee 
bi! 


@@ INDEPENDENTIO CKCO.D 


FITCHBURG, MASS., U. S. 








BRANCHES 
183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, Il. New York City Detroit, Mich. 
523 Commerce Street 121 2nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


414 No. Gay St., Baltimore, Md. 
Manufacturers of Automobile Cylinder Locks, Padlocks, Inside Door 
Sets, Glass Knob Sets, Key Blanks, Auto Switch Keys, Hardware 
Specialties, Key Machines, etc. Send for Our Complete Catalog. 
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State Fair Brings Many Visitors—Helps 
Twin Cities Business Generally 


MINNEAPOLIS, Sept. 


{Minneapolis office of HarDWARE AGE) 


3.—The Minnesota State Fair is bringing | 


many visitors from surrounding States and from all parts of Minne- 
sota. This is helping business for both the wholesalers and retailers 


of Twin Cities. 


Many dealers have taken advantage of the special 


railroad rates and have come to town to fill in their stocks and add 
new lines for fall and holiday trade. 

With vacations practically over, salesmen are returning to their 
territories and the hardware trade generally is resuming an interest 


in business. 


Indications suggest that crops will average satisfactorily for the 
Northwest territory. There are no important price changes an- 


nounced this week. 





AXES.—Steady sales continue. Prices 


are the same. 
JOBBERS’ ot ahhh ge TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single bit, base tnt og unhan- 
dled axes, $15 to $16.50; double bit, 
$20.00 to $21.50; single bit, handled, 
$19.25; double bit, handled, $24.25 
doz., net. 


BOLTS.—Demand is 
Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Carriage and machine bolts, 60 per 


reported good. 


cent; stove bolts, 75 per cent, and 
lag screws, 60 per cent from stand- 
ard lists. 


BALE TIES.—Though a little early, 
the demand is considered fair and ex- 
pected to improve. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single loop, 9% x 14, $1.51; 9% x 
15, $1.36: 91% x 14, $1.53 per bundle. 
BRADS.—Very steady demand con- 
tinues. Prices are the same, and job- 
bers report adequate stocks. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Wire brads in 25-lb. box at 75 per 
cent from lists. 
CHAIN.—Demand is normal, and prices 
are as shown. 
eg ee iene oe TO RE- 
TAILERS, CITIES: 


Log chain, goog y x 14, $17.75; 
5/16 x 14, $16.75; 3% 4, $15. oH log 
chain, self colored, 4 x 14, the 
5/16 x 14, $15.25; % x 14, 18:50: 
proof coil chain, % in., $14.00; % in., 
$11.25; % in., $10.50: % in., $10.25 
ewt., net. 

COAL HODS.—Early orders are very 
satisfactory, with prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Coal hods, japanned, open, 17-in., 
$3.35; 8-in., $3.85; funnel, 17-in., 
$4.30; 18-in., $4.90 galvanized 
open, 17-in., $4.70; 18-in., $5.10; 
funnel, 17-in., $5.80; 18- in., $6.30 doz.. 
net. 


CHURNS.—Steady prices and a fair- 
ly good demand reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Barrel type churns, 3314-5 per cent 
from lists. 
EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Good demand 





continues, with prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
trough, 5 


Eaves in., slip joint, sin- 





gle head galvanized, in crates, $5.25 
6-in., $6.40; conductor pipe, $4 -in., in 
crates, not nested , $4.90; 4-in., $6.85 
per hundred feet: conductor elbows, 
3-in., $1.73; 4-in., $2.88 doz., net. 


| 
| 





FIELD FENCE.—Demand is slightly | 


better, with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
A een fence, 9 ga., top and bottom, 
ga., intermediate, 26-in. high, 
$36, 69 per 100 rods net, with other 
heights in proportion. 


FILES.—Stocks appear to be in a 
healthy condition. Prices are the same 
and the demand is good. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Nicholson files, 50 per cent and job- 
bers’ brands, 60-10 per cent from list. 


GALVANIZED WARE.—A good de- 
mand continues, with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Standard, galvanized pails, 10-qt., 
2.70; 12-qt., $2.85: 14-qt., ; 
stock pails, we. -qt., $4.70; 
— tubs, No. 1, 
00: No. 3, $9.35; 
$13. 20: “No. 2, $14.40; 
doz., net. 
GLASS AND PUTTY.—Sales slightly | 
improved. Prices are steady and stocks 
ample. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Single and double tele A grade 
lass Minnesota prices 83 per cent 
rom lists; strictly pure putty, in 50- 
Ib. steel drums, $4.85 cwt., net. 


MILK CANS.—Demand continues fair- 
ly strong, with prices steady. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 
Milk cans, railroad, wide neck, 8- 

gal., $3.05; 10-gal., $3.15 each, net. 


PAILS.—Fairly steady sales at firm 
prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base. 


PYREX OVEN WARE.—Retail sales 
reported improved. Fairly strong fill- 
in orders being received by jobbers. 


ee tg 4 bg gh Eth ge TO _ 
TAILERS, F.O.B. TWIN Cl 

No. 623 peo chy $1.00; 
casseroles, $1.17; No. 634 casseroles, 
$1.31; No. 212 bread pans, 60c.; No. 
200 pie plates, 67c.; No. 209 pie plates, 
60c.; No. 231 utility dishes, 67c.; No. 
24 tea pots, $2.00; No. 26 tea pots, 


oa 


No. 3, $15.60 


$2.33; No. ic. 


each net. 
ROPE.—Prices for the September-Octo- 
ber period are the same for the last two 
months. Normal demand reported. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Best grade manila rope, 24c., apd 
best grade sisal, 17%c. lb. base 


STEEL TRAPS.—Fairly active demand 
reported. Prices are as shown. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Victor steel traps, No. 0, $1.10; 
1, $1.38; No. 1%, $2.44; No. 2, $3.36; 
Oneida "jump traps, No. 0, $1. 59: No. 
1, $1.83; No. 1%, $2.81 doz., net. 


STOVE BOARD.—Normal demand is 
reported and prices are not expected 
to change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Crystallized stove boards, 28 x 28, 
$16.00; 30 x 30, $18.60; 36 x 36, $25. 95 
doz., net. 


STOVE PIPE ELBOWS AND DAM- 
PERS.—Orders to date have been very 
satisfactory. Prices are as shown. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 

Stove pipe, uniform, blued, 28-ga., 
knocked down, 6-in., $12.00 per 100 
lengths ; elbows, 6-in., common iron, 
corrugated, $1. 35; adjustable, char- 
coal iron, . dampers, cast iron, 
wood handle, 6-in., $1.15; wire handle, 
$1.15 doz., net. 


953 percolz ps, 
953 reolator tops 


| TIN.—Continued good demand at firm 


prices. Local stocks are ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Furnace coke tin, ICL, 20 x 28, 
$14.30 box and roofing tin, 20 x 28, 
8 lb. coating ; IC, $14.75 box, net. 


WHEELBARROWS.—Normal demand, 
with prices the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wheelbarrows,” barrel type tray, 
best grade, $41.30; second grade, 
$34.70 doz., net; tubular, * pag tray, 
$7.20; Gopher garden, $3.75; Amer- 
ican garden, $6.25 each, gg 


| WIRE.—Fence wire is showing some 





| improvement. 


Prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Galvanized barbed cattle wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WRENCHES. — Fairly good demand 
continues. Prices are the same and 
stocks ample. 


JOBBERS’ QUOTATIONS TO _ 
TAILERS, F.0.B. TWIN CITIES 

Agricultural wrenches, 60-10 “per 
cent; key model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 
long sleeve nut, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each, net. 

Snap - on Wrenches. — Radio and 
electric sets in metal cases, $2.75; 
No. 101 Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3.80; No. 
404, Flexible Socket Set, $8; No. 608, 
Crankcase Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 3344 per 
cent discount. 

Crescent, 6 in., $5.64; $6.96; 
and 10 in., $8.64 doz. net. 


8 in., 
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It lakes 










to huy the 
but not at 


HEN a dealer is asked to buy store 
fixtures that will endure for twenty 
years it is the same as asking whether he will 
be in business in 1949. It is a confident and 
successful hardware man who can give a 


ringing ‘Yes’ to such a question. 
ging q 


But when the well-built and lasting fixtures 
cost only $5 or $10 more than the five-year 
type, the dealer who will hesitate to get the 
most for his money is dubious, indeed, about 
his future. 


Warren Fixfures have always commanded 
respect for their high grade manufacture. 
Now, with “New Low Prices,” offering 
“Warren Quality” within the low price range, 
every dealer who is thiriking of modernizing 





Tool and Builders’ Hardware Dept., Rossweiler Hdw. Co., a oe 
Naperville, Ill., | recently | ““Warrenized’’ his store for better merchandising can 


- Warren ‘‘Econonical’”’ Sectional Display Fixtures 


“Warrenize” fearlessly. 


The first step is simple, and commits you 
\ to nothing. Let us help you visualize your 
Vv store arranged with new fixtures for the 


most effective display. Send the coupon. 


basa a 1: WAEN., 
SECTIONAL DISPLAY FIXTURES 


(SRR BS RBS SS SSS SSS SSS SSS SSCS SS SSS ASS SSS SSS SSCS SSS SSS FS FSS Sse 
J. D. WARREN MFG. CO., 
208 W. Washington St., Chicago, Ill. 
We want to know more about Warren Fixtures. Please send us. 
The Warren Fixture Catalog. 
The Warren Nail Bin Counter Folder. 
The Warren Display Table Folder. 


Information Sheet for Suggestive Store Arrangement. i 
SSB SSSR SSS SSS SSS SSS SSS SSS SSS SSS SS SSS SSS SSS PSS SS SSS SSS SSS SS SSS SS SS SS SS SS SS SS SSS SS 


(SH-9-29) 
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The Turner Brass Works, 801 Park Ave., 
Sycamore, Ill. 

Kindly send me complete information and 

prices. 


Name 

Address 
ge bbe io: alee 6 be 
TM MSs 4 oink 244 se eas eeeseneaassees 














| 
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What Personality Is 


ying men, each of whom have made recognized 
marks for themselves in the professional world, 
were talking together in Chicago recently. One of them 
said, “I am to give an address on “The Personal Ele- 
ment in Success’”—as disclosed in the traits of character 
typical of four certain individuals who have achieved 
outstanding success. 

“In that connection I want you men to tell me, What 
is Personality ?” 

Immediately it became apparent that it is easier to 


_ understand what personality is than to define it. 


| which emanates from appearance 





One of the men said, “Personality is that something 
neatness of attire— 
adherence to the modes of fashion—hygienic atmos- 
phere.” 

The other opined “Personality expresses itself in 
physical lines—smiling countenance—cordial manner— 
agreeable disposition.” 

Sensing the disappointment of their questioner with 
the definitions they gave, one of them said to him, “I 
see you don’t care for our definitions ; perhaps you know 
what is personality.” 

“My object in questioning you was to get further light 
for my theme. However, I have reached what I think 
is a workable definition of personality: Personality is 
Knowledge in Action. 

“That definition applied to the traits of character of 
the four certain men of marked achievement whom | 
have been asked to analyze, fits exactly and completely 
each of the four. 

“Appearance, ability to mix, do not necessarily apply 
to all four in a typical way. 

“But if we say Personality is Knowledge in Action, it 
is a simple matter to prove by analysis of these four 
outstanding characters that personality is a leading ele- 





-ment of success.” 


Government Umpiring 


ARKING the point of divergence between the eco- 
nomic philosophy of the Old World and the New, 
Julius H. Barnes, vice-president of the International 


| Chamber of Commerce for the United States, set forth 
| the role of government in business at the Amsterdam 
| Congress of that organization. 





“Differing as conditions are in the Old World and the 
New,” he said, “recognizing the limitations imposed by 
history and tradition and by the social theories of dif- 
fering people, we of America must nevertheless state our 
conviction with clarity and emphasis. We believe that 
in America’s progress, that in the constant surging for- 
ward of living standards and average possession and 
enjoyment, in the swelling indicators of industry and 
finance, in what we believe to be the security of rights 
and opportunities for all our people, there is no single 
motive force equal to the guarantee of equal opportunity 
that rests in a political philosophy that government is an 
arbiter, an umpire of fair play in industry, and not a 


player in the game.” 
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Working Our Heads Off—Or 
Working With Them On? 


SAT, not long ago, at the desk of a company Presi- 


dent. He had been away for three days and many | 


matters were awaiting his attention. 
his secretary presented the waiting matters. 
From 9 to 1 


practically every department head was in that room. 


came up was considered and disposed of. 


Problems which seemed difficult and involved were dis- 
cussed and settled. 
of a trip hammer. No swerving, no trimming, no com- 


Decisions came with the regularity 
promising, no delay. It was “yes” or “no” and it was 
all despatched without a single roar or explosive, with- 
out a solitary damn or a single groan. 


From there, I went to another city where it was neces- 


From 8.30 to 9 | 


Each as it | 


sary for me to spend a day with another group of men. | 


As I crossed the threshold I knew I was in another 
world. The roar of voices, the shouts, the expletives, 
the rush and hurry, the befuddlement and the upsets 
came with the violence of a tornado. For hours the 
head of the business bewailed and lamented the stupidity, 
the laziness, the hopelessness of his associates and, in 
that time, he cursed everything from business to human 


nature. 

For the rest of my days I want to forget that second 
visit and think only of the first. For the rest of my days 
I want to remember the difference between “knowing 


how to work” and “merely working.” And, everlasting- | 
ly, I want to remember the great truth which dawned on | 


me from those two visits—the truth that “knowing how | 


to work” is as much an art, distinct and apart to itself, 
as any of the sciences which come to us from the labora- 
tory. 

On the broad highway you will find men who find life 
hard, difficult, involved and complex. 
nightmare, each event is a crisis. And you will find 
others who seem to go on serenely and tranquilly, yet 
the power they bring to their deeds is filled with the 


Each day is a 


might of a giant. 


Is it possible that most of us who find each day so 
hard have not yet learned how to work? Is it possible 
that those of us for whom life is filled with so much 
that is baffling, have not learned the few simple, undying 
rules, with which men may live? 


Energy and power are only useful as long as they are 
harnessed to an intelligent purpose. 
merely working his head off when he should be working 
with it on. The difference is in the two visits I made. 


Many a man is 


It is also in the peace, the happiness and success of one 
type of ving and in the tragic excitement and woe and 
endless worry which Life holds so often for the other. 











MAKE THIS TEST 


2 Drive a 60d spike or pin 

~ into a 2-inch plank, bite 
into it with the claw of 
an Estwing and pull the 
head right through the 
wood. Will pull any- 
thing within the strength 
of the user. Can’t break, 
because forged in one 
piece from tool steel. 
This is only one of many 
exclusive features. Tell 
your customers to use it 
once and they will never 
go back to the ord:nary 
hammer. Make this test 
and you will know why 
Estwing Tools are profit- 
able to handle. 
















ESTWING 


\ 


~{, 


Guaraitecd 


Perfect 
_4Balance 













A Business-Getting Line 








Estwing Unbreakable Tools include a complete 4 
line of Hammers, Hatchets and Knives appeal 

ing to Mechanics, Home Owners, Boy Scouts, 
and Sportsmen An Estwing Tool always at- 
tracts unusual attention and brings new busi 
ness. Get one and place it where your cus- 
towers can see and handle it. Free colored dis 

play 

Seld Under a Steel-Clad Guarantee; thru 140 
leading jobbers or direct if yours cannot serve 





vou Write for Prices and Details 
ESTWING MFG. CO., Rockford, Ill. 
——== 

















—The Shaft. 
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The famous 
PENNSYLVANIA 
Junior Ball Bearing 









PENNSYLVANIA 
Quality 
for long-run economy 


One of the new low- 
priced PRIMOS 
Mowers — Style W, 
Ball Bearing — 10” 
Wheels 


PRIMOS 


(Pennsylvania-built) 


for Extra Value at Lower Price 


Now is the time to place your orders 
with your jobber for PENNSYLVANIA 
Quality Mowers. And, while you're 
ordering, don’t forget that the complete, 
new, low-priced line of Pennsylvania-built 
PRIMOS Mowers will help you to get a 

. bigger share of next year’s price business. 
Because PRIMOS Mowers are not only 
priced low but their blades are of fine 
crucible steel, their castings are all high- 
grade, and they are made throughout by 
PENNSYLVANIA Quality workmen. 
Furnished with 8-inch, 9-inch and 10-inch 
wheels, plain and ball bearing. Write or 
telegraph for PRIMOS prices and sam- 
ples. 





PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street Philadelphia, Pa. 














New Industries and Old 


jes communities bending their energies to acquiring 
new industries the Department of Manufacture of 
the Chamber of Commerce of the United States has sug- 
gested that effort can be directed, with equal profit, to 
promoting the activities of the old. How this may 
be done effectively is the purpose of a survey now in 
progress. 

“After a Chamber of Commerce in an industrial sec- 
tion has expended its efforts in inducing factories to 
move into it, it is confronted with the problem of what 
should be done for those already in,” says Manager Mc- 
Cullough of the Department of Manufacture. 

“For, after all, the growth of these established fac- 
tories generally contributes more real prosperity to the 
community than all the rest combined. 

“This problem has become acute, and it is generally 
found that the first step is the building up of better rela- 
tions than have heretofore existed between the chamber 
and the local manufacturer. The latter being somewhat 
of an individualist has not bothered the chamber with 
his troubles, especially those relating to production and 
distribution. Yet in every such community there is a 
wealth of experience and wisdom scattered among a 
group of manufacturers which if combined and used to 
their collective advantage would be most valuable. 

“Here is the real problem for the chamber—how to 
get these manufacturers to know one another better and 
how to capitalize that acquaintance in the study and solv- 
ing of their common problems, for regardless of lines 
of industry differing, the fundamental or underlying 
problems are much the same. 

“The Department of Manufacture is making a survey 
of the situation and expects soon to outline a course 
which may be pursued to better the situation.” 


Economies and Play 


HE growing concern with which business looks 
upon recreation, not only from the viewpoint of 
conserving human life and promoting happiness but as 
sound economic doctrine, is reflected in a playground 
handbook just issued by the Civic Development Depart- 
ment of the Chamber of Commerce of the United States. 
The necessity of providing facilities for play, which 
has become more acute with the drift to the cities, is 
emphasized and stress is laid upon physical fitness as 
being essential to national progress. 

“Starting with less than 20 cities in 1906,” the hand- 
book continues, “the movement has grown until in 1928 
there were over 900 cities conducting playground or 
other recreational activities under capable leadership. 
At the beginning of 1928 there were only 300 cities of 
over 8,000 population which could not report some type 
of playground system. 

“The expenditures reported by 658 communities for 
public recreation in 1927 were over 32 million dollars. 
During that year 52 cities reported donations of land 
for recreational purposes, valued at over 2 million dol- 
lars. The daily average attendance at playgrounds in 
535 cities totaled 1,220,609, with an expenditure of 
approximately 7 cents per child per day.” 
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ARKANSAS 
or Handles 


ALLEE quality is known a long way 
from home. .The excellence of Ar- 
kansas’ timber grain and Sallee crafts- 
manship in handle production has created 
a demand for Sallee handles in the indus- 
tries of Africa, South America, Great 
Britain, China, Japan, India and the Far 
East. 


Dependability of product has been the 
factor directing the foreign buyer to the 


Sallee Mills. 


Hickory and Oak 
Handles for: 


AXE ADZE 
MAUL MINER’S PICK 
RAILROAD PICK SLEDGE 


SLASHER HAMMER 
HATCHET, Etc. 


We can furnish SPECIAL sizes. Prices and grading 
sheets sent on request 


. SALLEE BROS. 
: . POCAHONTAS, ARK 


bs Fifty years’ experience-—from tread ig 
mill to modern plant production.” 4 




























Get Quick Sales 
and Big Profits with 


BLUE BIRD 
PRUNING SHEARS 


Take this tool into your hand and you'll know 
you've struck a winner. Some of its points of 
superiority are apparent at a glance; the others 
we now draw to your attention: 








Drop-forged from High-carbon steel; no malle- 
able iron used. Both cutting and anvil blades 
tempered and machine hollow ground. Snug- 
fitting, good-grip handles finished in Royal Blue 
Enamel. Volute spring of fough resilient steel 
to aid reopening when sappy twigs are cut. 
Tempered end clip which locks in position. 







Sturdy and strong in every line and part. Will 
give a lifetime of service. 


‘ Liberal discounts to 
Retails jolene end dadbees 


Order a sample to- 


$ 1.00 day. 


The quality that appeals to you so promptly also helps 
dealers to sell Blue Bird Pruning Shears. And leads 
users to recommend this handy helper to friends and 
neighbors. Orders increase annually and so does our 
production. 









Packed in individual telescope boxes. 
Every pair accurately adjusted 
and fully warranted. 


BERGMAN TOOL MFG. CO. 
1575 Niagara St., Buffalo, N. Y. 
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te J-A-HENCKELS %& 


advertising campaign featuring 
TWIN BLADES starts in September 


27,330,000 of America’s most influential, well-to-do people will be 
reached by the combined forces of the National Geographic and the 
Literary Digest throughout 1929-1930. All dealers should tie up imme- 
diately by strong display and sufficient stock for the demand. 

Write for display material and complete information. 

J. A. Henckels, Inc., 456 Fourth Avenue, New York 





artment stom 
Twin rand cutlery Also 
w 

We shall gladly 


rent ar 1 





VERY man with a beard to shave will welcome 
the news that J. A. Henckels is now shipping 
the new, superior Twin Blades to this country. 
Here is a blade for the standard-type safety 
razor that goes far beyond the usual—both in the 
fundamental quality of the steel and in the pains- 
taking finish given to its shaving edge trial blade for 10c. 
The steel used in J. A. Henckels Twin Blades 
is the same fine razor steel that has made Henckels 
professional barber razors famous throughout the 
world. Each blade is hand honed to super sharp- 
ness, and hair tested, to ensure absolute uniform- Neme 
ity of keenness. Each new blade is as sharp and 
smooth-shaving as the last. 
Twin Blades do cost a little more to buy, but Dealer's Name 
they are actually less expensive to use, for the J. A 
Henckels steel holds its edge definitely longer 


JAHENCKELS 2333 


Announcing a new razor blade of 


remarkable properties 


by J. A. HENCKELS TWIN WORKS - SOLINGEN 


Twin Blades are found im the fine cutlery, hard- 
ware and department stores where the famous 
J. A. Henckels Twin Brand cutlery is sold. Also 
in the better drug stores. Get a package today, 
and enjoy an entirely:new and different experi- 
ence in shaving. We shall be glad to send you a 


TRIAL BLADE COUPON 





joned is 10e for » Trial Twin 


Address 


Deater 





J. A. Menchels Inc., 456 Fourth Ave., New York, N.Y 
Bact Blade 








SINCE 1731 THE MARK OF FINE CUTLERY 
Howsebold Kavos Teble Catlery 23,800 items of fine 
Seaseors and Shears Profesmonal Karves Carving Sets cutlery, for 7 
Rasore, Safety Rasors Garden Cutlery Scissor, Manicure and personal and pi 


Mavicure lastraments Wood Carving Tools Sewing Sete fesmonal use 

































---and now YOu may shave with 






or the TWickest m 
ever felt. The cou, 


a, 


face has 
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Rapid Razor Blade Sharpener 


Unusual in its application, the new razor 
blade sharpener manufactured by Monroe 
Specialty Co., Stamford, Conn., should be 
of interest to the hardware trade. 

The Monroe safety razor blade sharp- 
ener is very simple to operate. The blade 
is inserted in the sharpener, the lid closed 


for a second, opened and the blade re- | 





versed. The lid is again closed, immedi- 
ately opened and the blade taken out for 
shaving. 

The two exposed metal faces in the 
sharpener are poles of a powerful magnet. 
The force of the magnet, together with the 
pressure of the spring in the lid, is said 
to pull the saw-tooth edges of the blade 
into alignment—in other words, sharpen- 
ing the blade. 

The manufacturer states that the mag- 
nets have been tested and been found to 
retain their magnetic force for about ten 
years. 


An Outdoor Sheath Knife 


The No. 58 Outdoor Sheath Knife is 
now available to the trade, says an an- 
nouncement from Marble Arms & Mfg. 
Co,, Gladstone, Mich. 

This product has been produced to meet 
a demand which is said to exist for a mod- 

















NEW ITEMS 








erately-priced sheath knife of good quality. 
It has a 4%4-in. blade that is properly tem- 
pered and polished. The handle is 4 in. 
in length and made of seasoned walnut, 
well finished and shaped to fit the hand in 
a comfortable manner. 
The knife, complete 
sheath, weighs 5 oz. 


with a_ leather 


Greenfield, Advertising Manager, 
Lucky Stroke Razor Blade Co. 


Albert E. Greenfield is now advertising 
manager of the Lucky Stroke Razor Blade 
Co., 80 East Eleventh Street, New York, 
N. Y. He was formerly connected with 
the Consumers’ Products Co., Brooklyn, 
mM. Y. 


John D. Case Died July 12—Was 
Cutlery Manufacturer 


John D. Case, prominent as an inventor 
of cutlery improvements, died July 15, 
1929. He was born in Napoli, N. Y., on 





John D. Case 


July 12, 1858. In 1896 he formed the firm 
of Case Bros. Cutlery Co., at Little Val- 
ley, N. Y., to manufacture Tested XX 
cutlery. The late Mr. Case invented many 
improvements in pocket knives and razors 
which are said to have been actively and 
generally adopted in manufacturing cut- 
cutlery. His son, W. J. Case, is president 
of the Bolivar Hardware Co., Bolivar, 
Ne 





A Chopper and Chopping Bowl 


George Walter Davis, 258 Broadway, 
New York, N. Y., is distributing through- 
out the United States a chopper and chop- 
ping bowl. This product has been espe- 














cially designed for chopping nuts and sea- 
soning for fillings. 

The inside of the bowl, which is 6 in. 
in diameter, conforms in shape with the 
chopper, eliminating waste motion. The 
blades of the chopper are of stainless steel 
and the handles finished in four colors— 
red, green, blue and yellow. A_ natural 
wood finish, highly polished, adds greatly 
to the appearance of the bowl. 


Dunhill Concave Razor Blade 
A new concave razor blade, said to be 
three times as thick as the wafer blade 
now in common use, has been placed on 


the market recently by Dunhill Razor 
Corp., 11 East 26th Street, New York 
City. 


This Dunhill razor blade is made of a 
new steel known as Swede-A-Chrome. The 
blades will be packaged in threes and 
sevens. These cartons are novel and at- 
tractively lithographed. It is said that 
the Dunhill blade is the result of years of 
research work. 

Dunhill Razor Corp. is a subsidiary of 
Dunhill International, Inc., manufacturer 
and distributor of tobacco, pipes, ete. 
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This line of stock is highly responsive to sales effort, has wide 


appeal and is in all year round demand 


Three Reasons for 


ADVERTISING CUTLERY 


and Three Practical Ways to Do It 
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STORE NAME and ADDRESS 











By GUY HUBBART 


HERE are three important reasons why cutlery, 
| as a line of hardware goods, should be frequently 
advertised. Three special reasons aside from the 
regular one that applies to any division of a hardware 
stock. 
lirst, cutlery as a stock or department, while it may 
have peaks and depressions of demand, sells with fair 
uniformity the year round. Cutlery sales volume is not 
much affected by season or weather as, for example, is 
volume on oil stoves, electric fans or ice chests and other 
seasonal items. And a fundamental principle of adver- 
tising is that steady demand goods react well to publicity. 
Second, cutlery, item by item, appeals naturally to a 
wide variety of purchasers, as to class of customers and 
number of customers has a universal appeal, in other 
words, and for this reason response is high in proportion 
to space used in the newspapers. Goods in wide demand 
are always profitable to advertise, to put it another way. 
Third, there is no single line in a hardware store that 
so surely and quickly affects the sale of other goods as 
cutlery. And this reason, if no other, warrants generous 
use of space to feature cutlery values. 


Three Ways to Feature 


The above reasons for advertising cutlery in a measure 
suggest at least three excellent methods of advertising 
this line of goods. Rather three approaches to the sub- 
ject of good copy and interesting ideas. 

Inasmuch as cutlery as a class of goods covers a wide 
variety of items, the simplest copy angle or subject for 
an ad would be “Cutlery for Table, Kitchen and Pocket” 
-—the idea that the store is featuring values or items 
from the three main divisions of cutlery stock. This 
would include, of course, besides the three lines above, | 
scissors, razors and general items of cutlery. The main 
object of an ad featuring the three main stocks is to let 
the public know that your store can supply any and all 
cutlery needs. This type of ad, everything else being 
equal, should be run early in the month and followed up 

(Continued on page 88) 





This layout is especially designed to fit cutlery items. After 


use as a large ad it can be divided for a smaller space follow- 

up by cutting off what is to the left of dotted line, narrowing 

heading and store signature and putting new items in B, C, D 
and E. Later use this one column side for a strip ad. 
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“Pretty smooth, Jimmie!” 
“Thank Gillette Blades 


“Pretty smooth. Jimmie ! 


“Thank Gillette Blades for that \ 








Display No. 50H A 


Women as well as men will stop to look at this strong selling argument 
for Genuine Gillette Blades. It has a lot of human interest, as all women 
are interested in the appearance of their men folk, and naturally men want 
to appear to best advantage before the ladies. 


_ Any number of original ideas for window displays can be found in this 
display. Make a special effort to display it with ideas and it will pay you big 
dividends in extra sales. 

Capitalize to the fullest extent upon the window display opportunity 


that is yours. Don’t be satisfied with reading about record window displays 
—Ring up a few of the records yourself! 





— Gill Safety R C “HA” 
Pe - illette Safety Kazor Co. 
Genuine Gillette Blades Diesen, Blues. 
Tie up with Gillette advertising Gentlemen: Please send me display No. 50 to help me 
in 140 National Magazines and ring up a few window display records by selling a lot 


i i : f Gillette Razors and Blades. 
Gillette Radio Broadcasting every of Gillette Razors and Blades 


Friday Evening over The Blue | GRRE yA) te Mar SOIC Ae Are en Re PRES OLD 
Network of The National Broad- 
casting Company. 


RIVER Bs clea eee acral nahin ts dobbs RS Gaels Cd Bla alee alate Rea lcniere 





CHE Sie cae pedis Pee ce ee es BY a cet ORLA SEE EEE TE” 
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The 
CUTLERY Question Box 


Here are questions from five States, the answers to which 
constitute information that will be of value to the hardware 
man. Save these questions and answers for future reference 


Question—My store is located near a 10 cent store. 
Would you suggest stocking a 10 cent paring knife? 
B. E. B., Ohio 
ANSWER—Yes, I would stock a 10c Paring Knife, but 
would not display it very much. I would not try to com- 
pete with it. Have it for the customer who asks for a 
10c knife. Display good paring knives selling from 25c 
to 75c and always show the customer the good ones. 
There is no satisfaction nor real service in a 10c knife 
and your customers know it. Induce them to buy a better 
one for their own satisfaction. 


Question—My Sales in carving sets has fallen off. 

What do you think is the reason for this? 
H. B., New York 

ANSWER—There may be many reasons. Perhaps, you 
have a competitor who has been more active with Cutlery 
using as a good display in the store and occasional good 
window displays. Try doing this. And, keep the front 
and top of your showcase clear of obstructions. In the 
better class homes, carving is being done in the kitchen 
with kitchen slicers and carvers. High class carvers are 
bought mainly for gifts. Apartment houses with 
kitchenettes are cutting into the sales, but don’t lose 
sight of the fact that thousands of Carving Sets are still 
sold. Keep up your displays, keep interest aroused and 
you will sell Carving Sets. 


Question—What is the best way to sharpen a knife? 
B. T., Indiana 

ANSWER—Learn to use a good Butcher’s Steel or 
Household Steel or Household Sharpening Wheel, but 
be sure it is a good one. When you can no longer get 
a good edge by using a steel, the knife needs to be ground 
by a cutler who knows his business. Abrasive sticks give 
a ragged, rough edge that tears rather than cuts For a 
very dull knife, use an abrasive stick or better still a 
stone, but finish on a good steel. Sharpening requires a 
little skill that can be acquired with practice. 


Question—What is a good pattern of a knife for cut- 
ting roofing? A. L. B., New Jersey 


AnswerR—A high-grade Linoleum or Oilcloth Knife 
is the correct thing, but be sure it is the very best money 
can buy. Cutting roofing is tough work and is hard for 
the best of knives. 


Question—We formerly sold a good many sets of 
knives and forks at a low price. Our sales on these have 
fallen off considerably in the last year. Why? 

E. K. D., Ohio 

ANSwWER—Probably because the demand has been well 
supplied. Cheap knives and forks don’t build repeat 
business. No purchaser ever brags to his friends, rela- 
tives or neighbors about cheap goods. They have nothing 
to brag about. A purchaser of a cheap set may event- 
ually want a good one, but he may not buy it from the 
same store, especially if he feels he got a bad bargain 
in the first purchase. Don’t worry about selling fewer 
cheap sets, boost the good ones. You may make fewer 
sales, but your dollar profits will be greater. 


Question—Recently I saw a demonstration of a 
butcher knife that would cut wire nails. Was this pos- 
sibly due to special steel or special tempering? 

J. K., Illinois 

ANSWER—No more “special” than any manufacturer 
of good cutlery uses. It is mostly the way the knife is 
ground. It has a “cold-chisel” edge. It may cut nails, 
but it will be a poor kind of edge for slicing and cutting 
meat. Any manufacturer can make a knife that will cut 
nails, but why cut nails with a knife. Use a bolt or wire 
clipper for nails and a properly ground, well tempered 
knife for meats. 





END in your questions on cutlery de- 
partment problems. A Committee of 
experienced cuttlery makers and merchan- 
disers will answer your questions impartially 
and in this way will endeavor to help you 
improve your cutlery sales and profits. 
With the exception of questions concerning 
controversial selling points on _ specific 
brands or relative merits of sales plans of 
competing companies, all kinds of cutlery, 


questions are most welcome.—The Editor. 
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For MEN WHO DIDN°T BELIEVE IN 
SAFETY RAZOR BLADE SHARPENERS 


ALLEGRA 


For every popular type blade 


MEN are rather skeptical about razor blade sharp- 
eners. There has never been anything offered to them 
till now that has really proven worthwhile. 

But these same unbelieving men are now turning 
to ALLEGRO sharpeners. The enthusiastic descrip- 
tion of users knows no bounds —and rightly so, for 
ALLEGRO is all they hoped for and more. ‘Twenty 
years of experimentation and mechanical improvement 
has resulted in a safety razor blade sharpener that is 
without doubt the finest product of its kind. 

Although ALLEGRO is comparatively new in the 
American market, it is the most popular in Europe 
to-day. 


Hones and Strops the Blade 


THE most important factor in a good shave is the 
condition of the edge of the blade. ‘This is best ob- 
tained, as any barber will tell you, by honing and 
stropping the blade. This double equipment — a hone 
and strop—with which ALLEGRO is equipped 
makes it a unique instrument. ‘The automatic action 
of the blade holder brings all four sides, forming the 
cutting edge of the blade, into contact with the sharp- 
ening body at the “angle of shaving”. Thus, by hon- 
ing and stropping the blade before use, the edge is kept 
new, crisp and keen, giving perfect assurance of an 
easier and a smoother shave. 




































Dealers - Get these facts 
ALLEGRO iss a product for live, energetic 


dealers. . . for those progressive merchants who 
want to make a profit on a product which is an 
assured satisfier. Because ALLEGRO is entirely 
dependable and its good results so consistent, we 
offer a Money Back Guarantee. If it doesn’t prove 
entirely satisfactory, we will refund. We want 
you to offer the same guarantee to your trade. 

Send in your trial order ($3.00 price to retail 
dealers), specifying what types of blade holders you 
prefer — Gillette, Auto-Strop or Durham-Duplex 
types. You owe it to yourself to get acquainted 
with ALLEGRO. _ It means enthusiastic customers 
and substantial profit for you. 


Gillette Type, Auto-Strop, Durham- Duplex 
$ ALLEGRO COMPANY 


170 THOMAS STREET, NEWARK, N. J. 


Retail 
Sale 


Price 
Furnished complete in the de luxe ALLEGRO 
maroon leatherette case AN. A FLASH 

















88 


HARDWARE AGE for SEPTEMBER 5, 1929 








<4 EDLUND % 


& EGG BEATER 


Made by the Manufacturers of 
EDLUND CAN OPENERS 


Easy to operate— 
smooth running—beats 
freely. Unusually 
strong—precision 
made — a _ guaranteed 
product. A quality item 
at a popular price. At- 
tractively made and 
packed for quick re- 
sale. 
Write for 
prices and samples 





Other lines include the famous 


EDLUND ‘a8® CAN OPENERS 
EDLUND JUNIOR = "0U3cHoto 


EDLUND COMPANY 


BURLINGTON, VERMONT 











KNIFE QUALITY 
a Utimoteum layer 
APPRECIATED 


Se 


In severe service, this Dexter 
linoleum knife had lost its 
hawkbill shape. But it proved 
on the job to be a wholly satis- 
factory, economical linoleum 
knife. 

We know it did, because one 
of America’s biggest linoleum 
makers used it, and told us the 
story. 


Sell Dexter. Then you will invari- 
ably satisfy all knife users, what- 
ever shape or style they want. 


iy Same knife—New 


Harrington Cutlery Company 
SOUTHBRIDGE, MASS. 

















How to Advertise Cutlery 
(Continued from page 84) 


by an ad or several in which special items rather than 
stock are featured. 


Item Featuring 

By item featuring is meant advertising a few carefully 
selected items from each division of the cutlery stock, 
items that emphasize the store’s ability to offer special 
values—quality goods for the money. This is a profit- 
able method because it is possible to attract many pur- 
chasers with a minimum amount.of space if papers are 
used and the same if mail circulars are used. 


Specialized Featuring 

A third method is to use several ads in series, two days 
or a week apart, depending on the schedule used, to fea- 
ture selected items from a single line, like six items of 
pocket cutlery or several of kitchen or other type of 
cutlery. In other words, specialized featuring, for the 
purpose of emphasizing a store’s merchandising ability 
along special lines. 

Thus, to sum up, the store has at command the general 
ad, the item ad and the specialized ad. Any and all will 
sell cutlery if copy, ideas and layout are skillully applied 
to the goods. 

A Layout Idea 

There is practically no end to the variety of layout 
ideas. But for cutlery the simplest is best, because the 
merchandise if shown by clean-cut pictures or cuts is 
naturally interesting. 

The specimen layout suggestion shown here illustrates 
the helpful points about what to feature, how and how 
much, or rather how many items. 


Three Columns by 14 Inches 


The sections of the layout are lettered for simple ex- 
planation: size of space, for sake of illustration, is three 
columns wide by 14 in. deep, 42-in total. It may be 
smaller or larger. What is important is the proportion 
of sections. 

Under the main head are about 40 to 80 words of 
general text, to give the customer a line on the reason 
for the ad. 

Section “A” is a brief editorial, bringing out ideas of 
the store’s variety of cutlery, the quality idea and some- 
thing about prices mainly to emphasize what the cus- 
tomer can get for his or her money. 

Sections “B” and “C,” about one-fourth of total space, 
should be used to describe two special or extra values, 
like a full set of table cutlery and perhaps a full set of 
kitchen cutlery. These two items would, of course, rep- 
resent a fairly large sale unit. Maybe $8 to $20 a set. 

Section “D” (three panels of equal width and depth 
set across the ad) should be used to feature three selected 
items from three divisions of the cutlery stock. Table 
items on the left, razors and accessories in the center, 
pocket knives on the right. Each item should have a 
price and a brief description. 

Section “E” (lower third of space) should hold some 
items not related to cutlery but representing special-use 
goods like alarm clocks, flashlights, batteries, toys and the 
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like. These items should represent price levels between | 


60c. and $2.50, so as to balance up with large and medium 
price units represented by the cutlery items. This is an 
important point because variety and price elements affect 
response to advertised items. 

In writing copy these slants are useful: 

Appearance—Cutlery looks good on display, so use the 
idea in describing items. 

Variety—People like to know your selection is wide 
so they can have wide choice. Speak of this in copy. 

Men, women, children—Each has a special interest in 
various lines of cutlery. Bring this out in headlines. 

Quality—Cutlery of all grades has a certain expression 
of quality, a natural suggestion of worth aside from 
specified quality. So emphasize this by word and picture. 





These points are already in reader’s minds, a fine | 


reason for putting them into copy to sell your goods. 





Economical “Speedee” Bread Slicer 


A new bread slicing machine has been placed before the trade | 
within recent months by V. D. Zeve, Inc., Chester-Twelfth Bldg., | 


Cleveland, Ohio. 
The ‘“‘Speedee” slicer is simple in construction, requires no 

















oil, is easy to adjust, has a gravity feed, slices evenly and is easy 
to keep clean. Bread rests on a cleated conveyor which slides 
on an incline to the slice regulator. It automatically moves for- 
ward after each cut. 

The distributor states that the “Speedee” slicer saves nine ex- 
tra slices from each loaf. The machine is easy to operate. A 
guide carries the knife downward through the loaf as the handle 
is pushed forward. A slight shift of a lever regulates the size 
of slice. 


Remington Cutlery Display Material 


Remington Arms Co., Inc., 25 Broadway, New York City, 
has produced a new window display to help stimulate the sale 
of its cutlery products. A series of small lithographed cut- 
outs and a large center card have been designed so that the 





many items in the cutlery line can be shown in a small amount 
of space 

















The Pike “Handy Andy” 


This grinder is especially suited for mechanics, in 


small shops without electric power, who appreciate a 
thoroughly practical hand-tool grinder, at a moder- 
ate price, such as only Experienced Grinder Special- 
ists like PIKE can produce. 


It is also a great favorite with tool users, farmers, 


“handy-men” and housewives who must keep tools 


shar for their various needs. 
Pp 


Display it where ALL will SEE it. Attach one to 
counter or table and let customers try it. A few 
turns will convince them how smoothly it runs— 


how quickly and perfectly it sharpens. 


Features are: Helical gears which insure permanent 
accuracy; Vitrified Grinding Wheel noted for keen, 
fast cutting; Genuine auto body enamel finish; and 
the PRICE which is possible only because of quan- 
tity production and PIKE standardization. Made in 


four popular selling sizes. 


If your Jobber cannot sup- 
ply you, write us and men- 
tion his name. 





Manufacturing Co. 


PIKE 
Pike, New Hampshire, U. S. A. 





Manufacturers of sharpening stones 
and specialties for over 100 years 














90 


HARDWARE AGE for SEPTEMBER 5, 1929 





Cutlery Exports and Imports 
Announced for Month of May 


The Department of Commerce through 
its Bureau of Foreign and Domestic Com- 
merce has recently finished compiling the 
totals of cutlery imported and exported 
during the month of May, 1929. 

More than two million, three hundred 
thousand razors and parts were imported 
in May. These had a value of $82,488. 
One hundred and sixty thousand scissors 
and shears came to the country, having a 
value of $26,427. Almost two hundred and 
seventy thousand pen, pocket and other 
folding knives were imported having a 
value exceeding $16,000. In the export 
column, twelve thousand dozen safety ra- 
zors were exported in May. More than 
eight hundred and twenty-eight thousand 
dozen safety razor blades were exported 
and more than two thousand seven hun- 
dred dozen scissors were shipped to other 
countries. Some twenty-two thousand 
dozen items of table and kitchen cutlery 
were also exported during that month. 


Gillette Co. Has Announced 
May Display Contest Winners 


Winners have recently been announced 
for the window display contest conducted 
by Gillette Safety Razor Co., Boston, 
Mass., during the month of May, 1929. 
The sponsoring company states that ap- 
proximately 23,000 dealers installed Gillette 
window displays and that 10,000 merchants 
entered photographs in the contest. 

Displays were received from_ stores 
throughout the United States and also in 
Alaska, Hawaii and the Philippine Islands. 
Many dealers stated that their sales in- 
creased during the contest from 74 to 1000 
per cent, giving credit to their displays. 


The contest was nation-wide in its scope | 


and was divided into three classes—stores 
in cities under 25,000 population; in cities 
from 25,000 to 50,000 population and in 
cities of more than 50,000 population. Each 
group had a first prize of $250 and second 
prize of $100 and many other cash awards. 


In the first group Woodworth Drug Co., | 


Albany, Ore., was first prize winner. Sec- 
ond award went to McLellan’s of Eliza- 
beth City, N. C. Ropes Drug Co., Salem, 
Mass., was the winner in the second group- 
ing with the Smith-Winchester Co., whole- 
sale and retail hardware distributor of 
Jackson, Mich., receiving second prize. In 
the third group, J. J. Mueller Drug Co., 
St. Louis, Mo., received the $250 and The 
Penna. Pharmacy in Philadelphia, Pa., 
was given the $100. 

Every dealer who did not win a cash 
prize received ten packages of blades as a 
token of appreciation from the Gillette com- 
pany. The, displays were unusually attrac- 
tive and were judged by a committee of 
prominent advertising men. 





Boyle Grapefruit Corers 


The Boyle Products Co., 113 Beacon 
Avenue, New Haven, Conn., manufactures 
Boyle Grapefruit Corers in three sizes, 
known as types A, B and C. Type A is 
for the coring of large grapefruit, B for 








medium or smaller sizes fruit and type C | 


is intended primarily for removing the core 
of oranges. Made carefully of good ma- 
terials, these corers cover the core seed 
bed completely and remove the centers with 
seeds and pith, leaving the fruit ready 






Makes a 


hard job works 

eas 

pon f quick r 6 aia 
panes | ‘ » 


for consumption. A sharp circular blade 
penetrates the pith wall, and when the Boyle 
corer is closed the job is practically com- 
pleted and the seeds, pith and core center 
may be readily removed. 


A New Grinding Wheel Display 


Attention is called to the new metal dis- 
play stand with twelve grinding wheels 
which the Carborundum Co., Niagara 
Falls, N. Y., has placed on the market. It 
is a four-color stand, has an easel back 
and also carries an assortment of wood 





























®> 





bushings for bushing the arbor holes of 
the wheels down to the required sizes. 

The wheels mounted on this display as- 
sortment, No. 1476, are held to the panel 
on a rod by a nickeled washer and wing 
nut. The wheels can be sold directly from 
the panel. Under each pair of wheels is 
a lithographed reproduction of a grinding 
wheel, giving data for reordering. 


id. 








Mitchell Wafer Blade With 
Double Shaving Edge 


Kranish Brothers, Inc., 10 West Thirty- 
seventh Street, New York, N. Y., is the 
sole distributor in the United States for 
the Sheffield “Mitchell” safety razor blade, 
which is manufactured by R. S. Mitchell, 
Sheffield, England. 





This blade is made of crucible razor 
blade steel and finely tempered. Each blade 
is carefully examined during all manufac- 
turing operations to insure sound, lasting 
qualities, says the distributor. 

The blade will fit the Gillette type razor 
and is packed in packages of five or ten. 
Each blade is individually packed in a 
glassine envelope. Display material is 
available. 

The blades are wafer, double-edged type, 
said to be made expressly for tough beards 
and tender skins. The manufacturers and 
sales agents promise users clean, cool, 
comfortable shaves for many days with- 
out changing blades. 

Other features claimed by the distribu- 
tors are hand stropping of all blades, proper 
hardening and tempering, flexibility and 
uniformity. 


Ulster Golf Knife 


The Ulster Golf Knife is a pocket knife 
especially for the use of golfers. It is 
very compact and combines utility and 
style. Only the finest grade of steel en- 
ters into the Ulster Knife. Besides the 
long “spear” blade there is a handy bottle 
opener, a strong cork screw and a neat 





nail file. The length of the knife is only 
2% inches, which makes it very convenient 
for carrying in the pocket. 

The Ulster Golf Knife is “all steel,” 
with the exception of the handles, which 
are nickle silver specially finished and 
highly polished. It is designed for com- 
fort in use and lifelong durability. 

An attractive engraving of a golf bag 
and clubs appears on one side. The knife 
is especially suitable for gift purposes, and 
every golfer that sees it is bound to want 
one. 

The Ulster Golf Knife is made by 
Dwight, Devine & Sons, Inc., Ellenville, 
i. ee 
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A New Line of 

















R. MURPHY TEMPERITE BRAND 


A PUTTY KNIFE that is tempered RIGHT . . . It “gives” 
and spreads perfectly . . . easy to handle . . . handles stay set 
- no wobbling . . . no play. Invite sales . . . Display this 


box on your counter! You will sell more Putty Knives! 
Other TEMPERITE Brand items are STAINLESS Kitchen 
and Grape Fruit Knives. 


Write for prices, and Complete Catalog 


Robert Murphy’s Sons Co., Ayer, Mass. Est. 1850 


PUTTY KNIVES— 





For 
Gillette 
Type Holders 


7 





They 
Come 
Back for More 


Radium Blades bring repeat sales 
and new customers. 





That means more business and 
extra profits. Radium Blades will 
keep this pace up because their 
quality never varies. 


Radium Blades are advertised in Lib- 
erty Magazine. Cooperate with us 





and advertise locally. We furnish you Advertised 
electros and other dealer helps Free. Each 
Month 
Made by the in 
4 Libert 
Radium Cutlers, Otto Roth, Inc. iaenaaiee 


Newark, N. J. 


Distributed by Wiebusch & Hilger, Ltd., 
106 Lafayette St. New York 


\ P 

















THE “BIG PROFIT” vunser 


Jobbers have multi- 
plied their 1928 sales 
in scissors and shears 
with this modern as- 
sortment of “IVORY- 
TONE” shears in its 
novel display cabi- 
net. Note retail offer. 


CLEAN 
CUTTING 
SHEARS 


IVORY TOME HANDLES, 
KEEP CLEAN 





THE POPULAR 


50c 


SELLER 





This original and prac- 
SHEARS tical cabinet grips each 
Shear securely until re- 


leased by the purchaser. 
inet E , 
_ a Ships perfectly. No. 7340 


Assortment contains | dozen famous Oval brand “Ivory- 

tone” lacquered (4 ea. pink. white, blue) shears. 6”, 7”. 

8” sizes. 

pap” RETAILERS can place an original order for 
pend CABINET to be billed through their 
obber. 


SALES PHOTOS FREE TO JOBBERS 


THE ACME SHEAR ©: 





100-800 Hicks Street 
BRIDGEPORT, CONNECTICUT 

















CEBBEEERBEEBCEEERBEE 


heneer and Inventory 
one HIGH—the other LOW 


CuTLERY that has these two things brings 
profits and success to you. And that cutlery 
is... John Russell Cutlery. A policy of con- 
sistently advertising it to over sixteen million 
TP people sells its smartness . . . its sharp- 
j ness... its utility. Sales and goodwill 
. rapid turnover and low inventory 
‘a ... are the inevitable results. To help 
Advertised you keep pace with the demand, we 
fill all orders promptly. Goods are shipped 

within twenty-four hours. 
Write your jobber or to us for details of the 

new Russell lines. 


RUSSELL 


© RB EE N RIVER 


CUTLERY 








JOHN RUSSELL CUTLERY COMPANY 


IRI A a 


TURNERS FALLS, MASS. 














92 HARDWARE AGE for 


SEPTEMBER 5, 192 


9 











A combination 
HONE with the 
soothing properties 
of a barber’s strop! 
















Fits easily into 
the palm of the 
hand. 


You can now offer your trade the EASY HONE—a Gillette- 
type sharpener that actually HONES and STROPS the dull- 
est blade in ONE operation, not possible with any other type 


sharpener. 
HONE the blade will always have a keen, smooth-cutting 
edge—better than a new blade. Assures 500 or more shaves 


per blade. 

Richly finished in a erystal case with con- 

venient round corners—Retail Price... $5-00 
Thousands of dealers testify to new and profitable sales of 
EASY HONE—wire or write for details. The 3 year EASY 
HONE guarantee is assurance of quality to your customer— 
it means easy sales and profit to you. 

Manufactured by 


THE EASY HONE COMPANY, Ince. 
16-18 West 22nd Street, New York City, N. Y. 


Distributor Wanted. Ask if your territory is open. 


EASY HONE 


GUARANTEED 
— 











The Gem Sells Itself 


With This Display 
on Your Counter 


H E customer 

who comes in 
to purchase other 
things pauses to 
buy a Gem or Gem, 
Jr. The Gem dis- 
play means extra 
sales. 


All customers like 
these handy  nail- 
clippers because 
they trim nails and 
hang-nails perfectly, 
and work _ easily 
with either hand. 





Gem 50c. 





The only nationally advertised nail clippers. Copy ap- 
pears regularly in The Saturday Evening Post, Collier’s, 


and Judge. Mi 
Transparent Du Pont “Cellophane 
—> protects them from rust, dust and 


tarnish. 

The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


THE H. C. COOK CO., Ansonia, Conn. 











One sale creates another because with the EASY | 








Seven Weeks of Life Man Devotes 


To Shaving, Says Razor 


Manufacturer 


If Mr. Average Citizen were told to scrape away 
at his beard for more than seven weeks, without any 
pause for food, sleep, or other needs, can you imagine 
what he would say? 

If a more lenient order simply bade him shave away 
eight hours a day for more than twenty-one weeks, he 
would do the same amount of work—and would prob- 
ably still protest, but— 

“That is approximately just what the average clean 
shaven citizen of modern America does in his life time,” 
says H. J. Gaisman, head of the Auto Strop Safety 
Razor Co., Inc., New York, N. Y. 

“The average man is shaving before he is twenty,” 
says Mr. Gaisman, “and he can reasonably expect to 
keep on for forty years. Allowing him five minutes for 
a shave—which is more than he really needs, but about 
what the average man takes since all men do not use the 
best equipment, there is one hour in every twelve days, 
and more than thirty hours a year. More accurate figur- 
ing gives us fifty twenty-four hour days, and seventeen 
hours extra for this lifetime shave. 

“This explains why scientists are constantly improv- 
ing the steels, strops, soaps, lighting, mirrors and other 
shaving paraphernalia. The actual labor saving of a 
clean, rapid shave is more than it seems, since by saving 
temper it keeps our average citizen from losing time 
and energy in other ways. 

“Modern man wants a clean face—and wants it now. 
So he is willing to devote over seven weeks of his life 
to get it.” 


‘How to Sell More Tools 


KNOXVILLE, TENN.—I have read the ads published 
on how to sell more tools. 

The best way I have found is to carry a complete line 
of high-grade tools, all being on one standard make, also 
a small stock of a cheaper tool for comparison. 

Have your window and display counters neatly dressed, 
each item with a tag and price on it. Then when a cus- 
tomer walks in see that he is waited on at once. Let him 
see all the tools you have on your display tables, and let 
him handle or examine them as he pleases. Then if he 
questions the price don’t argue with him. Show and 
explain to him the difference between a high-grade tool 
and the cheaper grade. As he handles them point out 
the advantages and quality of the high-grade tool. 

If you can’t sell him, don’t fly off the handle. Keep 
constantly in touch with him, and after he learns the dif- 
ference between quality and price he will buy quality in 
preference to price. 

(Signed) Robert M. WILLIAMs, 
C. M. McClung Co. 
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LET THE CHENEY 
SELL ITSELF 


Have a Cheney grind- 
er fastened to the 
counter. Let the pros- 
pect use it, he will 
then be sold easily for 
the Cheney runs true 
and smooth. 


The model _ shown, 
Cheney 7, is a favor- 
ite among _ farmers. 
Its extension is very 
handy to secure a good 
edge on the mower 
knife. 





Our illustrated catalog gladly sent 
on request. 


wae 


S. CHENEY & SON 
MANLIUS, N. Y. 











Genuine Sheffield Steel 
Made in England 











“Mitchell” 

7 GUARANTEED 

_ SHEFFIELD ENGLAND. 
SS HErIELD ENGLAND 





BIGGER PROFITS 
and More Shaves 


Dealers, here is the razor blade you have 
been waiting for. Made of famous Shef- 
field Steel, imported from England. Gives 
an almost unbelievable number of shaves. 
Stock and push this blade. It will make 
friends, sales and profits for you. Order 
from your jobber. If he doesn’t have the 
MITCHELL—write to us. 


Manufactured by R. S. Mitchell, 
SHEFFIELD, ENGLAND 


KRANISH BROTHERS, Inc. 
Sole U. S. A. Representatives 


10 WEST 37th STREET NEW YORK, N. Y. 








POULTRY-SHEARS 


Best Quality. Makers of 
all kinds of high class 
Poultry Shears 
since 1905. Buy exe 
this famous Z Vy 










Eagle 


from the inventor. 


AUGUST BRECHER 
SOLINGEN 3, Germany 


Poultry-Shears with handles of Celluloid in 30 
different colors. Stainless-Shears, Gilded Shears. 


Poultry Shear 











Cultivate Cutlery 


The keen dealer realizes clean-cut 
profits from his cutlery stocks A pleas- 
ing portion of his income is cut from his 


knife sales. 


Whet your knowledge on the Harp- 
wARE AGE grindstone. Profit by the cut- 
lery articles. 














CHRADE )AFETY 


Push Button Knife 


No Breakingg 
finger nails 4 


Push the button and the blade opens auto- 
matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MARIB 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 


Send for Catalog E. Factories: Walden, N. Y.—Middletown, N. Y. 
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Verified News Notes of Retail Stores 


ALABAMA 


GoopwaTER.—E. Robinson is _ planning 
to move into a new building, now under 
construction. 


ARKANSAS 


Et Dorapo.—Turnage Hdwe. Co. is the 
successor to Turnage-Caruthers Hdwe. 
Co. of this city. 


CALIFORNIA 
Nevapa City.—Alpha Hdwe. & Supply 


Co., has taken over the Nevada City 
Hdwe. Co., moving this stock to its 
building. 


GEORGIA 


ATLANTA.—George W. White will soon 
open a store at 1339 Lee St. 


ILLINOIS 


Forest Park.—Otto Gorke, Jr., has 
moved from 5400 W. Division St., Chi- 
cago to 7510 Madison St. of this city. 

Forrest.—The Monarch Store has re- 
cently purchased the stock of Forrest, UI- 
bright & Opie. 

Atton.—Fred W. Delano has opened a 
hardware store at 2514 State St. 


INDIANA 


PiymMoutH.—The Plymouth Farm Sup- 
ply Co. is now operating in this city. 

Kwnox.—Earl Zechiel has succeeded 
Wm. De Mont of this city. 

Koxomo.—The Armstrong-Landon Co., 
101 W. Sycamore St. has recently been 
re-organized, following the death of Geo. 
W. Landon. 

INDIANOPoLIs.—Carter’s Hdwe. & Vari- 
ety store at 3406 E. 10 St. plans to expand 
into a new building, being constructed ad- 
jacent to present store. 


IOWA 


Dusugue.— Frank M. Jaeger Hdwe. 
Co., 768 Main St. is going to remodel 
present building and erect an addition. 

MECHANICSVILLE.—Cook-Wierengo _ has 
been succeeded by Cook’s Hdwe., John I. 
Cook, prop. 

KANSAS 


BeLoir.—Ed Fitzgerald Hdwe. Co., has 
succeeded V. P. Bracken Hdwe. Co. of 
this place. 


KENTUCKY 


Harropspurc.—Adams Bros. are still 
conducting a retail hardware busines in 
this city and did not sell out as previously 
reported. 

MASSACHUSETTS 


Boston.—Diemont-Levy Co., 57 Port- 
land St. have added 10,000 feet of ware- 
house space in a building adjacent to its 
premises. 

Newton Center. — Howard Chandler 
has opened a retail hardware store at 747 
Beacon St. 





MICHIGAN 
Murir.—The Owen Hdwe. has: suc- 
ceeded Jones & Owen of this place. 
Ho.titanp. — Central Hdwe. has been 


opened at 29 W. 16th St. by J. E. Zwemer 
and Lewis Nykamp. Mr. Zwemer was 
formerly in business here as Deur & 
Zwemer. 


Granp Rapips.—I. C. Lamoreaux & 
Co. of 1968 Division St. has succeeded H. 
M. Johnson & Co. 


MINNESOTA 


LittteE Fatits.—Simonet Furn. & Car- 
pet Co. has succeeded Ryan Co. of this 
place. 


MISSISSIPPI 


BrooKHAVEN—C. B. Perkins Hardware & 
Supply Co. has been formed to take over 
the estate of the late C. B. Perkins. 
L. J. Hollands is president, Mrs. C. B. 
Perkins, vice-president, and Geo. Decell, 
secretary-treasurer. . 


MISSOURI 


GarpEN City—East Lynne Hardware Co. 
has been formed here by A. D. Hartzler, 
succeeding Flaspohler Hardware Store. 


St. Louts—A. H. Sippel Hardware Co., 
7446 Gravois Ave., is erecting an addi- 
tion. 


Knos Noster—Louis Jahn has succeeded 
P. G. Utley of this place. 


St. Lours. — East-Kuehn Hdwe. Co. 
has been formed at 5420 St. Louis Ave., 
through the purchase of the stock of Par- 
due Hdwe. & Paint Co., 5541 So. Grand 
Ave., and combining with jt stock of J. H. 
Westhoff of 5404 St. Louis Ave. 


NEBRASKA 


Norrotk. — Thomsen Hdwe. Co. has 


been sold to L. V. de Vore. 


Rocxrorp.—H. T. Reimer, operating a 
store at Holmesville, has a branch store 
here which was recently opened. 

Emerson.—B. & E. Hdwe. Co. is mov- 
ing stock from Thurston branch store to 
main store. 

Tuurston.—A. H. Wriedt & Son have 


moved from Pender to building formerly 
occupied by B. & E. Hdwe. 


NEW JERSEY 


Jersey City.—Morris B. Perlman has 
moved from 38 Jackson Ave. to 37 Jack- 
son Ave. 

Mapiewoop. — Maplewood Hdwe. Co. 
will soon move from 170 Maplewood Ave. 
to 157 Maplewood Ave. 


Paterson.—Charles Greenhalgh of 7 





Park Ave. plans to move to 19 Park Ave. | 


NEW YORK 


OLEAN. — Wagner-Fowler Hdwe. Co. 
has succeeded Saunders Hdwe. Co. 

ScHENECTADY.—Louis Hantman is the 
proprietor of Sherman Supply Co., 618 
Broadway, successor to Philip Sherman. 


OHIO 


STEUBENVILLE. — Fort Steuben Hdwe. 
& Supply Co. has been incorporated at 136 
S. 5th St. by W. F. Hutton and others. 

Tiro.—L. F. Heinlein is the successor 
to Lash & Son. 

SPRINGFIELD.—Springfield Hdwe. Co. is 
moving from 16 N. Limestone St. to 36 
E. Main St., of this city. 

Lima.—Longmeier & Stippick Hdwe. 
Co., 317 N. Main St., has taken over ad- 
joining store at 319 N. Main St. 

WitLoucHsy.—I. & J. Hdwe. Co. has 
succeeded E M Crowther of this city. 

East Akron. — Brooklands Garage & 
Hdwe. Co. has added a full line of hard- 
ware. 


OKLAHOMA 


HEAVENER. — Hall-Patton Trading Co. 
has opened in this place. 

Tipton.—J. E. Stanford has opened a 
retail store here. 

ArpMorE.—Pioneer Hdwe. & Furniture 
Co. has succeeded Bivens, Corban & 
Fiensley. 


TENNESSEE 
Jerrerson City.—Grover H. Brother- 


ton has succeeded the Planter’s Hdwe. Co. 
CHATTANOOGA.—The Carroll Hdwe. Co. 


has changed its name to Chattanooga 
Hdwe. Co. 

Mempuis.—Lindahl Hdwe. Co. has 
opened two stores in Memphis — 1351 


Madison and 2129 Young Aves. and plans 
other locations. 

Dayton.—John R. Abel & Sons are 
now operating the Bailey Hdwe. Co. 


TEXAS 


Tenaua.—J. G. Harris Hdwe. & Furn. 
store has been opened here. Owner also 
in business at Center. 


WASHINGTON 


ABERDEEN—P. H. Hoonan, Jr., has taken 
over Mr. Casey’s stock in Casey Hard- 
ware Co., Inc. 

CoALVILLE—Summit Furniture & Merchan- 
dise Co. is building an addition to store. 

SEATTLE—D. W. Doran has opened a new 
store at 6820 Greenwood Ave. 


WISCONSIN 


BayFlELp—Burtness Hardware Co. is be- 
ing operated here by Britton Burtness 
and others. 


Io.a—Torgerson Hardware Co. has recent- 
ly been incorporated. 
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Air Dried, Straight Grain, 
meat BABCOCK 
|< Full Strength in Tinner Air Dried 


Hand Split and Hand Shaved SPRUCE 


, Straight Grain White 


oi sewer | LADDERS 


Hand Forged Guide 


L | Jf eso Better be Safe Than 


! Malleable Automatic Spring Sorry 
Hooks or Lock. Work in Can’t Afford to Take 
Any Position the Chances with 
a Cheap Ladders 


Rope and Pulley Complete 















































© MECHANICS © 


| W.W. BABCOCK CO. 
Is There Anything Any 


Better Bath, N. Y. 
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Every Hardware Merchant Should Be His Customers’ 


STOVE DOCTOR 


He can replace parts of stoves, but when the insidious 
epidemic known as Rust has attacked the weakest part 
of a stove’s anatomy, the oven, there is only one sure 
and effective remedy. 


—. TRADE ol] 
TOVOlT, 

As every progressive merchant is endeavoring to keep 

and add to his women customers, place yourself before 


your trade as the STOVE DOCTOR, carrying in 
stock not only stove parts but a sure 


CURE FOR ALL RUST TROUBLES 


Cleans and Polishes as it kills and removes rust. Does 
not soil hands or clothing. 






















Every bottle guaranteed. Sample mailed free to any 
Hardware Dealer. 








SUPERIOR LABORATORIES 
GENERAL OFFICES 
28-30 IONIA AVE., GRAND RAPIDS, MICH. 














Exclusive Pacific Coast Distributors 
GENERAL SALES CORPORATION 
718 Mission St., San Francisco, Cal. 
303 First Ave. South, Seattle, Wash. 
350 E. First St., Los Angeles, Cal. 
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Hoeft off th® Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 











“I know something you don't,” said 
the aviator with whom I was riding. 

“What is that, may I ask?” I yelled 
back at him. 

“You know the stick 
run this crate?” he says. 

“Yes,” says I, “what 

“It broke,” he says. 

“Broke?” says I. 

“Broke,” says he. 

“Wow,” says I, “that’s serious, ain’t 
it?” 

He looks at me sour-like for asking 
such a foolish question. 

“Furthermore,” says 
“our wing has broken.” 

“Zounds,” I shouts; “you surely are 
the cheerful guy, ain’t you?” Suddenly 
I felt the ship tremble and sway and a 
snapping sound came from behind me. 

The aviator looks around and sighs. 
“There go the rudder and elevators,” 
he says, reflective like. 

“We might as well be up here with 
a rowboat now,” I says, trying to be 
humorous. We were ten thousand feet 
up. 

The aviator turned around and witha 
grin on his face states, “The engine has 
caught fire. Look,” he says, “our 
wheels have fallen off.” 

I laughed at this statement. The ship 
was going down. I slapped the aviator 
on the back and said, “S’all right, kid,” 
says I, “BE NONCHALANT, LIGHT 
A MURAD.” (no adv.) 


with which I 


of it?” 


the bird-man, 





College Boy (home for summer)— 
Well, dad, bought some books on farm- 
ing for you to dig into. 

Dad—Yeah, and I’ve bought another 
80 acres for you to dig into. 





Ho—‘“So you graduated from the 
Barbers’ University? What was your 
college yell?” 

Bo—“Cut his lip 

Rip his jaw 
Leave his face 
Raw !raw !raw !”—Owl. 


The other day we got an invitation 
to a stag party. It read: “The party 
will be gin at 9.00 o’clock.” ° 





“John, I hope I didn’t see you smiling 
at that creature that just passed.” 
“T hope you didn’t, m’dear.” 





4 


2 


va At 4 Fa 
é LW 4 


ee 





Rei 


Alas, poor Fido, I knew him well! 


drawn by F. Reid, Henderson, Tenn. 





The cashier of a small movie house 
is selling tickets as a pal looks on. 

A customer buys a quarter ticket, 
lays down a half-dollar and walks away, 
leaving his change. 

“Does that often happen?’ asks the 
cashier's friend. 

“Very often,” replies the ticket seller. 

“What do you do in a case like that ?” 

“Oh,” says the man in the wicket, 
“T always rap on the window with a 
sponge.” 

The man was worrying. “Tell me 
about it,” said his pal. “Get it off your 
chest.” “I wish I could,”’>groaned the 
other. “I’ve got ‘Marguerite’ tattooed 
there, and the girl I’m engaged to 
marry is named Helen.” 





Andy—“I don’t see why you say my 
spring suit is too loud. It’s no worse 
than my winter suit was.” 

Min—‘“I know, you wore a coat with 
that.” 


“Have you ever seen the prisoner 
at the bar?” asked the judge of the 
star witness in a St. Louis police court 
case. 

“No, I have not, your Honor,” the 
witness answered, “but I’ve seen him 
when his actions made me think that’s 
where he’d been.” 





“T hear that Nero was torturing 
Christians again last night.” 

“Some one ought to take that fiddle 
away from him.” 





Grouchy Diner: “Say, I never had 
such corn on the cob. Take it back, 
it isn’t fit for a Jackass to eat.” 

Waitress: “Very well sir, I'll get 
you some that is.” 





John Barleycorn is dead but he left 
a bootlegacy.—Asheville Times. 





Doctor—‘Sit down sonny, you have 
shown good manners long enough.” 

Small Boy—“It ain’t good manners, 
doctor, it’s a boil.” 


“Speaking of bathing in famous 
springs,” said the tramp to the tourist, 
“TI bathed in the spring of ’86.” 





Mrs. Goldman had engaged a new 
maid. She was a thoroughly good 
girl, truthful, honest, very willing and 
obliging, but she lacked tact. 

One evening, when her mistress was 
going to the theater, the maid noticed 
that a favorite rope of pearls was 
missing. 

“Oh, madam,” she cried, “where are 
your lovely pearls tonight?’ 

“I’m not wearing them, Winnie,” 
replied Mrs. Goldman. “I don’t fancy 
them tonight.” 

“Oh, what a pity, ma’am!” ex- 
claimed the maid. “An’ they made you 
look so like a real lady!” 
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HERD once was confusion in the mechanic's shop is 
now neatness and order with the Standard Drill Holder 
and Gauge. 


No more lost time in hunting for this or that drill. No more 
fussing and fuming. The mechanic picks out the drill he 
New York: 94 Reade St. 


Chicago: 552 W. 





Another Good Seller for You 


The Standard Drill Holder and Gauge 








needs as easily as a smoker picks out a cigarette from the 
package. 


Display this Drill Holder and Gauge well on your counter and 
watch how it attracts the eye of almost every mechanic. This 
easily secured interest will lead to orders. 


Fredk. Pollard & Co., Ltd., London 
and Leicester, England 


Washington Blvd. 


THE STANDARD TOOL ([0. 


Paris, France—Burton Fils. 





CLEVELAND 

















Be READY When the Lawn Hose Trade STARTS 


Order early. There’s always a rush for Spring Lawn Hose 
Goods at the first sign of dry weather. Give your Jobber a 
chance—he’ll do his part if you cooperate. We’ll do ours by 
continuing to make— 








SHERMAN Wrought Brass HOSE GOODS 


the same, good, reliable products they have always been for 
over 30 years. If you’re stocked with Sherman Wrought Brass 
Nozzles, Couplings, Clamps, Faucets, etc., you’ll get the trade 
and hold customers. 








Sold through Jobbers 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 












Order a dozen Diamond Nozzles 
in display carton featuring ‘‘Per- 
fect Spray’? from your Jobber. 


Sherman Wrought 
Brass Hose* Coup- 
ling (Patented) 


Style No. 517 


Sherman Wrought Brass 
Lawn Faucet 


Hose Clamp (Patented) 
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ality 
veadily APPARENT 
IN FAIRMOUNT 
Hammers 






Mechanics look at Fairmount 
Hammers, pick them up, 
and are quickly convinced that 
here are hammers possessing 
balance, high quality and 
utility. Fitted with seasoned 
hickory handles, perfect in bal- 
ance, drop-forged for long, 
hard usage, they are easily the 
outstanding hammers on the 


Ball Pein Sizes 





2 oz. to 3 tb. market. When you sell them, 
Engineer's Hammer you are sure of selling the best. 
1Y2 tb. to 4 Ib. Order From Your Jobber 


frre I 
‘AIRIOUN 
TOOL & FORGING Co. 


IF 1061! QUINCY AVE CLEVELAND, OHIO ali 
FAIRMOUNT TOOLS GIVE SERVICE AND SATISFACTION 
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Sell RED DEVIL Cutters || 


Popularity and Profit Certainty 











024—Universal ELLING is _your 

032—Extra Large Wheel || business — Profit 

is your goal. There- 

023—Ball End Handle || ¢5re—in Glass Cutters 
48—6 Wheels —RED DEVIL. 


Name and number stamped on cg 
Easy to identify when out of the box 


1165 SPRINGFIELD AVENUE 
IRVINGTON, N.J., U.S.A. 














Hyde Tells Views on 
Farm Problem 


HE views of Arthur M. Hyde, Secretary of Ag- 

| riculture, on farm relief are given in an interview 

with Mr. Hyde in the current number of the 

Credit Monthly, published by the National Association 
of Credit Men. 

“Agricultural improvement requires a combination of 
individual efficiency, cooperative enterprise and wise 
public policy,” he said 

“The farmers’ production and marketing costs must 
be reduced wherever possible. Wasteful and costly 
sources of needed credit must be replaced by sounder 
and more economical sources. Any unjust tax burdens 
on farm property must be alleviated, and equitable 
methods of spreading the tax burden substituted. 

“Shipping costs must be reduced by efficient water 
transportation wherever practicable. Merchandising and 
distribution methods must be improved so as to give the 
farmer a more substantial share of the consumer’s dol- 
lar. Needless gluts in the market with unwarranted 
slumps in prices must be eliminated by more scientific 
adjustments of offerings to meet seasonal and local 
demands. 

“Effective agricultural organization giving the farmer 
a control over his own products more nearly correspond- 
ing to that exercised by other industries must be en- 
couraged and supported.” 

Secretary Hyde pointed out that over-extension of 
credit is likely to follow a season of good farm returns, 
when banks and other credit agencies have ample funds, 
and borrowers and lenders are optimistic about the 
future. ‘ 

“Easy credit at such times,” he said, “when the farmer 
needs it least, intensifies the depression which comes 
when crops fail to meet expectations. 

“It also tends toward drastic restriction of credit at 
the time of greatest need, as in 1921. This problem is 
one which calls for a more far-sighted use of credit on 
the part of both lenders and borrowers.” 

Cooperative marketing of agricultural products and 
purchasing of farm supplies has now reached the prac- 
tical business stage, according to Mr. Hyde. 

“Research has brought out not only the strength of 
cooperative marketing, but its limitations as well. One 
principle emphasized through this cooperative work is 
that agriculture requires efficient selling as well as effi- 
cient production,” he said. 


WHAT THEY SAY ABOUT US 


I enjoy Mr. Norvell’s writings. Would there were 
more like him. The same for Mr. Soule 
N. R. FisHer, Cleveland, Ohio. 





Enclosed find our check for renewal of your paper. 
We assure you we enjoy the weekly appearance of same 
and though your problems are not identical with ours 
we find much in common and many practical and help- 


ful suggestions. 
McCattum Bros., London, Ont. 
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Rixson Friction Stay 
Holds hinged in-swinging win. 
dows, transoms, etc., in any posi- 


tion. Opens 180° when trim per- 
mits. Maximum friction surface. 



















Rixson 
Olive 
Knuckle 


Hinge 


Distinctive 
French design 
made commer- 
cially practi- 
cal for general 
use, —on hos- 
pital, hotel, 
apartment 
house and res- 
idence jobs. 


















. 


ANY customers for one item can be sold two, 
with the merest persuasion on the salesman’s 
part. Suggest Rixson Friction Stays to your next hinge 
customer. The chances are he has overlooked a place 
where they’re needed. Let a buyer for door hardware 
know that Rixson Olive Knuckle Hinges take an ex- 
cellent paint finish to match interior trim—and are 

priced within his reach. 

Write for details or see our 
Catalog in Sweet's 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue Chicago, Ill. 


New York Office: 101 Park Ave., N. Y. C. 
Philadelphia 


Atlanta) New Orleans Los Angeles Winnipeg 


a 

































Builders’ Hardware 


Overhead Door Checks 
Floor Checks, Single Acting 
Floor Checks, Double Acting 


Casement Operators & Hinges 
Concealed Transom Operators 
Adjustable Ball Hinges 


Olive Knuckle Hinges Butts, Pivots and Bolts 
Friction Hinges 


Door Stays and Holders 


























This Laper 


spells LAWN MOWER 
QUALITY to your 
customers 


The lawn mower that satisfies the particular 
customer—the important customer—bears the 
green label of quality. Once they. know Blair, 
they will never be happy with arty: substitute. 
They realize that the Blair label] means smooth- 


er cutting, less effort and a betterglawn. 


+S . 
a ay wy, 
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HERCULES 


Hyatt Roller Bearing Wheels 
Steel Wheel Shafts 
Timken Roller Bearing Cylinder 
Five Drawcut Blades 
Dust Proof Oil Cups 
Sheffield Steel Stationary Knife 
Interchangeable Parts 


In addition to the Blair high-quality lines— 
Hercules, Automatic, Universal, Pilgrim—sev- 
eral other models are available which combine 
quality and low price. Write for catalog and 
prices today. 


BLAIR MANUFACTURING CO. 


Established 1879 


SPRINGFIELD, MASS. 


BLAIR. Draweut 
LAWN MOWERS 
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New vor THE JAMES SWAN COMPANY, Seymour, Conn. 





Manufacturers of all kinds of BITS, CHISELS, DRAW KNIVES, GOUGES, 
GIMLETS, AUGERS, NAIL SETS, SCREW DRIVERS, COUNTER SINKS, 
BORING MACHINES AND EXPANSIVE BITS. 

Buy only Carpenters’ Tools bearing the Trade Mark which stands for quality 
Awarded Medal of Honor on Mechanics Tools at Panama-Pacific Exposition. 



















ae Retails Pe _ NEW ae 
(Launda at $1.50 
With Spring G 


The Jobbers’ 1930 Big Profit Line Clip Holder 





Lawn 
i 
‘im Mowers 
‘ j 1 Dozen 
| Nine Models 
24 Sizes 
+ 
NEW This FREE Counter Display Stand Keeps 
PRICES the Oilers in Sight Where They SELL 
as soon as displayed. Your Jobber will send it with 
xs your initial order for one dozen oilers. Best selling 
oilers ever made for uses printed on stand. 

Write for lit- Force-feed, flow of oil controlled by trigger. All metal 
erature, prices parts. No leather plungers or valves. Drawn steel body, 
and name of copper plated. Solid brass cap. Real value. 
nearest jobber. Jobber Inquiries Invited 

perc etatdiie ’ PLEWS OILER CO., Minneapolis, Minn. 
CLARINDA MANUFACTURING co. Clarinda, Iowa Eastern Whse.: 2401 Chestnut St., Philadelphia, Pa. 














Fifty Years Experience in the Manufacture of Tapes and Rules 
As a Background for the Building of 


LUFRON FINE PRECISION TOOLS 


Accurate—Improved Design—Superior Finish . 
The illustration shows the “RAPID READING” feature now to be fase 
had on all our Micrometers. It makes reading quicker, easier, & 
and more positive. It is but one of many new 
features in our line of Fine Tools 


Ask Your Jobber for Lufkin Tools 


THE [UFATN (fPULE "i a. Let Us Send You : 


Windsor, Can. SAGINAW, MICHIGAN ' New York Complete Tool Catalog. 
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“Watchman— 
What of the Night ?” 


(Continued from page 45) 


Increased exports, increased building and in- 
creased automobile production. Also you will note an 
increase in failures. Of course, many of these failures 
are just little fellows, many of whom should not have 
gone into business anyhow. Probably a cleaning up of 
the inefficient in merchandising in the long run would 
not be a bad idea. 


perity. 


So we conclude, after reviewing these fundamental 


| 
| 


figures that we are going to have a pretty good busi- | 


ness this fall. 
slump this summer, but the slump has not materialized. 
Now having reached Labor Day, with business in full 
swing, with increases in sales in almost every direction, 
it is only reasonable to conclude that we will go through 
to the end of the year and make 1929 a record year in 
volume of sales and profits. 

This country has gathered such a momentum of pros- 
perity that it would be very difficult to stop it. The 
Federal Reserve Bank has allowed call money to go to 
20 per cent, but that does not seem to make any differ- 
ence. Recently brokers loans increased $166,000,000, and 
the next day stocks on Wall Street advanced. In the 
face of the setup of prosperity, nothing seems to make 
any difference. The young man is smiling and taking his 
profits. The old man is shaking his head and saying, 
“All right, young fellow. You are pretty gay. You 
have never been through a real panic. All you know 
about is the advancing market. You just wait! Some 
of these fine days you will get a good spanking.” 

The old man also remarks that to him good bonds 
today look like an excellent purchase at present bargain 
prices. 


Iowa Salesman Finds Hardware 
Age Helpful With Ideas to 


Pass on to Trade 


HE following letter from G. A. Swartz, Oelwein, 
Iowa, indicates the value placed upon HARDWARE 
Ace as a helpful trade paper in all sections of the 
country : 
“Am enclosing my check for subscription to Harp- 
ware AGE for another year. 
“Am well pleased with the consolidation of the Hard- 
ware Dealer’s Magazine with Harpware AGE. 


Economists early in the year predicted a | 








“T look forward each week to receiving Harpware | 
Ace and would hate to miss any copies. 
“T find each copy particularly helpful with sales ideas | 
to pass on to my trade. | 
“Wishing you continued success and assuring you | | 
am always boosting for your good magazine.” | 
| 


(Signed) G. A. Swartz. 








“It Will Last 
Indefinitely”’ 


—he was told by a 
Pittsburg dealer. 





Quoted from an interesting booklet 
‘describing the 


Farrand Rapid Rule 


This booklet is of vest pocket size, 
liberally illustrated by a well-known car- 
toonist, and tells the story of the tool 
referred to by many wholesalers as the 
“first really new measuring instrument 
to come on the market in twenty-five 
years.” 


WRITE FOR A SUPPLY 


of these booklets for distribution among your 
customers. If you do not stock the rules, inquire 
from your wholesaler or write to 


HIRAM A. FARRAND 
INC. 


Berlin, N. H. 





“IT told him how much 
I liked his invention.” 














Milopernize 
THE HELLER Way 





Of course you want to in- 
crease your business; every- 
one does. And perhaps you've 
dreamed of owning a _ beauti- 
ful, up-to-date store like this. 





Did you know that by in- 
stalling Heller equipment the 
increase in profits resulting 
will actually pay for the fix- 
tures? We'll show you how, 
too—no obligation. Just ask 
for Catalog 74A, stating size 
of store. 


HELLER 


BUSINESS BUILDING 
STORE EQUIPMENT 


veh ey 


W. C. Heller & Co. 
700 Bryant St. 
Montpelier, Ohio 
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Fletcher “QUICK TIP” @Qg=——— 

BG halaer STi ) 
THE NEW TYPE CUTTER 

A MONEY SAVER A TIME SAVER 


STANDARD MECHANICALLY 
DESIGN SOUND 


“PATENTED” 





A WHEEL FOR EVERY PURPOSE 
Prices and samples on request 





Territory open for responsible salesmen call- 
ing on the Hdwe., Paint and Glass Trade. 











REFILLS 


The Little Green Cutters No. 01 General Cutting 
FLETCHER No. 04 Plate Glass 
GOLD TIPS : 


No. 06 Opalescent Glass 
Mid West Branch 


The son Co. Lloyd E. Jennings 
Forestville, Ct. Findley, Ohio 


New York Office 


J. Palmer White, 
258 Broadway 


























aioet Your Trades coed, 


enn len 
sores 

SA) es 
et So 










carry anice profit 


iy 


Write for iadanon and Prices 
The Stewart Iron Works Company, Inc. 
540 Stewart Block, Cincinnati, O. 


ine 
EVERYTHING 
in IRON, WIRE 
and ey 

















“ AND COPPER 
WEATHER VANES 
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Here’s an Improved 
Soldering Flux— 


RESOLENE 


IS NON-CORROSIVE—FOOL PROOF 
Resolene “takes” first time. Allows 
solder to flow freely into a smooth 
bright joint of unusual strength—amal- 
gamates with metals perfectly. 

No cleaning is necessary before or 
after soldering a joint. A novice can 
use it successfully and it stays put. 

A big seller for Radio and all electri- 
cal soldering. Makes a perfect joint of 
extremely low electrical resistance. 

Unexcelled for dip soldering. 

Does not sputter—Non Injurious. Pre- 
vents formation of Oxide. 

Ask your Jobber or write direct 


Resol Products Corporation 














152 BANKER ST., BROOKLYN, N. Y. 














A New Idea in Vacation 
Excursion Trains 


NEW idea has recently been developed for the 
entertainment of those who go on extended rail- 
road trips. 

The Chicago, Burlington and Quincy Railroad is put- 
ting on excursion trains to cover some of the scenic 
country through which the road runs. In order to pro- 
vide in every possible way for the comfort, convenience 
and entertainment of their guests, this progressive rail- 
road has attached to two of its special trains what is 
called a recreation car. 

This car is handsomely fitted up with beautiful wood 
paneling, hardwood floors and plenty of window space. 
There are no fixed fittings in the car. It is strictly a 
recreation car. The hardwood floor is highly polished 
affording a wonderful dancing floor. A phonograph at 
one end of the car furnishes dance music. A radio set 
receives the market news, concerts, speeches and other 
programs that may be of interest to the guests on the 
train. 

Further features of entertainment are provided by the 



































HARDWARE AGE for SEPTEMBER 5. 





[929 e=  e 103 





railroad management. Moving pictures are part of 
the entertainment. The accompanying illustration shows 
the chairs all set for the audience. The projectoscope 
in the foreground is set on a Nufold Metal Ware table. 
Here the passengers enjoy the interesting and entertain- 
ing films projected just the same as if they were in a 
theater at home. 

At the other end of the car are set some Nufold tables 
and chairs so that those who desire may play bridge or 
any kind of card game. When not in use, this furni- 
ture may be folded up into very compact space. The 
chairs and tables were supplied by Nufold Metal Wares, 
Inc., Milwaukee, Wisconsin. 

The American Express Company is also inaugurating 
recreation cars which are equipped with furniture, the 
same as shown in these illustrations. 


Improved Newton Door Closers Have Several 
Important Improvements 


C. H. Newton & Co. of 261 Franklin Street, Boston, Mass., 
have made several important improvements on the line of invisible 
door closers which they produce. These construction changes 
have made the closers more efficient and permit more advan- 
tageous use. 

















Type “SR” invisible door closer is designed for use where the 
hinge clearance is small. The Model “B” is used wherever it is 
necessary, because of extending trim or other conditions, to pro- 
vide larger hinge clearances that cannot be taken care of with 
Type “R.” 

Both items are entirely invisible and permit a full 180 degree 
opening. The closers may be installed at any point, vertically 
and can be used in practically all types of doors. 

The illustration shows a Newton invisible closer installed in a 
hollow metal door. Newton door closers are said to be inde- 
pendent of the frame head and floor. 











ALMO INDURATED 
FIBRE WARE 


SALABLE AND USEFUL ALL YEAR 
A LONG FELT NEED SATISFIED 
MORE SALES—LIBERAL PROFITS 


This splendid line, known as 
the ALMO Fibre Ware, has 
found a great many uses in 
the Home, Institution, Mill 
and Factories. Its steady 
growing demand assures an 
all year round sale—and 
good profit. The Special 
treatment makes Almo Fibre 
Ware not only absolutely 
waterproof, it also makes it 
adaptable for handling light 
acids, chemicals and dyes. 
Light, handy, and durable. 
Will not rust, leak or split. 
It cannot fall apart. Line 
consists of spittoons, 
funnels, round and_ oval 
keelers, serving trays, flower 
vases, flower pot saucers, 
chambers, umbrella stands, 
etc. Ideal for use in Homes, 
Restaurants, Hotels, Hospi- 
tals, Institutions, Mills and 
Factories. 





Fibre Pails 


Height 8” 916” 10%” 11” 11%” 14%” 
— 9% 10% 11 12 12% 12% 
1ze. 1 
Qts. 6% 9 12 14 16 21 
Write for Complete Catalog 


Almo Trading & Importing Co., Inc. 


61 E. 11th St. ae NEW YORK 
ALMO 


Mahogany Finish 











NEIBRE— 





KNOWN QUALITY oom d Germs 
SHARK BRAND CHISELS 


Manufactured by E. A. Berg 
Mfg. Co., Ltd., Eskilstuna, 
Sweden. 


Butt Beveled edge. 
Regular Beveled 















are made from 

the finest Swedish 
charcoal steel, sturdy 
and well made and 
craftsmen and lovers of 


e. 
Socket good tools appreciate their 
Chisels. known quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to you. 
Wee a fall line of 
SWEDISH Made TOOLS and HARDWARE 
Order from your jobber today, or write 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattle, Wash. Mentreal, Can 














A NEW PERCOLATOR HANDLE 


Here is an adjustable fire-proof handle for percolators, 
coffee pots and similar utensils that will interest your 
women customers. 

The No. 5005 Handle is packed in a very attrac- 
tive counter display carton holding one dozen. 
Retails at 25c. each. The 
No. 5007 has all the ad- 
vantages of the No. 5005 
Handle, but offered 
at a cheaper price. 
Packed in bulk. A 
big 10c. seller. 
Order a trial gross 

today! 


















THE BAKER 
f McMILLEN CO. 
Akron, Ohio 
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ATLAS 


Coat and Hat Hooks 


Both cast and wire have been 


Good Sellers for 35 Years 


because of their high quality 
and durable finish. Send for 
Prices. 


THE ATLAS-ANSONIA CO. 


New Haven, Conn. 














Refrigerator and Builders’ 


Hardware 


Look ahead for our new items of CASEMENT 
ADJUSTERS, MORTISE CYLINDER DEAD 
LOCKS and NARROW BACK SET CASE- 
MENT LATCHES. 

Better Hardware in Brass and Bronze 


Greene Tweed Corp. 
9 Liberty St., Newark, N. J. 


0 cyo 


Reg. U. 8. Pat. Off. Reg. U. S. Pat. Off. 











PELOUZE 
New Household Scale 
DE LUXE 


Capacity 24 pounds by 
ounces. cone agg = 3 de- 
signed. Sturdy, ie i 
construction. Beau 
enameled in the choice of 
several colors. Double up- 
right supports. Invalu- 
able to every household. 
Order early through your 
jobber 


PELOUZE MANUFACTURING co. 
232 East Ohio Street, Chicago 
Manufacturers of reliable scales for 
many purposes. Send for catalogues. 


Specify “PELOUZE” in ordering of your jobber | 








No. E30—Enamel Dial 
T-30 with Seoop 
No. G30—Glass Dial 























In a dry concentrated form. Simply add three 
parts water to one part salts and make a 
perfect flux _of sufficient strength to use on 
old metal. Put in % Ib., 1 Ib. and 5 Ib. 
bottles, and in 50 Ib. pails. Also put up in 
barrels. 


Free Samples and Instructions on Request 


L. B. Allen Co., Inc. 


6734 Bryn Mawr Ave. Chicago, Ill. 
—SOLD THRU JOBBERS— 














Coming Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvenTIoN, Atlantic City, N. J., Oct. 21, 22, 23, 24, 
1929. Hotel headquarters, Marlborough-Blenheim. 
Charles F. Rockwell, secretary, 342 Madison Ave., New 
York City. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVEN- 


| TION AND Exuisition, Hotel Sherman, Chicago, Feb. 11, 


12, 13, 1930. Paul M. Mulliken, managing director, 
Elgin. 

MIcHIGAN RetTarL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuIBITION, Grand Rapids, Feb. 18, 19, 20, 
21, 1930. Headquarters, Hotel Pantlind. Exhibition 
will be held at the Klingman Exhibition Building. A. J. 
Scott, secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATIGN CON- 
VENTION, Minneapolis, Feb. 18, 19, 20, 21, 193. Charles 
H. Casey, manager, 2344 Nicollet Ave., Minneapolis. 

MissourI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTIon, New Hviel Jefferson, St. Louis, 
Jan. 28, 29, 30, 1930. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

NaTIONAL HARDWARE ASSOCIATION OF THE UNITED 
StaTes ConvenTION, Atlantic City, N. J., Oct. 21, 22, 
23, 24, 1929. Hotel headquarters, Marlborough-Blen- 
heim. George A. Fernley, secretary-treasurer, 505 Arch 
St., Philadelphia, Pa. 

NaTIonAL Retatt Harpware AsSOcIATION Con- 
GREss, St. Louis, Mo., June, 1930. Herbert P. Sheets, 
Managing Director, 130 E. Washington St., Indian- 
apolis, Ind. 

Tuirp ANNUAL NaTIONAL House FurNISHING Ex- 
HIBIT, Chicago, Ill., Jan. 19 to 29, 1930. Headquarters, 
Palmer House. Warren Edwards, secretary, 105 West 
Adams St., Chicago, Ill. 

TERCENTENARY CONVENTION AND EXHIBIT OF THE 
New ENGLAND HarpWarE Deaters AssocraTIon, Me- 
chanics Building, Boston, Mass., Feb. 20, 21, 22, 1930. 
Headquarters, Hotel Statler. George A. Fiel, secretary, 
80 Federal St. 9, Boston, Mass. 

NortH Dakota Retart HarpWare ASSOCIATION 
CONVENTION AND EXHIBITION, Feb. 11, 12, 13, 1930. 
Place of meeting to be decided later. Charles N. Barnes, 
secretary, Grand Forks. 

Outo Harpware ASSOCIATION CONVENTION AND 
ExHIBITION, Columbus, Ohio, Feb. 4, 5, 6, 7, 1930. 
James B. Carson, secretary, 315 Mutual Home Build- 
ing, Dayton. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
AssoctaTION, INc., CONVENTION AND ExHIBITION, At- 
lantic City Auditorium, Atlantic City, N. J., Feb. 11, 12, 
13, 14, 1930. Sharon E. Jones, secretary, 610 Wesley 

Building, Philadelphia. 

SoutH Dakota Retatt Harpware ASSOCIATION 
CoNVENTION, Sioux Falls, Feb. 4, 5, 6, 1930. Charles 
H. Casey, manager, 2344 Nicollet Ave., Minneapolis, 
Minn. 

West VIRGINIA HarpWARE ASSOCIATION CONVEN- 
TION AND ExuisiTion, Huntington, W.*Va., Jan. 21, 
22, 23, 1930. James B. Carson, secretary, 315 Mutual 
Home Building, Dayton, Ohio. 
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Fit Any Portable Vise Stand 








Titi ti tt 











Seer er rey 

















SELELELT EEE 





HINGED 


PIPE VISES 


Simple Design. True Quality. No Useless 
Weight. Last for Years of Continuous Use. 
Features That Make Perfect Results. One 
Piece Slide. Three Models. (All Sizes) 
Standard, Heavy Duty, and Kit (Clamp) 
Type. Unlimited Guarantee— 


_ AT NO EXTRA COST 


ARMSTRONG MFG.CO. 
or BRIDGEPORT 


Send for Special Folder G 


NEW SERIES 


ARMSTRONG 
HINGED PIPE VISES 











Ghere is 
practically 


no limit g 
to your 
choice of 
finishes 


















NE of a number of good _ reasons for 

standardizing on the Grand Rapids line 

of pulleys is the wide variety of finishes in 

which they are obtainable—finishes that will 
meet every condition. 


Other features that make this line the most 
profitable in the world to handle are: 

Their All-Steel Construction that eliminates break- 

age and replacement—that makes them lighter 


and stronger, a permanent part of the buildings 
in which they are installed. 


Guaranteed perfection—Absolute uniformity— 
Unapproached Ease and speed of installation. 


A complete line to choose from of Ball Bearing— 
Cone Bearing and Axle Bearing types—more than 


20 models. 


Cost no more than ordinary pulleys. 
Write for catalog, samples and prices. 


GRAND RAPIDS HARDWARE Co. 


558 Eleventh St., Grand Rapids, Michigan 


GRAND RAPIDS 


HARDWARE COM PANY 


ALL ~ STEEL 


SASH PULLEYS 
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Din Sumbler 
Extrupep Mest PADLOCKS 


Maximum Security— 


Strength—Durability 


OR years, COR- 

BIN has_ been 
making Pin Tumbler 
Extruded Metal 
Padlocks. The 
thought and © skill 
their craftsmen have 
used has_ resulted 
in something better 





CS» No. 2881 than just a “Pad- 
Size 1%x1l™% ” 
inches lock. 


In the CORBIN Extruded Metal Padlock, one 
finds all the qualifications for service anywhere and 
under all conditions. Ten different sizes of locks 
with brass or casehardened steel shackles in varying 
heights, these padlocks can be made with key changes 
Alike, All Different, Master-Keyed and Grand 
Master-Keyed, to suit any requirements. 


Truly a Lock of “Unusual Merit” 


A NEW MAIL RECEIVER IN 
ART BRONZE 


In its design, a pleasing 
touch of the Colonial to lend 
charm and grace. In ma- 
terial and workmanship, an 
obvious quality and fineness. 
Truly, an accessory of use- 
fulness and beauty for the 
more distinctive home. Con- 
structed throughout of 
heavy gauge sheet bronze 
sharply embossed, with glass 
window. Size: 3. inches 
deep, 8 inches wide and 12 
inches high. Regularly fur- 
nished in Statuary Medium 
or Natural Finish. Made 
in any standard finish on 
special order. 





No. 2440 Send for descriptive folder 


Write today for circulars describing our line of Pad- 
locks, Automobile Locks, Cabinet Locks, Trunks, 
Suitcase Locks and Trimmings, Miscellaneous Hard- 
ware, Keys and Key Blanks, Apartment House Letter 
Boxes and Home Saving Banks. 


CORBIN CABINET LOCK CO. 


THE AMERICAN HARDWARE CORPORATION SUCCESSOR 
NEW BRITAIN, CONN., U. S. A. 
NEW YORK CHICAGO PHILADELPHIA 



























































profitable 


line to carry 


There’sa fast turnover when 
you handle Sweet’s Steel 
Fence Posts because they ap- 
peal to the buver from every 
evetetelestalame Malate ticrtcelttere: 
utility for every wire fence 
and steel sign requirement, 
iia tabasittle eleltcjtasetsiaa) 
Prete meltherl syttte ger ealat mel Lanne 
ing appearance,—all offer a 
commanding sales appeal 
that you cannot overlook 


WEETI 


Why not avail yourselves of 
(a sVommreye) sreladttetia mmm Commolele tial 
the best steel post sections 
on the market at surprisingly 
low prices? Samples sent on 


request. 
SWEET’S STEEL 
COMPANY 


WILLIAMSPORT, PENNA. 


Steel Posts 
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Hardware Dealers 
are Cheering 


Za 4 > a 


VERY time a hardware dealer is shown 
one of these new, convenient “Cleve- 
land” Drill Sets, he cheers! 

Why? 

Because he realizes that here, at last, is offered 
to him the one right way of merchandising the 
small sizes of twist drills. 

And he realizes, too, that hereafter he will be 
in a position to se// drills, instead of merely carry 
themin stock for the convenience of his customers. 

Just another clever way of “speeding up” hard- 
ware store sales! Isn’t it enough to make any 
dealer cheer? 

Are you cheering, too? 


The low 
ACH carton contains six sets 


Cleveland Drill f] of 8 drills—either Cle-Forge 


Set Y, High Speed or Carbon Steel. 
Y Every drill of finest quality that 


packages hit f assures customer satisfaction. 


» Instead of selling one drill at a 


the Bulls Eye A time, you sell 8 and do it quickly. 


‘Phone your jobber 
today for a carton! 


TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK-CHICAGO-LONDON 
TRADE MARK REG U. & PAT. OFF. AND FOREIGN COUNTRIES: SAN FRANCISCO 


na 


aor) wage 
bsalsracorn, 





{ 


By old methods you New method puts 8 

hunted for one drill drills under your 

of the size desired! / hand— right sizes 
always at hand. 
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ORDER NOW 
FOR 
WINTER TRADE! 











Dealers who have been 
in the rush before know 
that the big months in the 
torch trade are near at 
hand. During the winter 
there is always an un- 
Ne. so—1 pint limited call for torches, 
Cmered by vatent and those dealers who 
miss the first sale are more than likely 


to miss following sales. 





Now is the time to put in your 
order for “Always Reliable” 
torches. We are prepared to 
handle orders for immediate 
shipment or for shipment to a 
later date. 


Order through your jobber or 


: j r No. 87—! Quart 
mail us your order with your > oe 


Gasoline — Covered by 


jobber’s name. Sean 
OTTO BERNZ COQ., INC. 


Newark ‘sisted New Jersey 


STOCKS IN 
Newark, N. J. San Francisco, Calif. New York City 
























SOK 2 
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THIN-LEADS 


v BEST IN THE WORLD VW 


——A color for every purpose 
9s fit all standard mechanical pencils 
AWM. Faber’s Thin Leads are the re — 
sult of 168 years of actual lead- 
making experience. Unequalled for 
smoothness, firmness and wear-resistance 















aE RASERS 


—— Pencil, Inkor 
4° Typewriting Erasures 
0") —— é School or 
Commercial Uses 





Special Numbers Adapted 
To Every Type Of Work 


| WORLD ~ RENOWNED 


TT 
—, Be CASTELL “CASTELL” Ee 


PENCILS 


© forEvery Purpose 
; y — Degree Of Hardness 


EVERY DEALER SHOULD 
SELL THESE PRODUCTS 
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“Be sure you send me this wire cloth | 
with the Yellow Tag—The one | 
with the Buffalo on it.”’ 


Customers have learned that the _ yellow 
“Buffalo” label means QUALITY, SERVICE | 
and SATISFACTION. 


Nowadays people order by brands. It’s easier, 
and one is surer of uniformity. ..so don’t ex- 
pect your customers to demand just “wire 


cloth”—but “Buffalo” Wire Cloth—with the | 
Yellow Label showing the Buffalo on it. | 
They know “Buffalo” means QUALITY, 


| 

SERVICE and SATISFACTION. 
“Buffalo” Wire Cloths are made of the highest | 
| 

| 


grade of wire, woven accurately on improved 
power looms, and then galvanized by the 
“Buffalo hot process.” These cloths are 
strong and durable. Made in meshes from 2 
to 8 and in standard widths: 24”, 30”, 36”, 42” 
and 48”—50 and 100 ft. lengths. Special 
cloths woven to order promptly. | 


Send for Samples and Prices. 





BUFFALO WIRE WORKS CO., Inc. 
(Formerly Scheeler’s Sons, Est. 1869) 

518 Terrace 
BUFFALO, N. Y. 























When They Looked 
Like This 


2? 


5 ae 


In those days 
ago, automobile owners 


years 


were certain of getting 
into the garage easily— 
even if there was some 
doubt getting out with 
the car. 


When they looked like 
this (and acted like 
something else) we were 
selling Reliable Round Track Straight 
Sliding Door No. 2 Hangers to car owners. 
And we were proud of them—just as 
proud of them then as we are now. 


ALLITH 
No. = 


They satisfied exacting architects; they 
saved erection time for contractors and 
builders; they made the owner forget his 
door worked on hangers, and they made 
money for hardware dealers. They did all 
this in 1907, are doing it today and will 
continue to do it tomorrow. 


Hardware dealers can read, with profit, 
about A-P Reliable Round Track Straight 
Sliding Door No. 2 Hangers on page 79 of 
A-P Catalog No. 97 or write for facts 
today. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 


Manufacturers of 
Garage Door Hardware Door Hangers 
Fire Door Hardware Airport Door Hardware 
Rolling Ladders Malleable Iron Washers 
Overhead Carriers Industrial Door Hardware 
Spring Hinges Stadium Seat Brackets 


Certified Malleable Iron Castings 
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Wood joints can be 
stronger thanthewood 
itself—if you fit the 
joints carefully and put 
them together with 
American Screws. 





The strong slots and 
true running threads 
allow you to drive 
these screws under 
great pressure—once 
inserted they don’t 
let go. 


The national reputa- 
tion of American 
Screws makes them 
easier to sell. 








STOVE MACHINE 
BOLTS SCREWS 


TIRE WOOD 
BOLTS SCREWS 


AMERICAN SCREW CO 


PROVIDENCE.R.I.,U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO, ILL. 


Put It Together With Screws 











sree 





>) ap a 


Popular and Hand 
Globe Lifts Vertically 





Y-LO—the Dietz Hot Blast 
Lantern with an UP- 
Lift globe frame. This handy 
feature and price consider- 
ations make Hy-Lo Lanterns 
attractive to many users 
_ that require only one or 
two, also to quantity 
buyers such as contrac- 
tors, municipalities, ete. 








Time now to build up 
your stock of Dietz 
Lanterns for Fall 
and Winter Trade. 


R. E. DIETZ 
COMPANY 


NEW YORK 












Largest Makers of Lanterns in 
the World. Output Distributed 
Through JOBBERS Only. 


FOUNDED 1840 
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CORBIN 


Wood Screws 

Drive Serews 

Coach Screws 

Machine Screws 

Set Screws 

Cap Serews 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Steve and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plamber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escwtcheon Pins 

Speedometers 








lea, 
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UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 


NEW BRITAIN, CONN. 


Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 





CORBIN 























SHELBY CHECKING FLOOR HINGES 





We have a checking floor hinge that will meet every requirement where a checking floor 


hinge can be used. 
We make Double Acting Checking Floor Hinges: 
In two sizes for pantry doors, office gates and use 
on interior doors of medium thickness. 
In two larger sizes for heavy interior and exterior 
doors; for theaters, offices, public buildings, etc. 
We make Single Acting Checking Floor Hinges (illus- 
trated) : 
In two sizes for light and medium weight interior 
doors. 


In two heavier sizes for heavy interior and entrance 
doors to theaters, public and office buildings. 

In three sizes for use on doors hung singly or in 
groups without mullions or with mullions where it 
is desired to have the doors center hung. Sizes take 
care of light, medium and heavy doors and are used 
extensively on vestibule and entrance doors in 
theaters and public halls. Shelby Door Stay and 
Holders are recommended to be used where it is 
necessary at times to have doors kept open. 








For details see Sweet’s Index or send for our No. 28 Catalog 
Manufactured by 


SHELBY SPRING HINGE CO., Shelby, Ohio 


COAST REPRESENTATIVES: POND HARDWARE SPECIALTY CO., LOS ANGELES, CAL.—D. L. HERMAN, SEATTLE, WASH. 
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written in Flake Graphite 


for more than 100 years 


This is the identifying mark of 
Dixon’s Graphite. The combina- 
tion, Dixon’s and Graphite, have 
been synonymous all over the world 
for more than 100 years. 


And, another word that is closely 
linked with these two is—lubrica- 
tion. These three are inseparably 
linked in the minds of thousands of 
mechanics, maintenance men, and 
engineers, for unquestionably 
Dixon’s Flake Graphite has its place 
in every well planned scheme of 
lubrication, and as an auxiliary 
lubricant with oils and greases it is 
generally recognized as benefiting 
the base lubricant. 


If you have never had the how, 
where, and why of Dixon’s Flake 
Graphite lubrication explained to 
you, write for it today. Or, better 
still, send us an outline of your 
lubricant sales problems and we’ll 
tell you how Dixon’s can help you. 


Joseph Dixon Crucible Company 


Jersey City KOK New Jersey 
Established 1827 
































Z Wherever Wrought 
Strap and Tee Hinges 
or Hasps are required, 
these GRIFFIN products 
offer the utmost... in 
sturdy, practical qual- 
ity and service. 














ERIE, PENNSYLVANIA | 
vanch Offices__. 
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MYERS citi; POWER PUMPS 


FOR DEEP WELLS 


Here’s a line of deep well power pumps that will make money for 

you—so many practical features, such a wide range of service, so 

thoroughly introduced, so successful in thousands of installations, 
that dealers everywhere are enthusi- 
astically boosting their business and 
profits with it. 


Perfect lubrication—housed working parts—im- 

proved bearings and gears—extra large valves— 

unrestricted water ways—greater volume—lower 
operation costs—minimum wear and break- 
age — maximum service years — features 
extraordinary which no other complete line 
offers—are Myers talking points which 
speak in terms of lasting satisfaction for 
users. 








Styled for either shallow or deep well opera- 

tion—sizes for volume up to ten thousand 

gallons per hour—operation by engine or 

motor—belt or chain drive—pressure or 

— | hl 4 My open tank—direct or distance discharge— 

6, 9, 12, 18 and 24 Inch Stroke— a ae protected or exposed installation—Myers 
Motor or Engine Drive—With or 0 “ Self-Oiling Power Pumps will instill con- 
Without Air Cylinder for Open BL eine: / fidence into your sales organization and 
Tank, Pressure Tank or Other at 0. J add worth while profits for your sales ef- 


Service. forts. 


Write or Wire. TOT The F. E. Myers & Bro. Co., Ashland, Ohio 
PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 














OL 


POULTRY.sNETTING ° 
> Galvanized ate aot Ce a ates 1éeS 


MOE’S LINE — 


Here is Moe’s new “Big Boy” poultry feeder, 
made especially for growing pullets and full grown 
hens. 

Holds 75 lbs. of dry mash and has 34 feeder holes. 
These feeder openings are exactly the right size 
and shape, and correctly located to prevent waste 
and yet give easy access to the feed. 

One of many popular items in “Moe’s Line.” A 
high grade line of supplies—Often imitated but never 


ddsLock jor the tag, carrying our name, ot the ond of every vill! equaled! Write for Catalog and prices. 


a eee HoEFT & COMPANY 
~ WIRE CLOTH, NETTING and FENCING 2305 Davis St. North Chicago, Ill. 
Galvanized Steel Wire Goth i in all Meshes and Gavan 
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WASHBOARDS 
IRONING TABLES 
MOPSTICKS 
STEP STOOLS 
TUB BENCHES 


The Federal Line 
of 


HOUSEFURNISHING AND 
WOODENWARE ITEMS 


Quality merchandise, properly priced, 
Superior Service with Fair Treatment 
at all times. Give us a trial, let us prove 
our claims. Write for catalog and prices 
of items in which interested. 


THE FEDERAL WASHBOARD CO. 
General Offices, Tiffin, Ohio 





And REAL 
Salesmen 


for the 


Store 





Ll. & J 


|. J. White Co. 
R. J. Dowd Knife Works 











‘4 We build that kind of 





Simonds-Worden-White 


a 
hey 
ys 
“iy : All your cus- 
a of tomers want 
of real quality—and 
“a when they get it 


they come back for 

more. You know 
the value of that kind 
of merchandising. 


quality into SWW_ saws 
and edged tools and it will 


pay you to try them. 
Send for Catalog. 


Simonds-Worden 
White Company 


Dayton 
C 


Ohio 


Simonds- Dayton 
Worden Tool Co. 














HOUZEX PUSH PINS 


Beautiful Glass Heads 


in 4 delicate 
shades— 
sharp steel points 


Brand new—made by 
Houze—Glass headed push 
pins in these four attrac- 
tive colors, La _ Rink, 
Rose, Co-Blue, Chro- 
Green and Glo-Amber. 
All strikingly decorated 
with inlaid gold design. 
They sell on sight when 
offered in our eye-com- 
pelling 


Counter Display 
Assortment A—48  10- 
cent cards—sixteen cards 
of each size. Three sizes 
of each of four different 
colors. Size of display 
carton is 12"x814"x134". 
Retail value $4.80; Price 
to you $3.00. 


Write for samples. 


L. J. Houze 


Convex Glass Co. 
POINT MARION, PA. 





Large—3 to Card 


Heads are 34 inch across top. 
Pin—overall—*4 inches long. 


Medium—4 to Card 


Heads are 54 inch across top. 
Pins—overall— *% inches long. 











There’s Big Business In 


BOTTLE CAPS 


That’s what our dealers are finding out by displaying the 


two feature brands of caps in packages. 


You can add 


another quick-selling, profitable staple to your line. 








**HOME USE’”’ BRAND 


The standard quality cap. 
Made to meet the popular 
demand, clean, sanitary, 
packed in convenient, 
attractive cartons--every 
cap uniform. It’s the great- 
est value on the market to- 
day and users have made it 
the fastest selling brand in 
the country. 





“PYRAMID’’ BRAND 


The highest quality cap that 
includes the latest patented 
improvements and refine- 
ments. The only cap on the 
market with the famous 
“cushion-seal.” A new 
paraffin coating to keep the 
cork live and soft. The safest 
seal made. Laboratory test- 
ed. Sold in sealed, sanitary 
packages only. Costs more-- 
and worth it. 





Write today for samples and prices on these two 
sure-selling Crown Cork Products. 


CROWN CORK & SEAL CO., Baltimore, Md. 


Small—6 to Card Glass Specialties of Merit 
Heads are % inch across top. New York: 110 W. 40th St. 
Pins—overall— *4 inches long. Chicago: 536 S. Clark St. 








W orld’s Largest Bottle Cap Makers 
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Bommaer 
Spring Hinges 





Cp re 0 
ie) 
are re) Gio are 
the best 2 the best 


























Millions 
and Millions 


of People are Pushing 


Them 


whenever they open a door 
Foliow the line of least resistance 


use BOMMEYP always 


They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 











» Here is the Lantern 


idle that is f é 
fee Out-Selling 







A. Die inte 





all others 
in 


































No. 201/7’’: Burn- 
ing time, 44 hours. 
Height, 15% in. 
Weight, with 
chimney, 2.94 lbs.; 
without chimney, 


2.27 Ibs. Tinned. 








ate 
HE famous Feuerhand 

(Firehand) Lantern— 
known all over Europe as 
the best hurricane lantern 
ever made—is destined to be 
the fastest-selling lantern in 
America. Customers quick- 
ly recognize the superior 
Feuerhand features. Feuerhand 
Lanterns have a thicker tin coating 
than any other make - are warrant- 
ed rust-proof. Storm-proof an | 
shock-proof. One-piece oil con- 
tainer—guaranteed notto leak. Let 
Feuerhand—the finest 
and fastest-selling lan- 
tern on the market— 
increase your lantern 
profits. Write today 
for information about 
complete line of styles 





No. 260/10": Burning 
time, 20 hours. Height, 
13.4in. Weight, with 
chimney 2.64 lbs.; with- 


Fi out chimney, 2 lbs. Tin- 
and sizes. A. H. Leh- ned, gold- and copper- 
mann & Co., Inc., 132 bronze finish. Fxtra large 


Front Street, New York filling cap. 


iy yy 


FEVERHAND 


Manufactured by Hermann Nier, Beierfeld, G 


yvermany 














Wood 
Screws 


Rivets 
Roofing Nails 
Scratch Brush Wire 











THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 

Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 

G. M. Baird & Co., Memphis, Tenn. 











Three Good Sellers 


Lidseen Force Feed, Push Bottom and Pump Oilers 
are always salable because always dependable. 


Made to last of cold rolled steel. All welded. No 
threads to wear or break. Gun metal or heavy cop- 
per plated finish. Sizés for every requirement, from 
1/3 Pt. to 1% Qt. with 3” to 23” spouts. 


Sold by leading jobbers. 
Prices. 


Send for Literature and 


Manufactured by 


GUSTAVE LIDSEEN, Inc. 
Chicago, Ill. 


824-862 So. Central Avenue 






JTONVH ONY 
1nOds G30T3M 





OPERATING 
LEVER 
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Strong 


Where other wrenches 
are weak 


Genuine Oswego Still- 
son Wrenches have extra 
bearing surface between 
the frame and jaws, where 
extra strength is needed. 
This gives longer wear, 
and also permits greater 
bar-clearance and wider 
adjustment. Note the all- 
steel handles and rugged 
construction throughout. 

The guaranty tag on 
every genuine Oswego 
Stillson wrench protects 
youand your trade against 
possible defects in work- 
manship or material. 









Write for complete catalogue of 
Oswego Tools 


The Oswego Tool 
Company 
Oswego, N Y. 


Established 1887 Incorporated 1893 


OD 1001 ODOSMSO AHL 














THE TWO ARROWS 


point to improvements in this popular small 
door catch that are important in considering 
your source of supply. THE SPRING is extra 
heavy, to insure positive closing and durability. 
THE PLUNGER is extra long with a narrow 
nose, making for greater speed and accuracy in 
application, and sure but easy closing. 


OUR SPRINGS DO NOT BREAK 





LONG EXTRA 
PLUNGER HEAVY SPRING 
No. X1816 


Packed 3 doz. in a box, with screws. 
Steel, brass plated or nickel plated. 


Your orders are solicited. 
MADE BY 


THE BRAINERD MFG. CO. 
EAST ROCHESTER, N. Y. 














Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you cer- 
tainly wouldn’t want to carry a hod that dripped 
water all over your shoulder. 


You would choose a Never Drip Steel Hod with 
its one-piece ends. You would go whistling on your 
way while the other fellow sulked. 


There are lots of hod carriers in your town who 
are bearing the discomforts of carrying leaky hods 
simply because they have not been shown the 
sensible and better kind. 


This open field of profit is yours for the 


asking. Write us at once for details. 
The Cleveland Wire Spring Co. 
Cleveland Ohio 
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PLYMOUTH 


PRODUCTS 


for the Shoe Repairer 


The complete and old reliable line that has 
served the trade for years. 


LASTS AND STANDS 
COMBINATION LASTS 
RIVETING MACHINES 


LAP LASTS—REPAIR JACKS—NAIL 
CUPS—FOOT RESTS—HEEL STIFFEN- 
ERS—HEEL PLATES 


as HIO” Shoe Lasts, shown at right, are 

absolutely guaranteed against breakage. 
Lock bearing, strong and 
rigid. Latest shapes for 
both men and women’s 
shoes. Extra heel piece in- 
cluded for all sizes of heels. 
Stands finished in Red 
Enamel and Gold — Lasts 
finished in Black Enamel. 
They sell on sight. Write 
for prices. 


The Fate-Root-Heath Co. 
901 Riggs St. 


PLYMOUTH, OHIO 


N. Y. Office—90-92 W. B’way 
D. N. Winner, Mgr. 
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from selected sole leather. 


Elastic Tip Co. 





Stetson’s Combination Cushion Chair Tips are made 
The chair is able to move 
about freely without noise or scratching the floor. The 
felt washer acts as a cushion. This line is only one of 
our big sellers. Write for catalog. 


370 Atlantic Ave., Boston, Mass. 




















Made 
LEAK- 
Proof 





New Spring 
Oiler 


Pat. Improved 
Bottom 


The constant “working” of the brass spring-bot- 
tom on ordinary oilers loosens the soldered bot- 
tom and leakage results. 


In the new improved Hammer and Company 
Malleable Iron Oilers we form a seating groove 
in the body and force the down turned flange of 
the brass bottom into-this groove. This gives it 
a wide bearing, which, when soldered, holds se- 
curely in spite of constant pressure and never 
leaks. 


They are unbreakable and undentable. 


The old style oilers 
have a steel spring 
in the bottom, but 
not the latest im- 
provements of the 
new type. 


Send for Prices 
MALLEABLE IRON 


FITTINGS CO. 
Branford, Conn. 





Old Style Spring 
Oiler 


Patent Spring 




















Morrill Sawsets 


give saws the same set as when new, and that is why 
THEY SET THEM JUST RIGHT. As with all our 
other tools, they ARE MADE OF THE MOST SUIT- 
ABLE MATERIALS. That is why THEY LAST 
AND GIVE SATISFACTION. 

A large contractor writes: “Our experience is that 
the Sawset produced by Chas. Morrill is the only 
tool that will take care of every condition of set 
which you. meet in everyday practice.” 

NOS. 1 AND SPECIAL for hand, band, jig, and 
butcher saws not over 16 gauge. 

NO. 3 for cross cut and circular saws 14 to 20 gauge. 
NO. 4 for “M” and “Champion” toothed saws 14 to 
20 gauge. 

NO. 5 for timber and board saws 6 to 14 gauge. 
Also BENCH SOPS, NAIL PULLERS, HAND 
PUNCHES, LEAD SEAL PRESSES AND LIQUID 
SOAP DISPENSERS. 


CHAS. MORRILL, INC. 


102 Lafayette Street, New York 

















FOR THE NAME STAMPED 
VERY FOOT OF CORD 


SILVER LAKE CO. 
NEWTONVILLE, MASS. 


Solid Braided 


Guarant ced 


100% Cotton 
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A Better Grade of 
Wire Netting Than 
Straight Flat 
Hexagonal Mesh 
Has Never Been 
Devised 

Many substitutes 
have been ad- 
vanced; and while 
we make them, we 
unhesitatingly rec- 
ommend our Su- 
perior Hexagonal 
above all others. 


G. F. Wright Steel 
& Wire Co. 


Worcester, Mass. 


BRAND 


SUPERIOR 











The Most Complete Line 
on the Market 





REZNOR MANUFACTURING CO., MERCER, PA. 

















IVER JOHNSON 


SHOT 


make an instaut hit with the man who wants a 
good, dependable gun at a moderate price. 





IVER JOHNSON’S ARMS & CYCLE WORKS 
FITCHBURG, MASS. 


CHICAGO SAN FRANCISCO 
108 W. Lake St. 717 Market St. 


NEW YORK 
151 Chambers St. 











HAND PLUG DRILL 





Stone-Working Tools 
and Supplies 


Catalog on request 
TROW & HOLDEN CO., Barre, Vt. 




















Vaughan’s 





14 real all-purpose can w a 
opener with new fea- x 
tures. Thumb and Hand TRADE MARK 
guard — Friction Can 
Opener (Tempered) that Can Opener 
folds back into Handle. New! Practical! The latest 
yy \ thing out—the Vaughan all-in-one 
V SAT. APL. FOR , Can Opener Combination. Has 
ann a Safety Guard that protects 
thumb and hand—a_ tempered 
le friction can opener—bottle opener 
and cork screw. Genuine tool 


steel flexible tempered blade. A 

















1! wonderful kitchen tool and a 
HT OPENER sure seller. Retails for ten cents. 
|| FOR ALL Send for sample and price. 
FRICTION Vaughan avy Mfg. 
oO. 
| CANS Mfor. of Quality Kitchen Tools 
IS —“} _ 3211 Carroll Ave. Chicago, III. 



































oft CONSTRUCTION 
Construction Bi 


Made to stand the gaff of 
hard service—designed right 
to cut through wood smooth- 
ly, quickly. Write today for 
illustrated folder and price 
list. ‘ 














Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives 


Joun H. GranaM & Co., 113 Chambers St., New York City 








PAGE LAWN FENCE 


Made in two fabrics—Page Perfection and Page Econ- 
omy—a fence suitable for every need. 

Page Perfection Fence comes in heights 36, 42 and 48 
inch. 

Page Economy Fence in heights 36, 42, 48, 60, 72 and 
84 inch. 

All Page Fence is backed by Page’ s 46 years’ 
reputation—makers of America’s first wire 


fence. 
PAGE STEEL and WIRE CO. 
Bridgeport, Connecticut 





Fenee Department 
District Offices: Chicago, New York, Pitts- 
burgh, San Francisco. An Associate oe 
of the American Chain Company, Incorporated. In Canada: 
Chain Company, Limited, Niagara Falls, Ontario. 


PAGE Lawn FENCE 
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vo” = Sell 


° Tape-Marked 
Columbian Pure Manila Rope 
The famous GUARANTEE on the red, white and blue 


Tape-Marker is the greatest protection ever offered to 
dealers and users. 


Columbian Rope Company 
352-80 Genesee Street 
Auburn, N. Y. “The Cordage City” 
Branches :— 
New York Philadelphia 


Chicago Boston New Orleans 








Simplex 
ROCA ALG 


Sell on Sight! 


Their Visible Screw, Stability, : 
Workmanship & Duco Coloring “"=—ray 


Create Sales Appeal .. _ 


m plex Lever Jacks, 

Pipe Pushers 

Templeton, Kenly & Or and Trench Braces | 
EST.1899 hz + b a s 
Chicago, IIL, U.S.A. is Yeace 


seinen 











Bae RIGHT: 


‘ete The material, grip, shape, adjustment, 

finish, everything is exactly right in 

Keep the B. & C. Adjustable S Wrench. It 
Stocked SELLS. 


BEMIS & CALL CO. 
SPRINGFIELD - - ~- MASS. U. S. A. 











Seymour Smitx 
BULL RINGS Sie 


BULL SNAPS 
CATTLE LEADERS, 
ETC. 


A complete line of these to 
cover all requirements. 
Highest grade. 

Let us send you more infor- 
mation and our attractive 
prices. 





Manufactured by 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York 

















Saves Solder 
No 


Poisonous 
Fumes 





When any Soldering Flux can 
back up every one of those 


Will Not Gum claims it deserves a trial. 


Will Not Corrode \Ve'll send a Sample, Free, to 
any Dealer, and quote prices 


Will Not Tarnish . 
on all sizes from 4% Pt. to 10 


Not gal. cans. 
Affected by 
Age RUBY CHEMICAL CO. 


68 McDowell St., Columbus, Ohio 








CRONK’S Wire Lawn Rakes 
Made with bolted, clamped or riveted 
sockets, 20 to 42 teeth. 


We make the most complete line of wire lawn and park rakes in 
America. Why look elsewhere? Order today. 
We also make Potter & Swineford Products. 
Your Jobber will quote. 


THE CRONK & CARRIER MFG. CO. 
MONTOUR FALLS, NEW YORK 


Write for latest catalog showing full line steel goods, 
pruners and pliers. 

















YERS Coron 


MODERNIZE STORE METHODS 


To provide adequate storage facilities for shelf stock—te 
make i ible and ient for clerks and stock men 
to handle with absolute safety—to Insure quick service for 
wholesale or retail trade—install qne or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm construction throughout, eliminate vibra- 
tion and noise and produce a ladder of ample strenyth for 


safety, convenience and efficiency. One style onl eat of 
& design—attractively finished—any height—easily installed — 























meets most requirements. Circular on request. 
mEFEMYERS & BRO.Cco. 


ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 

















KANT TINK 


SPRING LOCK WASHERS 


DONOTTANGLE DONOTRUST 


Made and sold under license 
by the Kantlink Manufacturers: 
The American Nut & Bolt Fastener Co. The Mansfield Lock Washer Co. 
Pittsburgh, Pennsylvania Mansfield, Ohio 
The National Lock Washer Co. 
Newark, N. J., Milwaukee, Wis. 


The Positive Lock Washer Co. 
Newark, New Jersey 


The Reliance Manufacturing Co. 
Massillon, Ohio 


PAY THEIR COST IN TIME SAVED~ SOMETIMES MORE 
CREE RT 
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Classified Opportunities 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 


Classified Advertising Rates 
Opportunity Exchange Section 





BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies to 








4, 006, ete of S lines.. egy 
Each additional line........ ‘. 
All Capitals, Minimum of 5 tees... Fo 
Each additional line... . 80 
Average 10 words to a line 
Allow One Line for Keyed Address 





Remittance Must Accompany Order 


Hardware Ase, Ot Comeest. Pikes “te 


tunities, 239 
Harpwars Acp is published each Thursday. 


Forms close Nine B oe previous to date ef 
publication. 


Discounts for Classified Advertising York City 
4 insertions, 10% re 8 insertions, 15% 
oe 








Samples of merchandise, literature, ee etc., requiring more than ordinary reforwarding postage should not 
e numbers 


addressed to box 








BUSINESS OPPORTUNITIES 


HELP WANTED 





FOR RENT — CHICAGO. LARGE, WELL LIGHTED STORE, 
SHERIDAN wes NEAR ELEVATED. NO COMPETITION IN 
HARDWARE JANITOR veg LINES IN 
BLOCKS. ATTRACTIVE RENTAL. DECORATE TO S 
DRESS “Age aa CARE OF HARDWARE AGE, OTIS BUILDING, 


CHICAGO, 


RARE OPPORTUNITY—Desiring to retire from active business will 
sell highly prosperous and profitable business, long established and doing 
$165,000 a year retail. Can easily be increased to quarter of a million, 
stock in excellent clean condition, embraces hardware, housewares, paints, 
etc. This is a remarkable and unusual opportunity for some one with at 
least $50,000 in cash, or its equivalent. Address Box I-496, care of Harp- 
WARE AGE, New York. 








FOR SALE—Hardware Apartment, Janitor, Paints and Electrical supply 
business, established, West Side, New York City. Near new Hudson River 


Bridge, ‘Sales 1925, "$31, 000; 1928—$108, 000 6 mos.; 1929—$57,000. Rent 
$123 Monthly. Good Lease, dependable help, Stock $35,000. Owner de- 
sires to go West on account of health. Big opportunity. JOSEPH S. 


SCHLOSSBERG & CO., 350 Madison Ave., New York ‘ity. 





FOR SALE RETAIL HARDWARE STORE-—Located in the heart of 
the flourishing Chicago Steel District. Long Lease. Low rent. Clean 
stock. d business. Price is right. Terms to suit. Stock and fixtures 
will inventory about $35000.00. EXCEPTIONAL OPPORTUNITY FOR 
A HARDWARE MAN IN THE BEST TOWN IN THE MIDDLE 
WEST. Address Box 1-509, care of Harpware Ace, New York. 





HARDWARE MANUFACTURER WISHES TO SUBLET office and 
storage space in the heart of the New York Wholesale Hardware District. 
We have facilities to handle incoming and outgoing shipments, phone calls 
and office details. Rental would be reasonable. Address Box I-482, care 
of Harpware AGE, New York. 





FOR SALE TO SETTLE ESTATE—Good hardware business in town 
of 1000, with or without tin shop and plumbing. Will sell or lease build- 
ing. Mrs. L. V. Deming, Angelica, New York. 





WANTED—Catalogs, price jists and display material, etc., on Hardware 
and House Furnishing. New Store. Economy Hardware Company, 1251 
Albany Avenue, Hartford, Conn. 





FOR SALE—Paint, Hardware and Housefurnishing Store in best lo- 
cation in Baldwin, Long Island, New York. Modern Heller fixtures and 
clean stock. Address Box I-484, care of HArpwarE AcE, New York. 





FOR SALE—Patent on automatic, Labor-Saver Sprinkling Systems. 
Mrs. Lenora Spencer, 218’ Oak Street, Hot Springs, Arkansas. 


HELP WANTED 











DEPARTMENT MANAGER 
GENERAL DEPARTMENT STORE 


Large Department Store organization, operating national- 
ly needs capable merchandise executive thoroughly experi- 
enced in Hardware, Automobile Accessories, Stoves, Plumb- 
ing, Radio, etc. 

Write giving complete information regarding age, edu- 
cation, experience and past earnings. 

Your reply will be held in strict confidence. 
nization knows of this opening. 

Address Box 7343-A, Care of Hardware Age, 1507 
Otis Building, Chicago, III. 


Our orga- 

















High Class Salesman 


knows nail and wire carlot buyers. Metropolitan Area. 
Would consider connection with reputable Manufacturer. 
Several years’ experience; Best References Can Produce. 
Results. Address Box 1-505, Care of Hardware Age, New 


York. 











ts 





WANTED—A high class sales executive to take full charge of sales 
for an old line Company that has been in the tool manufacturing busi- 
Staple line. Can prove 


ness for 23 years, with no Sales Or, — 
large profits with medium volume. fust be of proven ability and take 
financial interest. Address Box 1-477, eseed of Harpware AcE, New York. 





WANTED men calling on and familiar with Hardware, Building and 
Contracting trade throughout the country, to sell the Coy government ap- 
proved apartment mail box as a side line. Cuuiniealen. Large returns 
possible. Address Box 7341-A, care of HARDWARE AGE, 1507 Otis Build- 


ing, Chicago, Ill. 





YOUNG MAN with experience in selling builders hardware and. mill 
supplies to take charge of these departments in a large retail hardware 
store located in Eastern Pennsylvania. Address Box I-520, care of Harp- 


ware AGE, New York. 





WANTED—Wholesale Distributor in the Middle West has an excep- 
tional offer to a hardware buyer and merchandiser who is capable, energetic 
and experienced in the general line of hardware and sporting goods. Ad- 
dress Box I-512, care of HarpwAre Acg, New York. 





WANTED-—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for propgsition, GRAND RAPIDS WIRE PPRODUCTS CO., corner First 
and Front, Grand Rapids, Mich. 


POSITIONS WANTED 
i | 
HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY IN NEW YORK 
STATE 


MALE AND FEMALE 











7 


EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WHEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
112 W. 42nd Street Bryant 7374-5-6 








= 








YOUNG MAN, 28 years old, single; over six years mill and general 
hardware experience with large firms, wishes position with small, grow- 
ing concern where ability to sell and to grow are chief considerations. 
Small town preferred; not essential. Can furnish good references. Ad- 
dress Box 1-498, care of HArpware AGE, New York. 


SALES MANAGER now available on account consolidation. Nationally 
known for over fifteen years. Endorsed by leading gym authorities. 
Successful sales record in all branches. Kuoes credits and collections 





Address Box I-485, care of Harpware Acr, New York. 
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Classified Opportunities 





POSITIONS WANTED 


SALES REPRESENTATIVES WANTED 








ir 





Experienced Hardware Man 


Southern man, age 40, married, small family, desires posi- 
tion with live retail store in Tennessee, Virginia, Kentucky, 
North Carolina, Georgia or Alabama. Thoroughly experi- 
enced in hardware business from every angle, having been 
a successful bookkeeper, credit and collection manager, 
retail and wholesale salesman, buyer and general manager 
of a good sized business over a period of nearly 15 years. 
Also familiar with building material, furniture, farm ma- 
chinery, feeds, seeds and fertilizers. Prefer position as 
bookkeeper in charge of credits and collections, with op- 
portunity to assist with the sales during rushes and when 
not busy in office, but can fit in anywhere from general 
manager down. Imploy ed at present, but have good rea- 
son for desiring change. Best references furnished. Ad- 
dress Box I-515, care of Hardware Age, New York City. 














CREDIT MAN 32 YEARS OF AGE WITH 12 YEARS’ EXPERI- 
ENCE IN HANDLING CREDITS FOR ONE OF THE LEADING 
WHOLESALE HARDWARE HOUSES OF THE SOUTH DESIRES 


CONNECTION WITH A-1 HOUSE WHERE THERE IS OPPOR- 
TUNITY FOR ADVANCEMENT. RESULTS OBTAINED BY HIM 
ADDRESS 


ARE FULL PROOF AND (EVIDENCE OF HIS Poa 
BOX 1-516, CARE OF HARDWARE AGE, NEW YORK 


EXECUTIVE—Age 42, seeks position as manager of Paint and Glass 
department of Wholesale Hardware, Supply or Paint concern. Thoroughly 
familiar with duties of this character, having served successfully in this 
capacity. Exceptional sales ability, seasoned executive, capable of handling 
purchasing, advertising and assisting salesmen. Highest references fur- 
nished. Address Box I-517, care of [HIARDWARE AGE, New York. 








POSITION. WANTED—Sixteen years’ experience, General Hardware, 
Mill Supplies, Building Material, would prefer traveling position for Alabama 
or Georgia, 45 years of age and married. References furnished if desired. 
Address Box 1-503, care of HarpwarE AcE, New York. 





EXPERIENCED HARDWARE MAN wants a position in the west in 
wholesale or retail hardware. Capable of managing retail business, good 
worker and very reliable. Can furnish good reference, available at once. 
Address Box 1-508, care of HarpwarE AGE, New York. 





SITUATION WANTED--Either General Manager, Floor Manager or 
Buyer for General Hardware, Paints, Sporting Goods.- Twenty-five years’ 
experience. Can furnish best of Reference as to ability and character. 
Address Box I-510, care of Harpware AGE, New York. 





DESIRE A POSITION with Hardware Manufactory to travel: have 


traveled Southern territory 15 years and can furnish best of reference: 
forty years old, married. Address Box I-519, care of HARDWARE AGE, 
New York. 








YOUNG MAN twenty-two years of age wishes to learn the hardware 
business, thoroughly. Any branch considered, but would desire a position 
where there is chance for advancement. Can furnish the best of references. 
Address Box I-513, care of HarpwareE AcE, New York. 





SALES ACCOUNTS WANTED 





SALES REPRESENTATIVE wants one or more factory lines, selling 
either jobbing or retail trade, western half Virginia, Tools, Builders’ hard- 
ware, household specialties, etc., preferred. F. S., Box 147, Roanoke, Va. 











SALESMAN 


article 
hardware 


on quality 
jobbing 


must be one who has sold a high-grade 
and not price. Must be familiar with 


trade in Central West and capable of approaching and 
making a favorable impression on the highest class of 
trade and largest buyers. Address Box I-507, care of 


Hardware Age, New York. 














WE NEED SALESMEN 


Calling on the retail hardware trade to handle the fastest 
selling Christmas Tree Holders — as well as our entire 
line of specialties. Commission 15 9 If willing to work 
for real results address BoxI-502, Cue of Harpware AGE. 
New York. 

















HAVE A GOOD OPENING for a live wire salesman to sell an 
and shelf hardware direct from factory to 
Applicant must be an experienced build- 
and a following in 


WE 
old-established line of builders’ 
dealer, on a commission basis. 
and one who has an 


ers’ hardware man, acquaintance 
Long Island, Northern New Jersey and Westchester County will be pre- 
ferred. Address Box 1-506, care of HArpware Acr, New York. 





Manufacturer of well established line of Lawn Mowers wants Manu- 
facturers Agency or Salesmen on Commission basis, calling regularly on 
retail and wholesale dealers in all or any part of Mississippi, Alabama, 
Write, stating territory cov- 


Georgia, N. and S. Carolina, and Florida. 
ered, experience and give references. Address Box 1-497, care of Harp- 
warRE AGE, New York. 





ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. Ib. basis. Fast selling side line, five per cent commis- 
sion. UNITED FIBRE COMPANY, 62 South Street, New York City 
(Foot of Wall St., and East River). 














WANTED —Salesman to sell on a commission basis line Masons’ Tools, 
Abrasives, Padlocks and small chains in Southern New Jersey; also Long 
Island. Address giving age, experience etc., Box 1-518, care of HARDWARE 
Acre, New York. 

SALESMEN WANTED for line of Ash Cans and Tinware. (Long Is- 
land Exclusively). Must have following in hardware and a 
stores. Commission. Address Box I-504, care of HARDWARE AGE, New 
York. 

COMMISSION SALESMAN in each State calling on Hardware and 


House Furnishing trade to sell “Skyscraper”? Rubbish Burners. Eastern 





Nail Company, Sole Distributors, 176 Union Avenue, Providence, R. I. 
WANTED—Wholesale Hardware Distributor in the Middle West has 
open a very desirable territory in Wisconsin. Address Box I-511, care of 


HarpwareE AGE, New York. 





COMMISSION SALESMEN IN EACH STATE for manufacturer o 
band tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Acg. New York City 








LET US Help You Word Your “Want.” 

















tell, the more 


you sell,” 
complete 


Write :— 
Just say: “Send 
me details, Free.”’ 





se) 
“The more you rom ost | ete 


Makes Hardware Men Expert Sign Writers 


More signs will sell more hardware. 
sign writing department within 
anyone can make attractive signs, price tags, 
want—easily and quickly, and at very low 


Showcarder, Inc., 2332 University Ave., St. Paul, Minn. 





r | | COFFEE 


SHOWCARDER is a 
itself. With it 
etc.—all you 
cost! 
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INDEX TO ADVERTISERS 


cc ain ORCA on. acnes scontinclac tit IME. 








THE ADVERTISERS INDEX is published as a convenience and not as @ part of the advertising a. Every care will be taken to index correctly. 


No allowance will 


be made for errors or 


failure to 
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FAIRBANKS WHEELBARROWS 


Just the barrow for the householder and gardener 
who takes pride in his tools. Design and finish are 
excellent and construction is rugged. The legs are 
fully reinforced with supporting braces. Balances 

nicely and wheels easily. Send for catalog. 


The FAIRBANKS Company 


Wood parts painted 

Fellow stripe. Fur- BOSTON NEW YORK PITTSBURGH 
nished also with R G 

20” metal wheel. e ping ate ose 

No. 4. Garden Distribution in all principal cities 








STAR HEEL PLATES 
“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 
Send us your order today. 





WHEN CUSTOMERS 


BUY i = 
ATLAS TACKS (77). aa 
€ SMALL NAILS |} 


THEY REMEMBER 
WHERE THEY BOUGHT 
THEM~~~~-~~ EVERY 





These illustrations are % size. 
ATLAS TACK CORPORATION STAR HEEL PLATE CO. 
, : LOUIS SACKS, Ine. 
Fairhaven, Mass., and St. Louis, Mo. Newerk, N. J. U.S.A. 




















There Is No Fluctuation In The PRICE 


All sizes of Domes of Silence from 3%” to 7%” retail my REFILLS 
S Packed 
at the same price, 10 cents for a set of 4+. The extra as oo 


heavy 11%” size retails at 15 cents per set. | E.dee. cmt of 


This uniformity of price means a great deal to 
jobbers and dealers on a high grade product on which 
the sale and profit are always dependable. 





DOMES of SILENCE, Inc. 21 Pearl Street, New York City 
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NO EXTRA CHARGE FOR PANELS 








URQ\ 
$1 LOCK 


No. 435 


. Special Alloy Steel Shackle. Hardened, Cutter- 
Proof, File-Proof, Saw-Proof, Rust-Proof. 


. Very Rugged One-Piece Solid Body. Will with- 


stand tremendous abuse. 

. Plate Tumbler Cylinder Mechanism. 200 key 
changes. Can be keyed alike, but not Master- 
Keyed. 

. Completely Rust Proofed inside as well as outside. 
Will operate under severe weather conditions. 


Free to You 


STRONG METAL COUNTER 
SALES PANEL 
Attractively Lithographed in Two Colors 
List Prices 


No. 600 Panel— 
contains 6—No. 435 locks $6.00 


No. 1200 Panel— 
contains 12—No. 435 locks 
The New Hurd No. 435 Padlocks are also 
packed in Individual Boxes—Six Boxes to a 
carton. 


$12.00 


NOTE: 

Orders are being filled in the sequence in which 
they are received. Be sure YOU get YOURS in early. 
Send us your order now. 


E. P. HURD—LOCKBUILDER 


Factories and General Offices 


Detroit, Mich. 


Branch Offices 


Peterson Bros 104 Walker St., New York City 
Walter H. Cutter Co 37 Pearl St., Boston, Mass. 
A. H. Deveney & Co., Fourth Nat’l Bank Bldg., Atlanta, Ga. 
Malcolm Isbister 35 E. Wacker Drive, Chicago, Ill. 
Ben B. 711 Mutual Bldg., Kansas City, Mo. 


Charles L. Lewis 703 Market St., San Francisco, Cal. 


Gillette & McLaren, Inc....318 Occidental Ave., Seattle, Wash. 
Gillette & McLaren, Inc 53 Fourth St., Portland, Ore. 


In Canada 

Richardson & Bureau, Ltd., 129 St. Peter St., Montreal, Que. 
Export Office 

American Steel Export Co., 535 Fifth Ave., New York, N. Y. 


rt 


PROTECT YOUR PADLOCK SALES WITH THI! 





Original Features Approved by Real Sportsmen | 
Highly Profitable to Dealers 

















No. i422 








No.KTC 
TURKEY CALL 


Shapleigh National Series No. 1608 








